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Agents and Company 
Committees Confer 
On Code Proposals 


Frank Discussion Of Mutual Prob- 
lems At Large Meeting At 
Hotel Pennsylvania 


AGENTS PREPARE NEW CODE 


May Deal With Producers’ Practices 
Only; Further Conferences 
With Companies Likely 








Acting in accordance with the man- 
date delivered by the National Associa- 
tion of Insurance Agents’ convention at 
Chicago to the executive committee, 
members of the agents’ NRA code com- 
mittee met this week at the Hotel Penn- 
sylvania in New York to formulate pro- 
visions of a code, including a section 
dealing with competitive practices, for 
probable submission to the National Re- 
covery Administration in Washington for 
approval. Following the general con- 
ference held on Tuesday between the 
agents’ committee and committees repre- 
senting fire, marine, casualty and surety 
companies and brokers’ organizations, the 
local agents’ committee decided that the 
National <Association’s proposed code 
should regulate trade practices only so 
far as producers are concerned. 

Frank Exchange of Views 


Nearly sixty persons attended the joint 
conference Tuesday of representatives of 
producers and company interests. The 
meeting lasted from 10 o’clock in the 
morning until about 3 o’clock that after- 
noon, Discussion was entirely friendly and 
when the gathering concluded both the 
agents and company exccutives felt that 
they had a better understanding of each 
other’s problems. However, those who 
spoke talked frankly and it was obvious 
that the company representatives were 
unable to agree with many of the pro- 
posals included by the agents in the 
tentative draft of an NRA code that was 
tead before the agents’ convention in 
Chicago. The companies do not feel that 
the insurance codes should be extended 
beyond the provisions already in the 
codes now on file in Washington. 

After the joint meeting the agents’ 
committee went into session in its own 
headquarters at the Hotel Pennsylvania 
and conferred on the code question until 
alter midnight. Further sessions were 
held Wednesday. It was stated by a 
representative of the National Associa- 
ton that the agents’ committee was 
working to revise the proposed code so 
that the competitive practice section 
would be limited only to insurance pro- 
ducers, including the production branch 
offices oi companies. By deletion and 
combination of certain sections, it is be- 
lieved that the original Article 7 of the 
Proposed code of fair competition and 
trade practice for the production sub- 

(Continued on Page 32) 
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RGANIZED INSURANCE IS BETTER PREPARED TO PROTECT 

AND DOES BETTER PROTECT THE INTERESTS OF THE 
INSURING PUBLIC, INSURANCE AGENTS, AND STOCKHOLDERS 
OF INSURANCE COMPANIES. 


RADE ASSOCIATIONS ARE RECOGNIZED BY THE GOVERN- 
|| MENT AS NOT BEING INIMICAL TO THE PUBLIC INTEREST 
| | BUT FOSTER FAIR COMPETITION AND ARE A STIMULUS TO 
|| BUSINESS RECOVERY. 
| —) 
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Ty COMPANIES BUSINESS AND THE AGENTS INTERESTS 
ARE STABILIZED AND MADE MORE SECURE BY COMPANY 
AND AGENT ORGANIZATIONS. 
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| NATIONAL UNION 
FIRE INSURANCE CO. 


INCORPORATED 1901 
HITT PITTSBURGH - - PENNSYLVANIA 


























WHEN DONE RIGHT 


Among the. wholly reliable sales help supplied by 
many Home Offices is the Direct Mail service. Prop- 
erly used it is indeed a powerful part of the process of 

m salesmanship. An easy approach to the prospect is 
provided, the initial sales resistance is lessened, recep- 
tivity is frequently created, and tightly shut doors are 
opened. 


This is the universal experience of those who use 
Direct Mail according to the rules. Among the rules 
are: 

1. Select prospects carefully. 

2. Send lists to Home Office regularly. 

3. Follow up by calling promptly on every 
prospect, and not alone those who have 
replied. 

4. Use effective organized sales talk. 


In this period when business is difficult to get, and 
the underwriter’s income is low, Direct Mail is a “life- 


saver.” And at all times it is a business-getter. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 
PHILADELPHIA 


Independence Square 




















New Deal Calls For 
Changes In Practices, 
Says James A. Fulton 


Sees Mass Recruiting as Building 
Public Resistance to Quali- 
fied Agents 
NEED CHANGES IN METHOD 


Volume Not Sole Factor in Valuing 
Business Produced by 
Agent 


The American nation has entered into 





a new era in which co-operation is play- 
ing a far larger part, individual compe- 
tition a lesser part, the primary prin- 
ciples of which are that no business shali 
indulge in any practice which is harmful 
or unfair and life insurance, like every 
other business, has such practices which 
“for the protection of our business we 
must jointly consider and arrive at reme- 
dies,” said James A. Fulton, president of 
the Home Life of New York, in an ad- 
before the Association of Life 
Agency Officers at Chicago this week. 


dress 


The essentials of the New Deal, said 
Mr. Fulton, are an attempt to give busi- 
ness an opportunity at self-regulation to 
obviate regulation. 
business which is such an integral 


government Any 
part 
of the economic life of the nation as life 
insurance must sooner or later bring it- 
self into complete and absolute harmony 
with the national plan or society will 
There 

New 


find a way to force it to do so 
are two essential principles of the 
Deal, said Mr. Fulton, 

First: That no individual unit inside a 
business shall indulge in any act, com- 
petitive or otherwise, which, while it may 
further the interest of that 
unit in doing so, damages unfairly other 
units and the business as a whole. Back 
of this principle lies the restriction in 
the various codes which have _ been 
adopted in unfair price cutting and the 
compulsory maintenance of minimum 
wages. The second great principle is that 
the business itself shall indulge in n 
practice which damages the general wel 
fare 


individual 


Some of the Problems 


“Assuming that life insurance must of 
necessity bring itself into harmony with 
these two principles—what are the meth- 
ods which must be used to accomplish 
this, and what are the problems to which 
we must address ourselves?” said M 
Fulton. “It to me we must de 
velop more adequate machinery for uni- 


seems 


fication of effort and for the constant 
interchange of opinion, with a view 
ironing out those many and perplexing 


problems which arise.from a conflict of 
individual interest. 

“The major problems we face are not 
the problems of big companies or oi 


(Continued on Page 18) 
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MORE POWER TO YOU! 


IF YOU ATTEND THE TWO DAY SALES COURSE TO BE CONDUCTED BY— 


GRIFFIN M. LOVELACE 
LEON GILBERT SIMON 
JAMES ELTON BRAGG 
VINCENT B. COFFIN 
RALPH G. ENGELSMAN 
DENIS BRANDON MADURO 


UNDER THE AUSPICES OF— 
THE LIFE UNDERWRITERS ASSOCIATION OF NEW YORK CITY. 


KNOWLEDGE BEGETS CONFIDENCE 
CONFIDENCE BEGETS ENTHUSIASM 
ENTHUSIASM BEGETS BUSINESS 


This Course is bound to increase the enthusiasm of all who attend. 
THE TIME—Wednesday and Thursday, November Ist and 2nd, 1933. 
THE PLACE—Metropolitan Life Auditorium, Madison Avenue at 24th St. 


THE INVESTMENT—$3.00 for Members of the Life Underwriters Association 
$5.00 for Non-Members 


MORE POWER TO YOU! 


lf You Join in this Endorsement and Enroll Now! 








CLIFFORD L. McMILLEN 
General Agent 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Main Office—347 Madison Avenue 


Times Square Branch—1450 Broadway 


“ISLE OF OPPORTUNITY” 


VAnderbilt 3-5500 
Charles V. Cromwell Charles A. Votaw, C.L.U. 
Production Manager Educational Director 
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Last year the American Institute of Ac- 
tuaries appointe d a committee headed by 
Arthur Coburn, vice-president of the 
North po rican Reassurance, as chair- 
man, to study the effects on non-forfeiture 
values of present tre nds. The report of 
the committee, which follows, was pre- 
sented at the recent joint meeting of the 
actuarial societies at Chicago. 


Your committee cannot subscribe to 
the theory that the surrender of policies 
will not under any circumstances result 
in deterioration in the vitality of the 
policies that remain. 

In times of stress if doubt should arise 
in the public mind as to corporate in- 
tegrity the proportion of those surren- 
dering policies may become unduly high 
and an adequate provision should be 
made for protecting the interests of 
those policyholders who continue by 
means of adequate surrender charges in 
the case of those who desire cash with- 
drawal. 

Twisting 

There has grown up in the United 
States the widespread practice of sub- 
stituting for old policies new policies in 
the same or a different life insurance 
company. Such substitution may arise 
from the following condition: 

Eleven years ago a policyholder took 
out an Ordinary Life policy in the 
amount of $10,000 subject to an annual 
cost of about 2%. On the security of 
that policy he has borrowed $1,500 and 
such loan bears interest at the rate of 
6%. An agent of a company points out 
to him in the event of his death his bene- 
ficiary would receive only $8,500 and the 
annual cost of this $8,500 of protection is 
approximately $290 made up as follows: 
—cost of $200 and loan interest of $90. 
The agent points out to him that he can 
substitute for his old policy a new policy 
in the agent’s company in the amount of 
$8,504) with an annual cost of about 3%, 
making his approximate annual outlay 
$255. Briefly this is an outline of a 
method used in securing the substitution 
of new policies for old policies. 

If the policyholder yields to the argu- 
ment of the agent and he is in good 
health and successful in obtaining the 
new policy outlined by the agent, this 
results in the withdrawal of a healthy 
life from the group that originated 
eleven years ago. If the policyholder is 
rejected for the new insurance, the old 
policy is continued in the original group. 
Asa result of such substitutions the best 
of those who have borrowed are liable 
to surrender and those in poorer health 
continue. The more widespread the 
Practice of substitution, the more serious 
the consequences of these regrettable 
transactions. 

It should be understood that the cur- 
tailing of this widespre ad practice, while 
it might result in a smaller amount of 
new business and the elimination of the 
duplication of initial expense, would not 
necessarily result in reduction in the to- 
tal amount of the outstanding insurance 
Protection that the public enjoys. We 
believe that the elimination of unneces- 
sary initial expenses would be beneficial 
to the public. 

he evils of twisting would be greatly 
minimized by the use of substantial sur- 
render charges greater than now per- 
mitted under the law or employed by the 
companies, 

_ _. Initial Expenses 

The initial expenses incurred in the 

acquisition of new business are in excess 





of the renewal expenses incurred in the 
caring for old business. In practice the 
excess of new business expense over re- 
newal expense is advanced by old policy- 
holders or stockholders. If the new poli- 
cyholder continues, the expense invest- 
ment made on his behalf is repaid over 
a period of years. However, the new 
policyholder may not continue and it is 
necessary to have a surrender charge 
sufficient to repay the unliquidated por- 
tion of the new business expense. With- 
out such provision the persisting policy- 
holder would not be treated with equity. 
The repayment of initial expense is not 
the only reason for surrender charges 
employed in determining surrender 
values that are guaranteed 


Fallacy as to Individual Reserves 


If the reserve on one thousand iden- 
tical policies is $200,000 it does not follow 
that the reserve on each of the one thou- 
sand policies would be $200. In fact some 
of the policyholders would be in poor 
health and others would be in excellent 
health. The liability on a policyholder in 
poor health would be more than $200 and 
the liability on a policyholder in excel- 
lent health would be less than $200. The 
theory that the aggregate reserve may 
be broken down into individual items 
based on average that can be allocated 
to individual policyholders is not in ac- 
cordance with the facts. 

Your committee believes that the true 
principles as to individual reserves should 
be considered in determining withdrawal 
values. 

Rate of Interest 


Your committee is not persuaded that 
the guaranteed cash surrender values of 
life policies need be based on the same 
rate of interest employed in determining 
the aggregate reserve held by a life in- 
surance company against its policies. 

As the value of an adequate margin 
between: (1) the aggregate reserves held 
by a life insurance company against its 
policies, and (2) the aggregate of the 
cash surrender values guaranteed, is not 
always appreciated, we venture the fol- 
lowing observations: 

Eminent actuaries many years ago held 
that it was a great advantage to carry 
aggregate reserves on a standard con- 
siderably more stringent than would be 
employed as a test of solvency and at- 
tained this stringent reserve by the use 
of a low rate of interest. It was their 
view that in times of great national 
stress necessary surplus could be set free 
by increasing the rate of interest as- 
sumed in the valuation of the policy lia- 
bilities and, but for legal restrictions as 
to guaranteed surrender values, these 
principles could well prevail today. 

Clearly a well managed life insurance 
company reserving for its liabilities on 
a stringent basis with surrender values 
conservatively guaranteed on a basis ap- 
proximating the standard that would be 
emnloyed for determining solvency is in 
an impregnable position. 

As an illustration: Two companies are 
alike in all respects except that in com- 
pany A the aggregate of the guaranteed 
surrender values is 85% of the aggregate 
reserves and in comnanv B the corre- 
sponding percentage is 95%. 

Suppose both companies are confront- 
ed with a major financial disturbance. 
The demand for policy loans and sur- 
render values may greatly increase. Com- 
pany B with its high guarantee of sur- 





“Surance 


Status Of Surrender, Loan and Other 
Non-Forfeiture Values 


render values may find itself involved in 
difficulties from which company A is 
free. 

Investments 


The primary purpose of life insurance 
is to pay death claims and the guaran- 
teeing of cash surrender values should 
be deemed of secondary importance. If 
the actuarial foundation of a life insur- 
ance company is sound, the employment 
of the major portion of the funds of the 
members should be for the purpose of 
conserving the primary purpose. If a 
contrary course is followed it is probable 
that the public will be compelled to pay 
a high price for its insurance protection. 

If the cash surrender values are guar- 
anteed on too high a scale this may seri- 
ously interfere with the employment of 
the funds of the membership in invest- 
ments, other than short term securities. 
It appears to your committee that the 
making of long term investments as has 
been the practice of the life insurance 
companies is an essential part of the na- 
tional economy. 

If the members are given the right to 
withdraw an unduly large proportion of 
their reserves in cash it becomes neces- 
sary to hold an unpredictable proportion 
of the assets in cash or in other avail- 
able resources that must be readily sub- 
ject to liquidation under all possible con- 
ditions. On the other hand with the 
withdrawal privilege limited to a substan- 
tially smaller proportion of the reserve, 
the contractual guaranteed cash values 
could be protected by a smaller holding 
of cash and liquid securities which would 
result in a higher interest yield on the 
funds with consequent lower cost of in- 
surance to the public. The converse is 
that high guaranteed cash values require 
high liquidity with consequent reduced 
interest return and increase to the public 
of the cost of their life insurance and 
even with the increased liquidity unnec- 
essary danger to the essential insurance 
protection. 

Your committee believes that in times 
of national stress the withdrawal of 
members will be influenced by the degree 
of that stress and the scale of cash sur- 
render values that are guaranteed. 


State Laws 


Elizur Wright in his Massachusetts re- 
ports advocated extended term insurance 
equivalent to 80% of the Actuaries 4% 
Reserve but did not advocate guaranteed 
cash surrender values. 

Section 87 of the New York Insurance 
Law limits the contingency reserve of a 
life insurance company. If the net value 
of its policies equals or exceeds $15.- 
000.000, the contingency reserve shall not, 
subiect to the provisions of the law. ex- 
ceed 10% of the net value of the policies. 

Section 88 provides for non-forfeiture 
values based on the policy reserve com- 
puted according to the standard adopted 
by the life insurance company. After a 
policy has been in force three full years 
the surrender charge is limited to $25 
per thousand, provided that $25 is in ex- 
cess of one-fifth of the entire policy 
reserve. 

In the oninion of your committee these 
laws considered in combination are ac- 
tuarially unsound. They are not ade- 
quate to protect the public against all 
conditions that may arise in the long 
history of a nation. 

Tt should not be assumed that the in- 
laws of New York have been 





followed in all states. To illustrate, the 
Missouri law does not limit the contin- 
gency reserve of a life insurance com- 
pany. The Missouri law does not com- 
pel a life insurance company to guaran- 
tee non-forfeiture values on the same 
interest basis that the life insurance 
company employs in determining the ag- 
gregate reserves held by it against its 
policies. The Missouri law does not limit 
the surrender charge to $25 per thou- 
sand. The Missouri law stipulates that 
after three years’ premiums have been 
paid, a surrender value must be allowed 
in the form of either extended insurance 
or paid-up insurance, based upon not less 
than 75% of the reserve according to 
the Actuaries’ 4% table but does not 
make compulsory the guarantee of cash 
loans or cash surrender values. If the 


policy is written as a preliminary term 
contract, that is, if the policy provides 
that the first year’s insurance is term 


insurance, then the reserve is a prelimi- 
nary term reserve and the law would re- 
quire the surrender values to be based 
on that form of policy. In the judgment 
of your committee the Missouri law is 
an example of the lines upon which wise 
minimum legislation would proceed. 

As a result of the recommendations of 
the Armstrong Committee impetus was 
given to the movement for state legis- 
lation requiring guaranteed cash values 
based on the reserves maintained by the 
companies on their policies less a stipu- 
lated maximum surrender charge which 
generally was fixed at $25 per $1,000 of 
insurance. 

Whether or not $25 is an adequate 
maximum surrender charge the facts are 


that many companies today guarantee 
cash surrender values equal to the full 
reserve for practically the entire dura- 


tion of policies. Doubtless in some in- 
stances they have been prompted to do 
so by competition and in other instances 
by conditions applicable to the particular 
company. 

Your committee draws attention to the 
fact that an adequate surrender charge 
in connection with the computation of 
paid-up insurance values may be inade- 
quate in connection with guaranteed c cash 


surrender values and statutory require- 
ments that cash surrender values shall 
be guaranteed in an amount at least 


equal to the value of the paid-up insur- 
ance are not in accord with sound prin- 
ciples. 

With a continuance of the present 
practice of making the allowance of high 
cash surrender values the subject of 
guarantee, we believe that it is conceiv- 
able that at some future date, particu- 
larly with an increase in age of our life 
insurance companies, the value of the 
assets might, especially during a period 
of national stress, fall below the aggre- 
gate amount of cash surrender values 
guaranteed. 

Your committee is not opposed to rea- 
sonable withdrawal values. We do op- 
pose the guaranteeing of cash withdraw- 
al values that may at some future date 
impair the equities of continuing policy- 
holders and defeat the primary purpose 
of life insurance. 

Your committee recognizes the impor 
tant part which liberal guarantees of 
cash values have played in the develop- 
ment of life insurance in the United 
States during the last twenty-five years 
and believes that sound values availabk 
at all times will not retard and may e1 
hance future development. 
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HEARD on the WAY 








A book from the Vanguard Press, New 
York City, issued this week, bears the 
title, “How Safe Is Life Insurance?” It 
is written by L. Seth Schnitman, formerly 
chief of division of Survey 
Business, United States Department of 


of Current 


Commerce. He was assisted in prepara- 


tion of some of the material contained 
by Clarke B. Louden. 

The book is a continuous and one- 
sided attack on life insurance administra- 
tion and on life insurance investments. 
According to Schnitman, “nothing seems 
safe as an investment, except Govern- 
ment bonds.” He has no faith in the 
future of the railroads, raps public utili- 
ties, and thoroughly enjoys himself by 
taking a shot at almost everything, in- 
cluding the cost of endowment insur- 
ance. The volume is in every sense of 
the word a smart aleck affair. 

At the time of writing the book Schnit- 
man was special consulting economist to 
the division of housing of the Federal 
Emergency Administration of Public 


Works. He is now identified as “Chief 
statistician of one of America’s best 
known statistical organizations,”—name 


not given. 


Following the annual convention of 
the National Association of Life Under- 
writers in Chicago The Eastern Under- 
writer printed a story of the meeting of 
the nominating committee of that con- 
vention at. which Gerald A. Eubank, New 
York manager of Theodore M. Riehle, 
withdrew the candidacy of Mr. Richle 
for president of the association, moved 
that nominations be closed. and the 
unanimous nomination of C. Vivian An- 
derson for the office followed. The story 
was entitled, “Ohio ‘Paddlewheel Poli- 
tics’ Put Anderson Across.” This story 


made a hit in Cincinnati where it has 
been reprinted in enlarged type and sent 
out to a large number of people. 

One aftermath of the story was to 
revive interest in the Ohio River side- 
wheel boats as Paul Briol, a local artist, 
equipped with a camera, went to Pitts- 
burgh, journeyed down to Cincinnati and 
Louisville on one of the paddlewheelers, 
with the result that the Cincinnati En- 
quirer printed an entire page of pictures 
taken on the boat by Briol. The pic- 
tures were run in the rotogravure sec- 
tion of the paper October 15, and a fac- 
simile of the rotogravure page has been 
mailed at Cincinnati to many persons, 
along with the reproduction of the An- 
derson-Riehle story which The Eastern 
Underwriter published. 

Following the marriage of Jacob 
Windheim and Adele Beatrice Eisen- 
drath, daughter of Julius M. Eisendrath, 
general agent Guardian Life, Empire 
State Building, New York, and Mrs. 
Eisendrath there was a reception, buf- 
fet supper and dance at the Hyde Park 
Hotel, this city, attended by more than 
200 persons. Among those present were 
Carl Heye, president of Guardian Life, 
and Mrs. Heye; James A. McLain, vice- 
president of the Guardian, and Mrs. 
McLain. 


The betting is 10,000 to 1 that when 
the Association of Life Insurance Coun- 
sel meets here in December one of the 
officers will be re-elected. This is Harry 
Cole Bates, who has for some years held 
the position of secretary-treasurer. 
President Francis V. Keesling of the as- 
sociation, who was in New York last 
week, was interviewed by the writer at 
the Waldorf. He said that he knew of 
no rival candidate or dark horse for the 
job of secretary-treasurer, and that there 
was genuine satisfaction with Mr. Bates’ 


services, his accounting, administration, 
courtesies, etc., being par. 

Mr. Bates is assistant general counsel 
of the Metropolitan Life, sharing that 
title with Frederic G. Dunham and Frank 
Ewing, a trio of legal stars. He is a 
graduate of Hamilton College, the most 
famous alumnus of which is Elihu Root. 
Not all the famed alumni are lawyers, 
as Alexander Woolcott, writer and radio 
talker, is a graduate of Hamilton, and 
doesn’t let anybody forget it either. 

At Hamilton Mr. Bates got a degree 
in philosophy and was also a Phi Beta 
Kappa. In 1931 he went back to the 
campus, put on cap and gown, and had 
conferred on him the honorary degree 
of Master of Arts. After leaving Ham- 
ilton upon graduation Mr. Bates went 
through New York Law School; prac- 
ticed for a time in Washington, D. C., 
and in 1917 joined the legal staff of the 
Metropolitan Life. During the World 
War he was a lieutenant overseas and 
also for a few months took a course in 
the University of Paris law school. He 
was not as hard-boiled an army officer 
as his associate, Fred Dunham, but Dun- 
ham had jurisdiction over Government 
money and was not throwing any of it 
away. Back from the Army, Bates re- 
enlisted in the Metropolitan, where he 
was soon given new responsibilities to 
relieve the growing pressure on Senator 
William J. Tully, then general solicitor. 
In 1927 he was appointed assistant gen- 
eral counsel. 


F. G. Pierce, manager of the Connec- 
ticut General, Philadelphia, says that in 
hiring selected men he feels that the 
quality of the brain is the important 
thine to take into consideration. The 
more intelligent section of the insuring 
public is more interested in the manner 
in which it gets information and the 
quality of the advice given than in any 
particular form or in any particular com- 
pany, he thinks. “For the all around 
insurance man able to take care of any 
man with whom he comes into contact 
brains are more important than selling 
ability,” he says. Continuing, he says: 

“The insurance men should be good 


— 
business men and not be slaves to tem. 
perament. We do not have in our agep. 
cy any men who are producers of mij. 
lions a year. Practically all of our mep 
are good, steady producers with large 
incomes who can be counted on year 
after year. This is demonstrated by the 
fact that we have twenty-five men who 
have been with us ten years or more 
This agency will stand or fall upon this 
fundamental basis. Our men have me 
the test of depression. It has brought 
out their best. Blue blood is more nee. 
essary today than ever, and with the 
wide choice we have we can get better 


blue blood.” 
Uncle Francis 





TRADE PRESS SERVICE 
Seattle, Wash., Oct. 21, 1933 

Editor The Eastern Underwriter: | 
was my pleasure at the Chicago Conyep. 
tion, and on previous occasions, to speak 
of the friendly attitude of insurance 
journals and the press in general toward 
underwriters’ associations. 

My opinion is that the trade journals 
as a class are doing a good job in en- 
couraging organization along sound lines 
They are also rendering a splendid sery- 
ice in fostering the highest ideals and 
in curbing, through the power of pub- 
licity, the destructive activities of bus- 
ness pirates. 

In closing my term as president of 
the National Association, I want to thank 
you for the co-operation that you gave 
during my administration. The outstand- 
ing memory of that experience is the 
very heartening influence of so many 
friends who did everything they could 
to help. 

CHARLES C. THOMPSON, 

Past President, National Association 

of Life Underwriters 


Many friends of Charles B. Knight, 
general agent Union Central, New York 
and a director of the company, called 
upon him Tuesday at his office to pay 
their respects. It was Mr. Knight's 69th 
birthday. 





THE MANHATTAN LIFE INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
NEW YORK CITY 


Founded 1850 


Life 


THOMAS E. LOVEJOY, President 
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Northwestern Mutual 
Cuts Dividends 25% 


STILL ABOVE YEARLY AVERAGE 








t Trend of Adverse Factors Fol- 
“a Long Series of Dividend 
Increases by Company 





A reduction of 25% in dividends pay- 
able during 1934 on policies of the North- 
western Mutual Life has been an- 
nounced by the company. Changes in 
seneral business conditions as they af- 
fect mortality rates, expenses and taxes 
and the investment income of the com- 
pany are responsible for the reduction. 
The rate of interest on funds retained 
by the company under agreement has 
been reduced from 4.8% to 4.6%, which 
cuarantees on such funds not less than 
3%. ; 

During the past fifteen years since the 
World War the average dividend paid 
per $1,000 of participating insurance in 
force with the Northwestern Mutual 
Life has varied from $8.50 in 1919, to 
$808 in 1922; $8.15 in 1923; $10.20 in 
1928: $10.74 in 1929 and 1930; $10.76 in 
1931 and 1932. During the period 1903 to 
1920 the trend of dividend apportion- 
ments was generally upwards and espe- 
cially so during the period of business 
activity following 1922. 

Even during the depression years 
1930, 1931 and 1932 the company’s scale 
was continued on the 1929 basis. Al- 
though many companies made substantial 
reductions in 1932 and 1933, the North- 
western Mutual’s dividends were con- 
tinued during 1933 with but a 5% re- 
duction of the 1929-1932 scale at $10.23. 

Dividends payable during 1934 repre- 
sent a 25% reduction in the scale, deemed 
advisable as a consequence of the condi- 
tions of the past four years, according 
to company officials. A reasonable de- 
gree of optimism justifies the hope that 
the reduction in the scale will be tem- 
porary. 


N. Y¥. MEMBERSHIP CAMPAIGN 





Agencies of City Divided Into Twenty- 
Three Groups; Harris L. Wofford 
Chairman of Committee 
At a recent meeting held at the Co- 
lumbia University Club the membership 
committee of the Life Underwriters’ As- 
sociation got away to a flying start under 
the able direction of Chairman Harris L. 
Wofford of the Prudential. The agencies 
of the city have been divided into twenty- 
three groups, each under a chairman, and 
these twenty-three groups have in turn 
been formed into two competing teams, 
one headed by Chairman Wofford and 
the other by Vice-Chairman Lester 

Einstein of the Equitable. 

The assembled regional chairman list- 
ened to short talks by the chairman, the 
vice-chairman and President Frank J. 
Mulligan of the New York Association 
as well as by several of their own group. 
The men serving on this committee are: 

Edward J. Allen, John Hancock Mutual 

W. H. Beers, New England Mutual 

E. V. Carbonara, State Mutual 

John J. Gordon, Home Life 

W. Stanton Hale, Penn Mutual 

Herbert Karlsruher, New York Life 

S. J. Katzman, Mutual Life 

Wheeler King, New England Mutual 

Harry Krueger, Northwestern Mutual 

W. H. Marcy, Travelers 

= <¢ Murrell, Connecticut General 

Dan Quinn, Prudential 

A. Rosenstein, Equitable 

Ben Salanger, Continental American 

Thomas Sharpe, Aetna Life 

Harry B. Shontz, Mutual Benefit 

John A. Silver, Equitable 

Edward K. Simpson, Provident Mutual 

Carl Smith, Connecticut Mutual 

James Tyson, Guardian Life 

E. Weingart, Berkshire Life 

Benjamin Wolberg, Equitable 

William Thompson, Penn Mutual 











Che Hdeal Hrheritance 





A wealthy man recently utilized 
a novel, yet wise, method of pro- 
viding an income for his son, then a 
student. 


While he was still alive this thoughtful father 
purchased a Prudential Refund Annuity, 
giving the youth an income of $400 a 
month for life. 


The adoption of a “spendthrift” clause will 
prevent the assigning or commiting of 


the income. 
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State Mutual Meeting 
In New York Nov. 1-2 


2ND REGIONAL CONFERENCE 





President Bullock and Others from Home 
Office to Attend; Pennell and 
Craig to Speak 





The Eastern Conference, second of a 
series of three 1933 conferences of the 
State Mutual Life of Worcester, Mass., 
will take place at the Roosevelt Hotel in 
New York City on November 1 and 2. 
Twenty-four general agents will attend. 

President Chandler Bullock will head 
a delegation from the home office includ- 
ing Stephen Ireland, vice-president and 
superintendent of agencies; Ross B. Gor- 
don, vice-president and supervisor of ap- 
plications; I. T. F. Ring, general counsel; 
and Assistant Superintendents of Agen- 
cies James H. Eteson and Donald G. 
Mix. 

Addresses designed to correlate home 
office and field production efforts will be 
given by the attending officers. Fea- 
turing the program will be talks be two 
well-known State Mutual general agents, 
Frank W. Pennell of New York; and 
Walter A. Craig, Philadelphia. These 
talks and round table discussions con- 
ducted by General Agents F. A. G. Mer- 
rill of Buffalo and George F. Robjent of 
Boston are expected to nrove very valu- 
able. 

The company in close co-operation 
with its general agents has developed 
comprehensive and definite outlines of 
agency procedure and these meetings are 
a step in the correlation of the sales 
material which has been recently re- 
leased with the company plan of agency 
development. 

The first regional meeting at the 
Union League Club in Chicago on Sep- 
tember 25 and 26, had for its speakers 
General Agents Lee B. Scheuer of Cin- 
cinnati; Prescott W. Eames, Kansas 
City; Ray E. Habermann, Minneapolis; 
Frank W. Pennell, New York; and As- 
sociate General Agent W. Harry Jack- 
son of Cleveland. Topics developed dur- 
ing this meeting will prove a large step 
in the integration of agency methods of 
production, the home office having used 
its energies during the past year to 
gather every important practice into 
complete production plans. 

The time and place of the Southern 
regional conference, third meeting in the 
1933 program will be announced. 





DINNER TO JOHN E. GIBBS 





Vice-President Frank H. Davis of Penn 
Mutual Host at Affair for New 
Joint Manager at Newark 

Members of the official staff of the 
Penn Mutual Life with Vice-President 
Frank H. Davis as host, last week Fri- 
day met at the Downtown Club in Phila- 
delphia, at luncheon to give a send-off to 
John E. Gibbs. Mr. Gibbs has joined 
John T. Haviland, general agent at New- 
ark, in a partnership which becomes ef- 
fective November 1, and which is to op- 
erate a metropolitan office as well as the 
long-established office in Newark. 

Mr. Davis, Manager John A. Steven- 
son, Superintendent of Agencies Wallis 
Boileau, Jr., speaking for the entire 
group, gave Mr. Gibbs their best wishes 
for his success and expressed their deep 
regret at losing from the Agency De- 
partment so able and popular an asso- 
ciate \ memento, in the form of a 
bronze electric desk clock, was presented 
to Mr. Gibbs. 


MONTGOMERY ROUND TABLE 

The L. L. Montgomery Round Table 
will hold its monthly luncheon meeting 
next Wednesday at the Gregorian Hotel 
in New York City. An address will be 
given by Dwight C. Rose, investment 
counsel, on “Dollars and Future Deliv- 
ery.” After the address a discussion on 
the subject will be held and questions 
answered. This will be an open meeting 
for members of the Round Table and 
guests. 
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' lilton Discusses 
Missouri State Deal 


SAYS IT’S GOOD INVESTMENT 


D. M. 


General American Life Chairman States 
Policy as to Outstanding Business 
of Old Company 

David M. Milton of New York, chair- 
man of the board of the General Ameri- 
can Life, who was in St. Louis on Oc- 
tober 16 and 17 to attend a meeting of 
the board of directors of the new com- 
pany and to confer with other officials 
of the company, declared prior to his de- 
parture for New York that he and his 
associates intend to retain control of the 
General American Life during the entire 
fifteen years the agreement for the pur- 
chase of the Missouri State Life has to 
run. 

“At the end of this fifteen-year period 
we fully expect to reinsure all of the 
Missouri State Life’s insurance that may 
still remain in effect,” he continued. “The 
fact that such reinsurance is optional on 
our part, according to the terms of our 
purchase agreement with State Super- 
intendent of Insurance R. Emmet O’ Mal- 
ley, is of no importance. I do not agree 
that the insurance still in force in 1948 
will be a poor risk. 

“Insurance people generally consider 
seasoned business good business. While 
mortality will be somewhat higher, due 
to the advanced ages of the insured, re- 
serves will likewise be higher and earn- 
ings correspondingly more. Experts 
have advised us that at the end of this 
fifteen-year period the insurance still in 
force should be worth conservatively 
$7.50 per $1,000.” 

Mr. Milton stated that himself and as- 
sociates were induced to invest $2,000,000 
in the General American Life in the be- 
lief that life insurance is the most con- 
servative investment which could be 
made offering as it does a medium for 
the employment of investment funds 
which is not susceptible to the vicissi- 
tudes of the stock market and its many 
fluctuations. 

Paid Out Nearly Million in Claims 


He pointed out that the entire $2,000,- 
000 of capital and surplus of the Gen- 
eral American Life had been paid in 
cash and constitutes a guaranty that the 
new company will faithfully discharge all 
of the obligations it assumed when it en- 
tered into the agreement to take over 
the assets and insurance of the Missouri 
State Life. One of the guarantees is 
that death claims shall be paid promptly 
and in full and that the 50% lien im- 
posed on some of the insurance of the 
old Missouri State Life will never grow 
greater if interest is paid. 

It has been revealed that the General 
American Life has paid out $993,378 in 
claims to the policyholders of the Mis- 
souri State Life since it took over the 
business of the old company on Septem- 
ber 7 last, with the approval of Circuit 
Judge Henry Hamilton of St. Louis. A 
report to this effect was submitted to 
the company’s board of directors on Oc- 
tober 17 by Sidney W. Souers, financial 
vice-president. When the sale _ took 
place the Missouri State Life had $1,269,- 
000 in cash on hand or on deposit in 
various banks. 

Commenting on the sale agreement 
with Superintendent O’Malley Mr. Mil- 
ton said that in a technical sense it was 
neither a reinsurance project nor a trus- 
teeship of policies of the Missouri State 
Life, but since the new company has 
bound itself to operate the business the 
transaction might be termed a trustee- 
ship. There is also the provision for re- 
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insurance of the old business at the end 
of the fifteen-year period he pointed out. 

He stated that he had first become in- 
terested in the Missouri State Life about 
two years ago when he was a tentative 
bidder for the business of the old Inter- 
Southern Life of Louisville, Ky., which 
held 148,050 shares of Missouri State 
Life stock or 29.5% of the entire stock 
outstanding. 

“Last spring, Walter W. Head, who at 
one time had been offered the presidency 
of the Missouri State Life and who at 
that time had made an investigation of 
its assets, conferred with me again about 
the company,” Mr. Milton added, “and 
stated that the company’s situation was 
such that an immediate program of re- 
organization and_ rehabilitation was 
necessary. 

“Subsequently, W. T. Nardin, president 
of the Missouri State Life, asked if I 
would be interested in putting up new 
capital for the Missouri State Life. At 
my invitation Head agreed to come to 
St. Louis to investigate for me. After 
receiving his report I asked him to pur- 
sue his analysis of the business and to 
appraise the company’s resources, which 
he did. I then committed myself, pro- 
vided a suitable plan were evolved, to 
provide funds for the capital and sur- 
plus of the new company.” 

He praised Superintendent O’Malley 
for his prompt handling of the Missouri 
State Life situation. 

The present members of the board of 
directors of the General American Life 
are: Milton, Head, Ellery C. Hunting- 
ton, Jr., and Samuel W. Anderson of 
New York; James M. Kemper, president 





of the Commerce Trust Co. of Kansas 
City, Mo., and George Brandeis, presi- 
dent of the J. L. Brandeis & Sons Co., 
Omaha. Four other directors are to be 
named. It has been announced that none 
of the directors of the Missouri State 
Life will be named to the board of the 
new company. 

Mr. Milton is connected with the law 
firm of Satterlee & Canfield of New 
York and is president of Equity Corp. 





J. M. FRASER AT SYRACUSE 





Connecticut Mutual General Agent Ad- 
dresses Life Underwriters Associa- 
tion There; Stresses Intelligent 
Prospecting 

John M. Fraser, general agent, Con- 
necticut Mutual, New York, spoke be- 
fore the Life Underwriters Association 
of Syracuse, N. Y., on Friday last, the 
meeting being well attended. From the 
standpoint of helping the salesman the 
talk was one of the best heard in Syra- 
cuse life circles. In discussing present 
day sales methods Mr. Fraser divided 
his talk into methods for the old guard 
and for the recruit. And for the older 
agents he emphasized the advantage 
they have of experience; the knowledge 
they have of their business; the fact that 
the public is more insurance-minded than 
ever before. 

Discussing the newer men in the field 
Mr. Fraser recommended that they 
know definitely on whom they are going 
to call so that they be prepared. He 
thought that most salesmen lack pros- 
pects rather than sales ability. 


George L. Williams Dies: 
V.-P. of Union Centra} 


EARLY TRAINING WAS IN Law 





With Company Since 1906; Highly Re. 
garded Throughout Life Insurance 
Business; His Career 





George L. Williams, vice-president of 
the Union Central, one of the best 
posted life insurance men in the coun. 
try, described sometimes as both legally 
and actuarially minded, and highly te. 
garded in the fraternity, died at his home 
in Cincinnati this week. Some seven or 
eight years ago he went to Colorado for 
his health, but apparently recovered, For 
a year, however, his health has not been 
good. Mr. Williams was born in Dela- 
ware, the son of William J. Williams 
professor of Greek in Ohio Wesleyan 
University. He was educated in the éle- 
mentary schools there and entered Ohio 
Wesleyan, where he was graduated with 
the degree of bachelor of arts in 1808 
During his undergraduate days Mr. Wil- 
liams was a football player of some note, 
performing at center and guard. After 
graduation he continued his studies at 
Wesleyan, obtaining the degree of mas- 
ter of arts. He then entered the Cin- 
cinnati Law School where he was given 
the degree of LL.B. in 1900. In 1904 he 
married Miss Elsie Burkham of Cin- 
cinnati. 

Joined Union Central in 1906 

In 1906 he entered the employ of the 
Union Central Life as an attorney, and 
editor of the company’s publications. In 
1907 he was made assistant secretary, 
in 1913 he succeeded the late John D. 
Sage as secretary of the company, and 
was made a member of the board of di- 
rectors. In 1916 he was appointed to the 
executive committee of the Union Cen- 
tral. In 1921 he succeeded Mr. Sage 
as first vice-president of the company 
when the latter was made president. He 
was a member of the Cincinnati Coun- 
try Club and the University Club of Cin- 
cinnati. 


WINS HALL TROPHY 

J. H. Geer, C. L. U., representative of 
the Lincoln National Life in Akron, 
Ohio, was winner of the 1933 Hall Month 
President’s trophy. This prize was com- 
peted for in May and awarded sixty days 
later on paid business written during 
that time. By this action, Mr. Geer 
wins permanent possession of the 1933 
President’s trophy. 

Winners of the three classes of Hall 
Month plaques for general agencies 
were: Class I plaque—F. T. Freeman 
Agency, Detroit; Class 2 plaque—The 
S. G. Duckworth Agency, Canton, Ohio; 
Class 3 plaque—the A. Berthiaume 
Agency, Bottineau, North Dakota. Hall 
Month agency plaques are also awarded 
on paid business, but permanent posses- 
sion is not given until one agency scores 
at least three wins. 


AMERICAN CENTRAL DINNER 

American Central Life representatives 
who were sent to Chicago by the com- 
pany as a production award held a din- 
ner in the Tower Room of the Stevens 
Hotel with Vice-President Floyd 
Fisher as chief speaker. Sales Manage 
George M. Bailey and Field Superintend- 
ent William B. Haigerty were in charge 
of the affair, which was attended by 
about seventy representatives and mem- 
bers of the home office. 














The board of directors of the Amet- 
can College of Life Underwriters has 
elected William P. Stedman and Grant 
L. Hill directors. 
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An Equitable agent can 
apply the Case Method to 
your financial problem 


The Wilson case illustrates how 
much can be accomplished through 
The Equitable Case Method of 
planning insurance; shows how 
The Case Method could help you 
Why not let a professionally trained 
Equitable agent work out a plan 
to solve your financial problems? 

You are invited to fill in the 


coupon below. 








“I have two 


children— 


big ideas 


... and $75 a week” 


The Equitable Case Method showed James 
Wilson how to make those ideas realities 


“T've got real plans for the future,” sai 
James Wilson. And somehow you believed 
him when he said it. He didn’t seem to be 
boasting at all. 


“T can’t help but make good in this new 
job of mine. It’s a fine concern I work for 
I'll be making lots of money in a few years 
The wife and youngsters will have every 
thing they want then. But still I'm worried 
Suppose something should happen to me in 
the meantime. What would they live on?” 


So he put the problem up to an Equitable 
agent, who said he'd try to work out a solu- 
tion. Here is the plan he recommended. 


For about $10 a week James Wilson could 
give his wife and children this protection: 
In case of his death at any time, his wife 
would receive about $125 a month for 
five years, and at least $50 a month for 
the rest of her life. Upon her death each 
of the children-would get $10,000 in cash. 
The larger income during the first five years, 
the Equitable agent explained, was to take 
care of the difficult period of adjustment. 

Should he live, it was pointed out, the 
cash value of the insurance could be con- 
verted into a retirement annuity for him 
self and wife. 

James Wilson could scarcely believe that 
it was possible to do all that within his in- 
come. Needless to say he adopted the plan. 


THE EQUITABLE 
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LIFE ASSURANCE 


SECURITY — PEACE OF MIND 
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Advertising the 
EQUITABLE CASE 
<—<« METHOD 


For several years the “Case Method” has 
been used in the educational training courses 
of The Equitable. By means of it, Equitable 
Agents have been taught to analyze a man’s 


need for life insurance, and to fit the policies 


to his specific requirements. 


The EQUITABLE “CASE METHOD” of 
life insurance planning is now being brought 
before the public in a series of advertise- 
ments in national magazines and weeklies. 
It is hoped thereby to acquaint the public 
with the value of a careful study of the indi- 
vidual’s needs before a particular type of | 
policy is recommended. The advertising is 
also designed to call attention to the fact that 
Equitable Agents are especially trained to 


render such a service. 


393 Seventh Ave., New York, N. Y. 
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Independence Week Mar. 26; 
To Use Co-operative Ads 


For the first time, co-operative news- 
paper advertising will be included this 
year as an integral part of the Financial 
Independence Week observance, reported 
Henry E. North, second vice-president 
Metropolitan Life and chairman of the 
committee. The slogan of last year “Fi- 
nancial Independence Through Life In- 
surance” will be continued and the week 
has been for March 26 to 31 inclu- 
sive. 

The campaign will stress conservation 
which is needed at the present time, he 
said. “Now is the time to set forth cer- 
tain pertinent facts by which the public 
can guide itself about life insurance,” he 
said. 

The plan calls for advertising in news- 
papers, radio talks, women’s club activi- 
ties, trade and civic club co-operation, 
and publicity and also co-operation of 
the companies through their field force. 
He urged the companies to be liberal in 
financing the venture. 

Votes of thanks to him and also to 
H. M. Hoderness, chairman of last year’s 
observance, were voted. 


New Bureau Directors 


Six new members were elected to the 
Life Insurance Sales Research Bureau 
board of directors at the Chicago con- 
vention Tuesday when the group unani- 
mously adopted the recommendation of 
the nomination committee. Five were 
elected for three year terms as follows: 


set 


A. L. Dern, Lincoln National; G. H. 
Hunt, Imperial Life; W. W. Jaeger, 
Zankers of Iowa; J. A. MacFarlane, 
Monarch Life, and F. B. Wilde, Connec- 
ticut General. Grant L. Hill, recently 


named director of agencies of the North- 
western Mutual, was elected to fill the 
unexpired term of his predecessor, the 
late C. H. Parsons. 

Those retiring were L. J. Dougherty, 
Guaranty Life; H. W. Manning, Great- 
West Life; H. E. Aldrich, Equitable of 
Iowa; C. D. Devlin, Confederation Life, 
and John A. Reynolds, Detroit Life 





HONOR C. V. ANDERSON 
300 At Luncheon To Newly Elected Na- 


tional Association President; Theo- 

dore M. Riehle One of the Speakers 

Ohio insurance men were hosts at a 
luncheon given to C. Vivian Anderson, 
newly elected president of the National 
Association of Life Underwriters; held at 
the Netherland Plaza Hotel in Cincin- 
nati, on Thursday of last week. 

There were 300 in attendance, including 
Theodore M. Riehle, who had been a 
candidate for president of the National 
Association and who was elected vice- 
president. 

Among the speakers were Mr. Richle, 
Fritz A. Lichtenberg, president Ohio As- 
sociation of Life Underwriters; Russell 
Wilson, mayor of Cincinnati; Ray 
Hodges, campaign manager for Ander- 


son, Jack Lauer president of the Cin- 
cinnati Life Underwriters Association, 
and Mr. Anderson. 





DINNER TO T. E. HARTMANN 

Thomas E. Hartmann, who has been 
a general agent in New Jersey for the 
New England Mutual Life Insurance Co., 
with headquarters in Newark, and who 


has been active in the affairs of the 

Optimist International of which he is 

f the Second District, will be 

nial dinner in the Hotel 

orrow. One of the 

principal speakers at the dinner will be 

John A. Matthews, general counsel for 
the Genera Acc lent 

An honor guest at the affair will be 

Mrs. John Hartmann (in her eighties), 


mother of Mr. Hartmann 

I IFT LOAN RESTRICTIONS 

All restrictions on policy loans 

been lifted in Wisconsin, effective 

vember 25, by order of Insurance C 
missioner H. J. Mortensen. 


have 
No- 


m- 


83 Companies Now Under 
Replacement Agreement 
Considerable progress in the campaign 
to have the life companies co-operate in 
reducing the volume of life insurance re- 
placed in other companies was reported 
by Frank L. Jones, vice-president of the 
Equitable Life Assurance Society, as 
chairman of the committee on replace- 
ment of the Association of Life Agency 
Officers. 

Most important was the inclusion of 
twenty-eight additional signatory com- 
panies and no withdrawals to the co- 
operative agreement. This brings the 
total number in the group to eighty- 
three 

Says Securities Act Applies 

Mr. Jones asserted that the new Fed- 
eral Securities Act applies to life insur- 
ance and said that he would not be sur- 
prised to see cases of twisting come un- 
der it for investigation during the year. 
He urged the companies to exchange the 
names of offending agents and to quickly 
agree among themselves not to pay com- 
missions on the replaced business. 

“There are twenty-five companies now 
willing to agree not to pay commissions 
and the committee is willing to include 
this provision in the replacement agree- 
ment.” 

Reports from various unidentified com- 
panies were summarized showing that 
they had been successful in retaining up 
to 05% of their business in jeopardy. The 
lowest was 36%. 





| Managed Currency 
| And Life Insurance 


The effect of a managed currency, 
now the monetary policy of the 
| Roosevelt administration, on life in- | 
| surance was discussed at length by a 
dozen presidents of life insurance 
companies in The Gold Book of Life 
| Insurance Selling, the annual sales- 
| manship edition of The Eastern Un- | 
| derwriter, issued September 22. 





RICHARDS HEADS COMMITTEE 

Robert G. Richards of the Atlantic Life 
of Richmond, has been reappointed chair- 
man of the fronticr safety committee of 
the Insurance Advertising Conference. 
The Life Advertisers Association, recent- 
ly formed at its first meeting in Chicago, 
has provided for a similar committee and 
has indicated its acceptance of Mr. Rich- 
ards as joint chairman. 





NEW CHICAGO GENERAL AGENT 

Joe S. Caperton, former manager 
Phoenix Mutual, Detroit, succeeds the 
late Everts Wrenn as general agent, 
State Mutual, in Chicago. 





Mrs. William H. Kingsley, wife of the 
vice-president of the Penn Mutual, is re- 
covering in the American Hospital in 
Paris after an operation. 
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An Extra Reward 
We welcome the business of respon- 
sible brokers and the surplus lines 
representatives of other com- 

For such business we pay the 
customary first year and renewal com- 
missions with no differential in the 
rate for business issued on the Pre- 
ferred Class plan upon which we spe- 
cialize so exclusively. 
sentatives of the Company receive not 
only the usual first year and renewal 
commissions but also a service salary 
as an Extra Reward for continuous 
and efficient service—virtually a re- 


METROPOLITAN BRANCHES 
New York City 
120 Broadway 
420 Lexington Ave. ; 
Newark, N. J. “| 
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J. Edward Durham Dies 
As Meeting Was to Stay; 


PROMINENT IN PENN MUTUAL 


Philadelphia General Agent Was Truy, 
of Company for Years; Once hoa 
dent National Association of Life 
Underwriters 


J. Edward Durham, trustee of 4, 
Penn Mutual Life and one of its gener 
agents in Philadelphia, died of hear 
failure at Skytop, Pa., on Monday of 4};. 
week. He was 76 years old. — 

Mr. Durham joined the Penn Mutys 
as a special agent in 1883. In 1997 }, 
became one of its general agents in th 
firm of Bourne & Durham, whose ters. 
tory was Allentown and Scranton, P, 
The firm opened a Philadelphia office j; 
1898. Mr. Bourne died in 1903. Sing 
that time Mr. Durham had active charg 
of the organization up to the moment oj 
his death—in fact, his death occurred jus 
before the opening of a three-day cop. 
ference of his agency, scheduled to begiy 
Monday morning, at Skytop. T; 
Bourne & Durham agency has for man 
years b.en one of the chief producing 
units of the Penn Mutual. 

The National Association of Life Un 
derwriters and the Philadelphia associa- 
tion honored Mr. Durham some year 
ago by electing him to their presidencies 
And until three years ago he had for 
twenty-five years been president of tl 
Penn Mutual Agency Association. F 
many years he had been a trustee 
the Penn Mutual, and a member of con 
mittees of the board. 


A Strong Figure 


This strong figure had an_intimat 
share in the leading events in his cor 
pany’s history for more than a quarter 
a century. He knew life insurance 
through and through. His counsel was 
always on the safe side, and he was 
vigorous and stubborn contender 
agency conventions, until his health b 
gan to fail three or four years ago, h 
was usually the chairman, and at th 
convention banquets he was the toast- 
master. He was a broad-visioned ar 
experienced business man, whose inter- 
ests touched all aspects of the nation’ 
economic life. Concurrently with his 
management of his agency he was pres’ 
dent of the Bonney Forge & Toul 
Works, Allentown, Pa., although his ac 
tive management was vested in his sons 

Mr. Durham was a member of the Na 
tional Association for Constitutiona 
Government, Pennsylvania Forestry As 
sociation, Historical Society of Pennsv’- 
vania, Delta Kappa Epsilon. And hr 
was a member of the Union Leaau 
Philadelphia Country, and Pelham Cubs 
of Philadelphia, and of Livingston in Al 
lentown, Pa., and Lehigh Country 





URGES BUSINESS TO CONFORM 

A warning to the business leaders «! 
America that if voluntary co-operatt! 
with the national government in its ¢ 
forts to restore prosperity to the natio! 
fails then some form of compulsory © 
ercion or even dictation is sure to 
enforced was sounded by Roger B. Hull 
managing director and counsel of th 
National Association of Life Underwrt: 
ers, in an address before the Life Under 
writers Association of St. Louis at Hot 
Statler, St. Louis, last Thursday. The 
subject of his talk was “Industrial Re- 
covery and Life Insurance.” 





CRONYN LEFT $185,000 

Appraisal of the estate of Major Hum 
Cronyn, former president of the Mutt 
Life Assurance Co. of Canada, has bee 
completed showing that he left an esta! 
valued at nearly $185,000, th widow tt 
ceiving the greater portion in a tt 
fund. Major Cronyn was prominent! 
Canadian insurance circles for mar 
vears and was a former member of !™ 
House of Commons representing his 
trict. 
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peernmeren See . Costs 
Rising For Some Years 


VIEW SURRENDERS AS TOO HIGH 
Joint Meeting of Actuarial Society and 
Institute Discusses Current Problems; 
International Congress at Rome 





That the trend of the cost of life in- 
surance will be higher for several years 
to come was a conclusion of the dis- 
cussions at the jomt meeting in Chicago 
last week of the Actuarial Society of 
America and the American Institute of 
Actuaries. In view of this conclusion it 
was the opinion that present loan and 
surrender values are too high. The re- 
port of the committee on surrender and 
loan values headed by Arthur Coburn is 
given elsewhere in this issue. 

Experience of companies with suicide 
claims indicates that the peak was 
reached last year. Another report re- 
ceived at the meeting was that of the 
aviation committee headed by James E. 
Hoskins of the Travelers. It was re- 
vealed that the companies have not 
found any group of pilots better than 
the average as insurable risks except in 
so far as actual time of flying is con- 
cerned. It was explained that the number 
of hours flown has a direct bearing on 
mortality because higher flying time 
means higher mortality and conversely. 
Mr. Hoskins said that the only factor con- 
tributing to lower mortality is lower fly- 
ing time. Another development in avia- 
tion is that the improvement of planes 
has about reached a constant in so far 
as mortality is concerned. 

Mr. Hoskins explained that the com- 
panies in the society now are combining 
their experience on applicants who have 
an obvious aviation hazard and that this 
experience has been as good as if the 
companies had a cross-section of all pi- 
lots, except those flying for pleasure. It 
was found that this latter group were 
more anxious to have insurance. 

It is too early to tell the experience 
on passengers using regularly licensed 
planes flying over designated routes, ex- 
cept that the mortality on single flights 
is negligible. Here again the flying time 
has been found to be a telling factor be- 
cause the hazard as to passengers in- 
creases with the number of flights. Other 
members of this committee were H. R. 
Bassford of the Metropolitan and Valen- 
tine Howell of the Prudential. 


International Congress in Rome 

This was the third time that the two 
organizations have met jointly, the last 
previous meeting having been in Toronto 
in 1929. It also was announced that the 
tenth International Congress of Actuar- 
ies will be held in Rome next May. 

The second day of last week’s meeting 
was devoted to the summarization of 
several important papers while on Fri- 
day, the third and last day, there were 
several informal discussions. 

Among the papers were the following: 
“Payment of Reserve in Addition to Face 
Amount as a Death Benefit,” E. L. Mar- 
shall, Lafayette Life; “Valuation of Gen- 
eral Accidental Death Benefits,” H. L. 
Feay, New York department; “Mortality 
Experience Under Extended Term and 
Paid-Up Provisions,” J. S. Elston, Trav- 
elers; “Note on Bond Yields,” Henry 
Bossert, Provident Mutual; “Comments 
on Medical Impairment Ratings,” Arthur 
Hunter, New York Life; “Unemployment 
Gilbert W. Fitzhugh, Metro- 

“Contingency Reserves For Life 

K. B. Piper, Provident Life 

ar Accident, and “Indices of Cost and 

Vaiue as an Aid to Agency Manage- 
ment,” W. Jenkins, Lincoln National. 

The informal discussions were on the 
general topics of surplus distribution, re- 
placements, general agency system, an- 
nuities, policy forms, mortality, cash sur- 
render values and loans and underwrit- 
ing 

E. W. Marshall of the Provident Mu- 

al opened the discussion with refer- 

to high mortality on large policies 
also with reference to replacements. 
told of an analysis of policies of $25,- 


Reser ves,” 


000 or over, comparing their mortality 
for the period from 1924 to 1928 with 
from 1929 to 1932, the actuarial percent- 
age for the former being 69% and for the 
latter period 182%. It was explained that 
this increase in mortality, the decrease 
in interest earnings and the increase in 
expense must be considered in determin- 
ing dividends for next year. 

It also was asserted that lower inter- 
est can be expected for fifteen years to 
come. This pointed explanation was 
made by one of the actuaries: “We have 
come from a period of redundant sur- 
plus earnings and are going into a period 
in which the cost of life insurance should 
increase for some years to come.” 

Mr. Marshall in opening the discus- 
sion on replacements said that he had 
found that the rate of replacement of 
business had been running up quite rap- 
idly and recommended that the compan- 
ies educate their agents that it is better 
for policyholders to not make replace- 
ments. M. Albert Linton, president of 
the Provident Mutual, in discussing re- 
placements said a study of the net equi- 
ties will show the fallacy of replace- 
ments. He urged wider dissemination of 
information on the evil of replacements 
among the agents. 

The effect of educational programs on 
this subject was illustrated by Mr. Mar- 
shall. He took the first quarter of 1932 
as his index figure and he found that 
the replacement index in the second 
quarter was 124, the third 118, the fourth 
157 and the first quarter of 1933 151. The 
company then began an educational cam- 
paign among its agents and the second 
quarter’s index fell to 150 and the third 
to 103. 





Luther-Keffer Discontinuing 
42nd St. Branch For Agents 


The Luther-Keffer agency of the Aetna 
Life in New York is discontinuing its 
42nd Street branch as an office for full 
time agents and is transferring the or- 
ganization of that branch to the main 
headquarters of the agency at 100 Wil- 
liam Street. A service unit will be con- 
tinued at the 42nd Street branch for an 
inde —_ period. 

E. A. Muller, who has been in charge 
of the uptown branch, is being trans- 
ferred to 100 William Street as assistant 
general agent and will have under his 
supervision the agents formerly at the 
42nd Street office in addition to certain 
other agency duties. 





ATLANTIC LIFE STOCK CHANGE 





Stockholders Approve Reduction of Cap- 
ital and Increase in Surplus; 
President Swink’s Statement 
Stockholders of the Atlantic Life have 
approved a recommendation of the board 
of directors that the par value of the 
10,000 shares of stock be reduced from 
$100 to $50 and the $500,000 accruing 
from this action be transferred to sur- 
plus account. This places thé capital at 
$500,000. A. O. Swink, president, told the 
stockholders that the adjustment was 
made simply to effect a more satisfac- 
tory arrangement between capital and 
surplus accounts. These accounts, he 
said, are entirely adequate for all pur- 
poses, and the transfer of half a million 
dollars from capital to surplus brings 
them into better balance. It is of course 
obvious, he pointed out, that this action 
in no way affects the equity of the stock- 
holder or the protection afforded to the 
many policyholders of the company. The 
company’s paid business for the third 
quarter was better than for the corre- 
sponding business last year, he said. Fur- 
ther tana is expected this fall. 


ANNUITIES GAIN 


New annuity premiums of the Lin- 
coln National Life of Fort W ayne, Ind., 
showed an increase of 31% for the first 
nine months of 1933 as compared to the 
same period of 1932, it was announced 
by Arthur F. Hall, president of the com- 
pany. 
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TOP IN some noon at Childs Golden Hill 
and meet your friends—for Childs Fulton- 
and-William is the favorite dining rendezvous 
for the whole downtown insurance district! 
...a pleasant, friendly, cozy spot ... where 
you can leisurely eat of the best... drink of 
the best. 

In addition to the Lunch Counter, many 
insurance men like the Colonial Dining Room 
for small informal gatherings, and the semi- 
private rooms for larger groups. Try Childs 
Golden Hill today! 
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5. S. WOLFSON CHAIRMAN 





] Agent of Berkshire Heads Com- 
yp a in Interest of O’Brien 
Ticket for Mayor of New York 





S. S. WOLFSON 


S. S. Wolfson has been made chair- 
man of an insurance committee formed 
to further the interests of Mayor O’Brien 
and the rest of the regular Democratic 
ticket in the municipal election. Other 
members of the committee follow: 

Milton Levy 

Samuel Berman 

William Citron 

Charles E. Gerhold 
Joseph Lack 
Joseph Morrison 

Reubin Rifkin 

Solomon E. Schiff 
Charles Solomon 
Charles Weppler 
Thomas Baldwin 

Benjamin L. Bonder 

Monroe Flegenheimer 
Harry Jacoby 
Abraham L. Lippin 
Milton Nedrad 
Emanuel Reiss 
Henry Siegel 
William C. Smerling 
Edward Weingart 


LUNCHEON TO P. O. WORKS 





Newly Appointed General Agent in St. 
Louis Honored by Penn Mutual 
Representatives in New York 

Ralph G. Engelsman, general agent 
Penn Mutual, 500 Fifth Avenue, New 
York, was in the chair at a luncheon ten- 
dered to Philip O. Works, newly: ap- 
pointed general agent of Penn Mutual 
in St. Louis on Monday of this week. 
The luncheon, held in the Western Uni- 
versities Club, was attended by repre- 
sentatives of all the Penn Mutual general 
agencies in the city. Among those who 
told how highly Mr. Works is regarded 
in the Penn Mutual family were Ben 
pide, W. Stanton Hale, David Adler, 
« G. Saunders and Donald L. Greenleaf. 
‘was the general opinion voiced that 
Mr. Works has the qualifications, char- 
acter and ability to make an outstanding 
aggre agent. It also was evident from 
na talks that a number of companies 
tave had their eyes on Mr. Works as 
“ey regard him as general agency 
timber, ; 
; Mr. Works thanked every one for their 
ompliments ; said he hoped that his rec- 
ied in St. Louis would deserve the eu- 
ope expressed; and that he would try 
's Dest to measure up to the good opin- 


i -,£ on . - 

7 i his friends. The St. Louis agency 
0 > . = 
: the Penn Mutual will be moved from 
oo quarters to another building 


a more modern and_ attractive 
Set-up, 





WALTER E. BARTON, Vice-President 





. . . is Union Central’s 
answer to the question every agent has 
asked himself: “How can I make my 
prospect see the vital necessity of ade- 
quate life insurance even in these 
times?” Through brief, convincing pre- 
sentations, supported by sincere, 
dramatic advertising in leading national 
publications and over the Columbia 
Broadcasting System, the prospect is 
able to see life insurance as something 
of immediate importance. And _ the 
agent sees results in more applications. 


The Charles B. Knight Agency, Ine. 


CHARLES B. KNIGHT, President 


225 BROADWAY, NEW YORK CITY 


Dhe UNION CENTRAL LIFE INSURANCE Company 


CINCINNATI, OHIO 








PAUL S. RANCK, Sec’y-Treas. 
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The Equity Corporation of New York, 
David Milton, president, which controls 
the General American Life, the company 
which took over the Missouri State Life, 
has issued its report as of September 30. 
The report shows that of that date as- 
sets to a share of its issued and to be 
issued preferred stock amounted to $69.79. 
Asset value of the common stock amount- 
ed to twenty-six cents, as of same date. 
The corporation reports total excess 
combined assets over combined liabilities, 
as of September 30, applicable to its pre- 
ferred and common stock, after deduc- 
tion of minority interests, amounted to 
$2,592,231 compared with $1,737,065 on 
June 30. 

Interest in Four Companies 

Following is a table showing Equity’s 
interest in four controlled companies as 


of September W: 
Per Cent Owned 
or Controlled 


of Total 
Outstanding 

Yosemite Holding Corporation 

$3.50 cumulative pf stock...........++ 87.73 

Common stock ...cccccccccccccccccces 94.66 

WAPTEMES cc ccccccccccccccccccccccece 66.60 
Chain and General Equities, Inc. 

644% cum pf stock.......ceeeeeeeees 73.00 

Common stock ......cccceeesecsecees 73.83 
Interstate Equities Corporation 

$3 cum pf stock.......ccccccccseccecs 31.95 

Common e00ck ...cccccccccccccccccess 69.26 
Allied General Corporation 

$3 convertible pf stock..........-++5+- 86.64 

Class A StOCK .cccccccccccccccccccece 85.14 

Common stock ...ccccccccccccccscscce 83.35 

WORKERS occdcccccscsncstsccensavese 41.83 


“The combined statement of assets and 
liabilities of the Equity Corporation for 
controlled companies also reflects its sub- 
stantial indirect holdings in United 
Founders Corporation and General Amer- 
ican Life Insurance Company,” the re- 
port states. “The latter company has 
acquired (subject to provisions of an 
agreement between it and the Superin- 
tendent of Insurance of Missouri dated 
September 7, 1933) the business and as- 
sets of Missouri State Life Insurance 
Company. The purchase agreement pro- 
vides among other things for the pay- 
ment in full (after deduction of interest 
on lien) by General American Life In- 
surance Company of all death claims on 
policies issued by Missouri State Life 
Insurance Company arising within the 
fifteen years from the date of the pur- 
chase contract. The payment of other 
claims is made subject to a lien (which 
is subject to periodic adjustment) amount- 
ing, in the first instance, to 50% of the 
amount thereof. 

“The pamphlet report of Interstate 
Equities Corporation shows an asset val- 
ue of $42.65 a share on the corporation’s 
preferred stock as of September 30, 1933. 
This compares with $43.79 a share on 
June 30, 1933, and $33.46 on December 
31, 1932. The common stock had no as- 
set value on any of these dates. 

“The report of Interstate Equities Cor- 
poration includes a combined statement 
of assets and liabilities of American Col- 
ony Insurance Company, American Mer- 
chant Marine Insurance Company and 
Colonial States Fire Insurance Company 
(new) as of August 31, 1933. These in- 
surance companies are controlled direct- 
ly or indirectly by the Interstate Equities 
Corporation. The excess of combined 
assets over combined liabilities of these 
three companies amounted to $1,193,752.97 
as of August 31 


“The report of Chain and General 
Equities, Inc., showed net asset value 
for the corporation’s preferred stock of 


$102.23 as of September 30 compared with 
$99.54 on June 30, 1933. The Chain and 
General Equities common stock had no 
asset value on either date. 


Allied Shows Some Gain 


“Allied Geenral Corporation reported 
an asset value for its preferred stock of 
$13.66 a share on September 30, 1933, 
compared with $13.34. On June 30 the 
Class A and common stock of Allied Gen- 
eral Corporation had no asset value. 


“Yosemite Holding Corporation, the 


Fall Report of Equity Corporation 


fifth company of the Equity group to 
make a quarterly statement, reported net 
assets of $40.04 a share on its outstanding 
preferred stock treating its holding of 
Chain and General Equities, Inc., com- 
mon stock at its market value. If the 
company’s holdings in Chain and Gen- 
eral Equities, Inc., common stock were 
treated as having no asset value, the as- 
set value of Yosemite Holding Corpora- 
tion preferred stock would amount to 51 
cents a share, on September 30, 1933.” 





MYRICK GIVES SALES POINTS 

Julian S. Myrick, manager for the Mu- 
tual Life at 57 William Street, New 
York, gives to his agency force the fol- 
lowing sales points: 

The United States Government sug- 
gests a new Life Insurance standard. If 
$15.00 a week is a minimum wage, then 
$15,653 is a minimum estate! Have your 
clients provided this minimum estate 
either through Life Insurance or through 
Savings securely invested and properly 
administered in the event of death? 
$15,500 under the Modes of Settlement 
of a policy producing $15.00 a week in- 
come is the best possible protection. 

Sell $100 per month for one year, or 
longer as the case may be to supple- 
ment the insurance income and the in- 


come from investments which one al- 
ready has. This will take care of the 
current depression. In other words, 


$1,200 would produce more than $100 per 
month income for one year. Sell it in 
as many units as necessary. 





OKLAHOMA RECEIVER 


William Murdoch, former secretary of 
the Oklahoma Insurance Board, has 
been appointed ancillary receiver for the 
National Life of U. S. A. by the district 
court of Oklahoma County. The ap- 
pointment was asked by Commissioner 
Read. 


Prominent Speakers 

In McNamara Course 
FOR AGENCY LECTURE SERIES 
D. B. Maduro, Paul Sanborn, Vash 


Young and Clinton Davidson to Be 
Heard at Monday Meetings 








Prominent speakers have been secured 
for the series of ten Monday afternoon 
lectures being given by the J. C. Mc- 
Namara Agency, in the agency assem- 
bly room at 17 John Street, New York. 
The speaker next Monday at 4:55 p.m. 
will be Denis B. Maduro, tax expert, 
who is counsel for the Life Underwriters 
Association of New York City. His sub- 
ject will be taxes. Last Monday Willis 
J. Blackwell of the Penn Mutual was 
the speaker. Others on the program are: 
Paul Sanborn, November 6; Vash Young, 
November 13; Clinton Davidson, Novem- 
ber 20; M. Nelson Bond, November 27; 
C. W. Hamlin, December 4; Rowland F. 
Mellor, December 11; Louis C. Roth, 
December 18. 





DERN CAMPAIGN RECORD 

The national recovery campaign being 
conducted by the field force of the Lin- 
coln National Life in honor of Vice- 
President A. L. Dern has set up some 
company records for the year. Up to 
the middle of October 17% more appli- 
cations were received at the home office 
than for last October and in one day 
more applications were turned in than on 
any October day since 1929. 





EQUITABLE OF IOWA GAINS 


The paid production of Equitable Life 
of Iowa for September was $4,213,351, a 
gain of $185,609 over August, making the 
month the third best of the year, ac- 
cording to Henry Nollen, president. Pay- 
ments during the month totaled $1,442,864. 
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In connection with the tremendous task of 
taking over the management and operation of 
the business and assets recently purchased by 
us from the Missouri State Life Insurance Com- 
pany, we take this opportunity to express our 
thanks to the Home Office Executives, Field 
Executives, and Agents of other Life Insurance 
Companies for the help and co-operation which 


they have given us in such generous measure. 





Walter W. Head, President 
Saint Louis, Mo, 
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FOR MISSOURI LAW REVISioy 


Investment Supervision, Policy Reg: 
tion Among Bills Backed by ha 
intendent R. E. O’Malley ~ 

Eight bills affecting the insurance | 
of Missouri, sponsored by State a 
intendent of Insurance Robert 
O’Malley and having the full support Y 
Governor Guy B. Park and the Majority 
forces in the Missouri General Assen 
bly were introduced in the Missox 
House of Representatives on October 3 
by Edgar J. Keating of Kansas City 
majority floor leader in the House 

The’ measures provide for more str 
gent regulations for insurance com 4 
nies and designed to strengthen the 4 
tection for both the policyholders and 
stockholders. A plea for such new lay, 
was contained in both Governor Par; 
proclamation calling the General Assen, 
bly to convene in Jefferson City in Spe: 
cial session commencing on October 17 
and also in his special message read be 
fore the lawmakers in the State Capit 
on October 17. 

The bills presented by Representatiy: 
Keating provide for the compulsory te. 
istration of all life insurance policies 
be issued after a certain date by the in. 
surance companies of the state and con. 
pelling the company to deposit with th 
Missouri Insurance Department certaiz 
securities to protect the reserve on such 
registered policy; an enabling act to per. 
mit the State Superintendent of Ins. 
ance, under proper court supervision, t: 
conduct an operating receivership fo; 
companies that get into financial dif. 
culties and also to rehabilitate comp. 
nies that get into financial or managerial 
distress; amending and rewriting th 
laws affecting the investments of insur. 
ance companies so as to provide for th 
types of investments such concerns ma 
be permitted to make; also a measure tr 
amend and change existing laws so a 
to allow the Missouri insurance concern: 
to take advantage of the provisions oj 
the Federal act creating and regulating 
the Home Owners’ Loan Corp. 





EUROPEAN IMPRESSIONS 





Nations Abroad View Roosevelt as Sym 
bol of America’s Recovery, Says East- 
ern Life President Back from Trip 


Louis Lipsky, president, Eastern Life 
of New York, who recently returned 
from a two months’ trip abroad visiting 
London, Paris and Prague, was in- 
pressed by the fact that President Roose- 
velt is regarded as the symbol of Amer- 
ica’s recovery from the world depression, 
and that the example set here under the 
President’s leadership is acting as a ste 
bilizing influence over Europe, which ‘is 
watching with deep interest the succes 
of the New Deal.” Mr. Lipsky observel 
that Roosevelt is being judged by his 
enlightened views on economic conti- 
tions; by his resolute action and fearles- 
ness in conducting difficult problems 0! 
government. As to economic condition 
in central Europe Mr. Lipsky saw lit! 
or no signs of return to normality; tht! 
everywhere statesmen look for panacets 
and “are turning unconsciously to th 
thought of dictatorships, the abandor- 
ment of liberal principles and democratic 
parliaments.” 





WITHDRAW ENDOWMENT AT & 


The Equitable Society has withdraw. 
its Endowment Annuity at Age 65. Sint: 
the introduction of the Optional Retie 
ment contract the number of applicatiots 
on the Endowment Annuity at 65 have 
decreased so much that the Society has 
decided to withdraw the form. Applica 
tions will be accepted up to October I 


MONTREAL PRUDENTIAL DINNER 

Three Montreal, Ont., superintenden 
for the Prudential of America, we 
guests of honor at a banquet of the 
Montreal agency force recently. 
these men A. E. Boissonnault 


October 


———_— 
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been with the company thirty-five ye 
S. Hawthorne and I. Parent both twet 
years. 
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Massachusetts Mutual 
Gold Rush 


Bacx IN 1849 there was an historic Gold 


Rush in California. 

In 1933 Massachusetts Mutual “49ers” are en- 
gaging in a Gold Rush that extends throughout 
our country. 

The Company’s new and unique Direct Mail Plan 


is the “pick, shovel and pan” its prospectors are 


using to locate “pay dirt” and gather the glittering 
nuggets. 


Just another practical and potent sales help to 
aid Massachusetts Mutual representatives to 


attain greater success. 


Massachusetts Mutual Life 


Insurance Company 
Springfield, Massachusetts 


Organized 1851 
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Keeping in Touch With the Best Ideas. Checking 


o 


Up With the Man in the Field. A Clearing House 
of Advice and Opinion. 
Why Do I Not Get Results I Feel I Am Entitled To? 


Where Do I Fall Down? 


Wise Men Depend Upon 


Life Insurance Salesmen: 


“Of course, | agree with you, Mr. Prospective Client, that the pioneer spirit of 
America is not dead and that there will be many opportunities to make money through 


the further development of the country and through invention, 
you have to consider the consolidation of your 
| think there is less opportunity for unusual increases 
Probably the rise and fall in prices will be less subjected 


Population is steadying down. 
in the value of securities. 
to extremes. 


But no one can tell with certainty. 
Hise men are depending upon the law of averages 


But with all of that, 
own position in the scheme of things. 


It may be beyond human judgment. 
Probability shows that if you toss 


a coin a few times it may run all heads or all tails, but keep on tossing a few hundred 


times and it will break fifty-fifty. 
see what I mean. 
to consider as well as yourself. 


We take no chances, neither should you. 
Your decision will mean a great 


Look at the spread of this portfolio and you will 


Besides there are others 
deal to them in 


getting them what you feel they are entitled to get. 


Too Dependent On His Ears 


It is always difficult and usually un- 
profitable for any one to go against the 
generally accepted way of doing things. 
3ut at the present time when educational 
methods in the schools are being criticized 
everywhere by the leading educators of 
the country it may not seem out of place 
to suggest that a parallel challenge might 
be made in the interests of the better 
education and training of life insurance 
men. In my opinion there is far too much 
depending upon lectures. There is not 
enough self-activity on the part of the 
man being trained. He ts becoming too 
dependent on his ears. There is too much 
waste of time. The medium through 
which the ideas are given out is too Ego- 
Centric. This is not a criticism against 
the individual lecturer or educator but 
simply a challenge to the conditions under 
which the teacher process is made a mass 


process. 
To me one of the most fascinating 
things about the extension work given 


through some of our leading universities 
is the splendid synopses of the courses. 
The student is told where and how he can 
obtain the requisite information by his 
own efforts. He sees the logical and re- 
lated order of his subject matter. He is 
advised about the best text books. Meth- 
ods of compressing information make the 
substance more easily remembered and 
more valuable. It becomes not merely 
learning but knowledge. The student is 
forced to rely upon his discrimination and 
his brains. 

Would otherwise? Why 


you have it 


this continual pouring all sorts and con- 
ditions of men into the big hopper of life 
insurance training by lectures and over- 
emphasis on passive ear-training? To me 
the chief value of the lectures is the stim- 
ulus value of the personality of the lec- 
turer and whatever impressiveness of de- 
livery he may have. But as a method for 
acquiring real knowledge to apply in sell- 
ing objectively, what a waste! A man 
would be better playing his part to an 
empty chair if playing that part would 
get him to express himself and get out 
of himself, so to speak. How many hun- 
dreds of men have I seen become so 
habituated to the mass system of train- 
ing that they have Jost all sense of that 
individual self-activity without which they 
can become nothing else but automatons. 

We need education but we need some- 
thing more. We need everything that the 
science of psychology can give us in the 
testing of men vocationally, so that we 
are fairly certain they will thrive in life 
insurance work and be desirable subjects 
for education and training. That can not 
be done by just looking them over and 
especially looking them over from the self 
interested point of view. We need men in 
life insurance but more than all we need 
the right kind of men. Generally I might 
say that the present system does not get 
the right kind of men. As I wrote before, 
when 80% of the business of an agency 
is written by 5% of the organization—you 
have the answer. No army could pos- 
sibly sustain itself with such a percentage 
of ineffectives. 


Interpreting the True Spirit of Insurance 


One of the reasons why I became at- 
tached to The Eastern Underwriter long 
before I met any of the men behind it or 
started to write this column, was due to 
the main sub-heading on the front title 
page: “A Weekly Newspaper Interpret- 
ing the True Spirit of Insurance.” I felt 
that that was something to measure up 
to, a standard that would necessitate both 
creative and interpretative thinking. 

After all there is a great deal more de- 
manded of a newspaper, trade or other- 
wise, than that it just give the goings on 
from day to day. It is what those goings 
on mean that really count. What are the 
tendencies to be read between the lines? 
How much of an interpretation is mad 
of value to constructive thought and 
prophecy in the field of insurance? Facts 
are meaningless without such interpreta- 
tion. 

Furthermore, what is the paper doing to 
help along those tendencies that make for 
better methods of doing things? Does 
it follow along or does it really lead? 
Leadership demands a price or there is no 
leadership. It takes something more than 


money. It takes a sense of feeling and 
understanding of public relations, of so- 
cial values and survival values. It is all 
a struggle of ideas, a stirring of men to 
think so that they will arrive at truth and 
in the best interests of all concerned. 
Without the interpretation of the spirit 
there is nothing. We live by the spirit, 
we should act by the spirit. 


Davis Doggerel 
W.G. 


The best answer I can give you is to 
quote this doggerel written and sent to 


me by my friend Hubert FE. Davis, of 
the Knight Agency, Union Central Life 
Insurance Co., New York City. Here 
it 18: 
I told him that my company was 
cheapest in the field. 
I proved to him conclusively our 
highest interest yield. 
I took a half dozen others, ripped 


them into bits, 
With “Flitcraft,” “Best” and “Little 
Gem” I piled up the hits. 
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S. Samuet Wo trson, GeneRAL AGENT 
Berxsuwire Lire INsuRANCE Co. 


829-32 EMPIRE STATE BUILDING, NEW YORK 
Phones: PEnn 6-6605-6-7-8-9 





Our premium was very low, our 
dividends tremendous ; 
Our portfolio was perfect, our cash 
reserves stupendous. 
I knew he had insurance in “South 
Eastern” so I panned it 
But I didn’t get an app and I cannot 
understand it. 
Pass it along to the others. 
ther comment will be needed. 


No fur- 


Lack of Social Aggressiveness 
PH. 


Insofar as the tests show, you have 
not enough social aggressiveness to suc- 
ceed happily in life insurance. True, 
you may make a living at it by hard 
work and sheer force, but is that exactly 
what you are looking for? You would 
be using your less dominant qualifica- 
tions. Why not consider a field of ac- 
tivity within which there would be a 
dominant necessity for your dominating 
characteristics? Are you not discovering 
this field in your love and desire to teach 
others who come to you? There is a 
vast difference between having people 
come to you and your having to go to 
them. 

Mr. Montgomery will answer the 
questions of agents regarding their prob- 
lems in the business. Write your ques- 
tions to Mr. Montgomery at The Eastern 
Underwriter, 94 Fulton Street. 








EQUIPPED 

TO BE OF 

SERVICE 
TO 
YOU 


BROKERAGE DEPARTMENT 
THE 
Clancy D. Connell 
AGENCY 


Provident Mutual Life 
Insurance Co. 
99 John St., New York 


Phone BEekman 3-6131 





| 











language. 








THE FORMULA 
of SUCCESS 


IFE INSURANCE can be explained in plain, everyday | 
The facts can be simply stated. People need to 
be told about life insurance by one who knows life insurance | 
and its adaptability. Salesmen of integrity, ability and courage | 
who will work systematically and plainly state the facts of life | 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YORK, with its long history of 
increasing success, offers opportunity. 
all standard forms of life insurance. 
It has many practices to broaden and expedite service for Field | 


It writes Annuities and 
Double Indemnity Benefits. 


Representatives and for Policyholders. 


to apply to 


34 Nassau Street 


DAVID F. HOUSTON 


President 








Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 


New York, N. Y. 


GEORGE K. SARGENT 
Vice-President 


and 4 
Manager of Agencies 





The Mutual Life Insurance Company | 
of New York 
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0. F . Gilliom Completes 1,000th 


Consecutive Weekly Production 


O. F. 
Lincoln National Life in Ind., 
completed his 1,000th consecutive week- 
ly application on October 27 which marks 
a period of consistent life insurance pro- 
and 


Berne, 


duction of nineteen years twelve 
weeks. 

In honor of this achievement, the home 
ofice of the Lincoln National Life gave 
qa surprise dinner for Mr. Gilliom in his 
home town of Berne, on the evening of 
the day that marked the completion of 
his 1,000th consecutive weekly app. Vice- 


President and Manager of Agencies A. 





O. F. GILLIOM 


L. Dern acted as toastmaster. Fourteen 
of Mr. Gilliom’s agents and their wives 
were present, as well as a number of 
home office officials. 

Mr. Gilliom’s applicants 
100th week of C.W.P.—Harry and Os- 
car Meshberger- also 
honor. At the the 


Vice-President Dern presented Mr. Gil- 


during his 
were guests of 
close of program, 
liom a special parchment scroll in rec- 
ognition of his work. 

The Consecutive Weekly 
activities of O. F. Gilliom have paid him 
well. 


Production 


They have been a prime factor in 
the numerous honors which he has won 
during his twenty-three years with the 
Lincoln National Life. He has been list- 
ed six times during his career as the 
leading producer for the entire country 
lor his company. His name appears 
carved on the limestone walls of the 
home offic. lobby, attesting this fact. He 
has always been a consistent member 
ot all the company production honor 
clubs. 

In reality, Mr. Gilliom’s remarkable 
ecord of consecutive weekly production 
oes back even farther than the 1,000th 
~eek he is now celebrating. For this 
feason—he had been producing business 
Weekly for the Lincoln National Life 
ever since his contract with the company 
n those early days, however, there was 


7 Consecutive Weekly Production 
lub 
Mr. Gilliom’s method in writing bus- 


mess Is based upon a definite plan. He 
‘lows the procedure of making three 
"ew appointments with three new pros- 
Pects every day in addition to his regu- 
lar follow up. This, coupled with his tre- 
mendous vitality and capacity for work 
and his firm belief in the power of mo- 
Mentus, have accounted for his remark- 
able Production record. 

Although he does business in a town 


Gilliom, general agent for the 


of less than 1,800 population, the vol- 
ume and quality of his business has re- 
mained excellent. It was once said by a 
friend of his that, “You can’t throw a 
rock anywhere on the main street of 
Berne without hitting one of Gilliom’s 
clients.” His lapse rate this year is 


only 4.1%. 





FARMERS UNION CHANGE 
E. W. Clark, Iowa insurance commis- 
has granted a license to the 
Farmers Union Life of Des Moines. The 
company will reinsure the business of 
the Farmers Union Mutual Life of Des 
Moines. 

The official staff of the stock com- 
pany will be made up of the same offi- 
cers that headed the mutual company: 
Milo Reno, president; E. E. Kinsinger, 
secretary, and E. A. Kizer, agency man- 
ager. It will operate in Iowa, Nebraska 
and Kansas. 


sioner, 


6TH ANNIVERSARY MONTH 





Bankers National Life Paid-For Volume 
10% Ahead So Far in 1933; $39,863,629 
Insurance in Force at Close of 1932 

The Bankers National Life of Jersey 
City observed its sixth anniversary in 
business this month during which agents 
of the company throughout the country 
participated in a special contest drive. 
This year the company is 10% ahead of 
1932 to date in paid-for production of 
new business. 

Since organization in 1927 the Bankers 
National has built up its insurance in 
force to $39,863,629 at the close of 1932, 
its admitted assets to $3,237,652, net re- 
serve to $2,363,126, and capital and sur- 
plus to $509,722. 





S. R. BROWN SUPERVISOR 

S. Raymond Brown, who started with 
the Stuart D. Warner agency of the New 
England Mutual in New York several 
years ago as an agent, has been agency 
supervisor ever since Rodney Burr re- 
signed to take an upstate agency. Mfr. 
Brown, a consistent personal producer, is 
doing a good job as supervisor. 








WANTED ASSISTANT MANAGER 


Under 40 years of age, who is not now 
a supervisor; who entered the business 
since 1928. Must have courage and 
ambition. Moderate salary plus com- 
missions with immediate recognition of 
ability. Prefer C. L. U. Give com- 
plete personal history and snapshot. 
Box 123!, The Eastern Underwriter, 94 
Fulton St., New York. 











ELECT ROBERT T. STUART 
Robert T. Stuart, president of the Mid- 
Continent Life, Oklahoma City, has been 
elected president of the Oklahoma State 
Chamber of Commerce. At the last forum 
he made an address on “Economic Se- 
curity in Oklahoma.” 


R. G. SOUTHWORTH DEAD 

Raymond G. Southworth of Fiduciary 
Counsel, Inc., 67 Wall Street, New York, 
died of a heart attack Saturday night 
during a wedding dinner at which he had 
been best man. Mr. Southworth had a 
large acquaintance in the insurance busi- 
ness. 








ARE YOU AWARE 


of the possibilities in JUVENILE Life Insurance? 


Mr. James T. Trefrey, one of the Supervisors of the Tyson 
Agency, is an authority in this field. He can tell you how 
and where to find prospects . . . what to do before calling 
on them ... how to explain the various Juvenile plans—and 
there are many unusual ones! . . . how to make each policy- 


holder your permanent client. 


Come in and talk it over, without obligation. Mr. Trefrey 
will be glad to help you. 





Whatever your problem, there is a man in this agency especially 


equipped to work with you. 


The common sense handling of your Life 


Insurance problems is assured through Tyson service. 


eeeesiicen 
JAMES A. TYSON AGENCY 


SUITE 1510, GUARDIAN LIFE BUILDING 


AGGRESSIVE 
BROKERAGE 
SERVICE 
Call Arthur J. Sul- 
livan or Wm. F. 
Steck, Jr., at STuy- 
vesant 9-2100 at 

any time. 


50 UNION SQUARE, NEW YORK CITY 


OF 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 
ESTABLISHED 1860 
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F. A. Howland Chairman 
Of Presidents’ Meeting 


IN NEW YORK DEC. 7 AND 8 


Theme Will Be “Resources and Re- 


sourcefulness—America’s Great Re- 


serves’; National Leaders to 
Be Heard 
President Fred A. Howland of the 


National Life of Vermont will be the 
chairman of the twenty-seventh annual 
convention of the Association of Life In- 
surance Presidents, to be held at the 
Waldorf-Astoria, New York, Thursday 
and Friday, December 7 and 8. 

“Resources and  Resourcefulness— 
America’s Great Reserves” will be the 
theme of the meeting. Leaders in a num- 
ber of important spheres will -join the 
life insurance executives in discussing 
various aspects of this subject. Govern- 
ment, education, journalism and the busi- 
ness world will be represented on the 
platform in addition to life insurance. 

The announcement by the Association 
outlining the scope of the convention 
states, “A spirit of confidence in Amer- 
ican character and American principles 
pervades the preparations for the Asso- 
ciation’s approaching twenty-seventh an- 
nual convention. Advances in civiliza- 
tion are made through periods of hard- 
ship as well as during periods of pros- 
perity, as evidenced after each major and 
minor depression of the past. Today, as 
in the time of our forefathers, adversity 
should prove a character builder, a bal- 
ancing medium and a stimulus to over- 
come difficulties. 

“Without minimizing the distress of re- 
cent years; it is clear that fundamental 
factors retain their underlying impor- 
tance and must be considered in any 
survey of current affairs. In harmony 
with this thought, the program for our 
convention is being planned on the basis 
of confidence in America’s assets—ma- 
terial and human. The wealth of this 
equipment suggests the theme for the 
meeting : 

“The importance of America’s material 
resources is unquestioned. Human 
genius to employ these resources is un- 
diminished. American resourcefulness is 
reflected in a high degree by the con- 
tinent’s development. Natural resources 
—fields, forests, mines and waterways— 
have been supplemented by transporta- 
tion systems, power units, communica- 
tion lines and industrial plants. Insti- 
tutions such as education, government, 
banking, journalism, law and insurance 
are salient units of America’s present- 
day reserves. 


Speakers from Various Fields and 


Sections 
cea = 


“Representing a wide range of activi- 
ties, leaders from various fields and sec- 
tions will dwell upon different aspects 
of our central theme. The editor of a 
leading newspaper of the Middle West 
will present views from the grain belt 
and bring to the platform a broad jour- 
nalistic perspective. Contributing the 
voice of state administration to the dis- 
cussions, the Governor of a Central State 
will take up some vital questions from 
the gubernatorial standpoint. From a 
great Eastern university will come a 
noted economist with an important mes- 
sage. A business leader will journey 
from the Pacific Coast to take part in 
the deliberations. An eminent citizen of 
Canada will speak from the viewpoint of 
our neighbor country to the north. 


Life Insurance Resources and 
Resourcefulness 

“The theme of the convention has par- 
ticular significance to life insurance. Re- 
sources—the contributions by policy- 
holders—in the aggregate constitute the 
assets of the companies. Resourceful- 
ness—the thrift, vision and sacrifice of 
policyholders—creates immediate estates, 
and safety reserves for old age or dis- 
ability, through the institution of life 
insurance. 

“In focusing attention on various 
phases of our central theme, leaders in 





FRED A. 


HOWLAND 


the life insurance field will bring to the 
platform their experience and perspec- 
tive gained in the different branches of 
the business. The extent to which in- 
dividual resources are being augmented 
through payments to policyholders and 
beneficiaries; national resourcefulness as 
reflected by new protection and total in- 
surance in force, and the activities of the 
agent in fostering personal economic re- 
sources will be discussed. Special con- 
sideration will be given to the subject 
of life insurance investments in their re- 


lation to national resources and re- 
sourcefulness. Interesting aspects of 
life insurance history in America will 


be interpreted from a lifetime of per- 
sonal experience by a veteran executive. 

“The physical trials of the depression 
have been many. A member company 
executive, prominent in medical circles, 
will present the results of a special sur- 
vey now being made in connection with 
America’s mortality experience during 
1933, and will discuss health as a national 
resource. 

“The relationship of insurance super- 
vision to our central theme will be 
brought out in an address by the presi- 
dent of the National Convention of In- 
surance Commissioners.” 


SALARY SAVINGS MANAGER 





Lincoln National Appoints Jonas S. 
Touchstone to Post; Has Spe- 
cialized in Railroads 

Jonas S. Touchstone, formerly general 
agent for the Lincoln National Life in 
Dallas, has been appointed Salary Sav- 
ings System Sales Manager for the com- 
pany, A. L. Dern, vice-president and 
manager of agencies, has announced. 

In his new position Mr. Touchstone 
will operate among all the company gen- 
eral agencies throughout the United 
States where he will devote his time to 
training salary savings system men and 
securing salary savings system business. 

Mr. Touchstone came with the Lin- 
coln Life originally in 1924 without pre- 
vious life insurance experience and since 
that time has written several hundred 
million dollars of life insurance includ- 
ing business on the group and Salary 
Savings plans. A feature of his Salary 
Savings System work has been railroad 
systems. Among the thirty-eight rail- 
roads for which Mr. Touchstone has in- 
stalled Salary Savings Systems in his 
work for the Lincoln National Life are 


such prominent organizations as_ the 
Missouri Pacific, the Denver & Rio 
Grande Western and the Texas Pacific. 


CHANGES NAME 

The St. Joseph Valley Life Insurance 
Co. by its president, Edward Lux, has 
given legal notice that it has petitioned 
the circuit court at Elkhart, Ind., for 
permission to change its name to the 
Legion Life Insurance Co. The matter 
will be heard at the December term. 











Endowment. 


various optional ages. 


later years of the contract. 


nuities. 


ance company. 





HOME OFFICE BUILDING 


Nylic Annuities 


In order further to meet the demand for retirement 
incomes among men who must also have protection for 
their families until their policies mature, the New York 
Life has just issued a new contract called the Annuity 


This contract provides for an annuity of, say, $100 a 
month to start “automatically” at age 65 with an option of 
$13,400 as a cash endowment in lieu thereof, and also 
provides guaranteed values in event of lapse. Provision is 
also made in this flexible contract for annuities to begin at 


Insurance protection for beneficiaries is provided up 
to age 65. For a $100 monthly annuity, $10,000 or the 
guaranteed cash value, whichever is greater, would be paid 
at death. The cash value would exceed $10,000 in the 


For women who want a retirement income without pro- 
tection for their families, there are retirement, accumula- 
tive and immediate annuities. 


The New York Life agent is thus well equipped with 
contracts to meet the growing popular demand for life 
incomes guaranteed by a strong, legal reserve life insur- 





For women who want a re- 


tirement income with protection for their families, there is 
a wide variety of endowment contracts with optional an- 
All New York Life endowment or life policies 
now being issued offer the insured an annuity under the 
optional methods of settlement. 


New York Life 





Insurance Company 
51 Madison Avenue 
New York, N. Y. 
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4 ‘lose touch witl he situati and will, of 

Palmer W arns Against course, co-operate with the. Receiver ‘oa the REDATING PLAN SUCCESSFUL P. F. HUFF SUES TRUST COMPANY 
7 ° ourt ¢ the end that z a @ € yO 

National U.S.A. Twists will. RagPeeeley lone ter ea’ Wousives bo Policies Totaling $9,000,000 Showed 91% Litigation Grows Out of Renewal Com- 

















reinsuring company. all i i issi ° H . . 
ek pay okey ~ a  eeae Still ae — bm Months — ma ad Fidelity Union 
SAYS LAW WILL BE ENFORCED J this matter can be finally concluded with great Cows ame wage rustee of C. A. Foehl Estate 
we and certainty before the first of the From March 1, 1932, to June 30, 1933, Perez F. Huff, for years a general 
|llinois gery oe os ate o> The fact that the Receiver is a former At- the Great-West Life was successful in agent in this city and during more re- 
ivership 0 icago Company 1 torney General of the State of Illinois, and that ia ces ; alain eo : anes x : - : eS ? 
ce’ ae dest: toate Gor Geteuer- cx tats, ee eee a0 aur niall aakt oar oaks having over 2,900 policies for approxi cent years an insurance agent, has 
ance Before Long ne Eneurence Liquidation Burees ant its staf mately $9,000,000 redated. brought suit against the Fidelity Union 
and the further tact that we have had and wi A test was made of a representative Trust Co. as trustee of the estate of 


continue to have the personal interest and co- 


Ernest Palmer, Illinois commissioner, operation of Attorney General Kerner and his  pymber of these policies for the purpose Charles A. Foehl, former manager of the 
staff in the legal questions involved, should we Prudential in lower 3roadway. Mr. 


October 21 made public a letter to believe inspire confidence in policyholders and of ascertaining the persistency and also Huff’s contract with the Foehl agency 





on 


com anies saying that the Illinois anti- convince them the entire matter is receiving the . E ie : ae ai ss 

aiaa statute will be enforced, and best possible attention for the protection of their the method followed by the policyhold- terminated December 31, 1925. 

sks co-operation of all life companies  ‘"terests. ; ; ; = ers in paying the first regular premium Upon the death of Mr. Foehl renewal 

asks , appanage: ee : The company’s affairs are being administered +4 hey P an commissions ceased and the Fidelity 

transacting —- in Illinois - seethat by the Receiver, Patrick J. Lucey, at the home following the redating change. The test Union Trast C ee t “ t \aj a . 
, * a > there . Ace — any : Salle Stree aie 0 rus oO. aS trustee Claimed that 
r agents in other states where the office of the company, 29 South La Salle Street, se of . . wees, ~ e 7 

their ag Chicago. ‘Til. revealed that 91% of the policies were even though Foehl had continued to pay 


lati Life of U.S.A. has been oper- os : 2 oeh 
National I still in force six months after the pre- renewal commissions to Mr. Huff after 








sing — _——— ay —s ‘et deeciete Selicnies te voiniin he had ceased giving him any more bu 
required of them under is law 1 mium due-date following e reda £ . ad CCased £ g any more Dus- 
th wore transacting business in IIli- eregg S. aoe SCA change. The results indicate that the ‘(M¢SS It was a personal matter with 
tia” Joseph _O. Skinner, attorney for the side listen Geen 4. head Foehl, but the trustee for the estate con- 
Palmer’s Statement paoige 5 Nears Life, died ~~ W — - : —_ siders = sane Dene —— 
> ; es day tollowing an operation after an ill- upon the death of Mr. Foehl that the 
The wier velba geopsed ryt ness of three ln He was fifty- SECRETARY OF PEOPLES LIFE trustee is within its rights to receive Mr. 
“The affairs of the National Life In- even vears old. i Maurice Hartwell, who for a number Huff’s renewal commissions on the the- 
surance Co. of the U. S. A. are now Mr. Skinner was born in Phillipsburg, of years has been actuary for the Peo- ory that under the terms of the contract 
being administered by Patrick J. Lucey, J., and was a graduate of Lafayette ples Life at Frankfort, Ind., has been ap- Huff was not entitled to them any more. 
Receiver, at the home office of the com-  Coljege and New York Law School. He pointed secretary of the company. An Mr. Huff disputes the position taken 
pany, 29 South La Salle Street, Chi- was an assistant district attorney for actuary to take his place has not been by the trust company. 
cago. ; : New York County under Charles S. appointed. Mr. Hartwell is filling a va- ____—_ 
“The receiver, a former Attorney Gen- Whitman and joined the legal depart- cancy caused by the resignation of Don It’s a good idea to leave the door wide 
eral of this state, was appointed upon ment of the Mutual Benefit in 1925. Trent, which became effective October 14. open for your next visit—Equiowa. 
the petition of this Department and is 




















working in close co-operation with us 
to the end that a prompt reinsurance 


may be effected for the best interests 
of the policyholders everywhere. 
“We have every hope that the receiver- “ e 
ship will not last more than sixty days, tes€e ay O i , 


unless some unforeseen difficulties arise. 
Naturally during a receivership the pol- 


icyholders are disturbed and become an 
easy prey for ‘twisters.’ While I realize 
that some policyholders may desire to 
transfer to your company during this pe- 
riod of uncertainty with regard to the 


receivership and affairs of the National, 
I feel it my duty to call to your atten- 
tion the enactment of the anti-twisting 
law at the last session of our Legisla- 


ture, and desire that you bring it to the 
attention of your agents. Of the New to a Compa wh P A Of the Old 





“You are familiar with this legislation 


which had practically the unanimous sup- : A 
port of the insurance fraternity in this Opportunity for mb ;. ll the ad 74 Years of Exceptional 
Advancement co thes a Van Background 


state, and so far as I know is heartily 


endorsed by good insurance people * * * x % % 

everywhere. It is for the protection of Close Home Office- nda st ti : ; 

the legitimate insurance business and the Field Contact es a OPf0 UI lé5 a7 — 
“ ositton 


=> it as well as the policyholders. ees 3 
“We intend to see that our anti-twist- té@ xe 

ing statute is strictly enforced in this Agency Minded of a you 4 , YG ssive Accumulated 

state, and we ask your co-operation to m e " ‘ : 

see that your agents in other states - oe otganization with the Experience 


where the National has been doing bus- ; 

iness, conform to practices which would Modernized Sales fe Purely Mutual 

be required of them under this law if Plans and Materials Si y and sound * e * 
Seasoned 


they were transacting business in IIli- * * * 
nois. Modern, Saleable ; i 
Letter to ag gy of National Contracts iy an old, estahlished _ ieee 
Life, U. S. A. i 
. “I “ % * ° . . Established 
Another letter sent out within the past Aggressive Outlook institution, Reputation 


few days by Commissioner Palmer is to 
policyholders of the National Life, U. S. sali 


A. asking them not to be stampeded, 

- _ ay by and await developments : 

Which he thinks will be a prompt rein- O/TlE 

surance. The letter follows: ‘ e. 


It is not possible to reply personally to the 
many inquiries which come to us in connection 


with the receivership proceedings and _ conse- 
Met ets BYE Prepared, this creular letter { 2 Agency pe sores 
te . U ] Oo! Y ’ I .. 


lans are under way to effect a prompt re- 
uperintendent of Agencies 








msurance of this business in order that the 

policyholders may be fully protected. ll pre- S 
aa received pending final adjustment of the 
: Pany's affairs are being impounded in a 
Special fund, and consequently we believe it 
> lag best interests of the policyholders that 
fy pay their premiums when due to the 
eceiver, 


an ma ther suggested for your protection, sd 
pd o not become stampeded, but on the 
eh ary that you scrutinize very carefully any 
Orts made by agents of other companies to 


— you at this time to allow your insur- 
ye me National to lapse or to make any 
out e r your present status until you find 
se lente nt 256 BROADWAY, NEW YORK, N.Y 
pe a e believe that these plans will work © . e ° 
pee ee advantage in such a way that you 

well afford to continue your present policy 

















with the company which takes over this busin 
. E akes : s siness. 

in dete '° early to give these plans to you ETHELBERT IDE LOW, JAMES <A. FULTON 
ail, but we have no doubt that all death Chairman of the Board Senta 


claj : gg : ; - 
ys will be paid in full, and while it will 
pt ocean to place temporary liens upon the 

s, the Department of Insurance is in 
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James A. Fulton 


(Continued from Page 1) 


small companies. They are not the prob- 
lems of the East, the West or the South. 
They are the problems common to all 
companies and all sections. The leaders 
of our business representing all compa- 
nies, all sections, and all interests must 
find time and means to sit down in a 
spirit of conciliation and with an attitude 
of business statesmanship, brush aside 
minor differences, and find a solution to 
our pressing and common problems. 

“What are some of those problems? 
I am going to start with one which is 
far removed from agency considerations 
—which may seem to you to be rather 
abstract—and yet which illustrates di- 
rectly the principle that no business has 
a moral right to do anything which dam- 
ages other businesses and therefore the 
nation as a whole. The thing I have in 
mind is the investment of life insurance 
funds. I should like to illustrate con- 
cretely just what I mean by citing a 
typical situation which practically all of 
us have seen duplicated in cities through- 
out the entire country. 

In the Investment Field 

“Here is a city with a section contain- 
ing, let us say, a large number of office 
buildings or hotels. In these office build- 
ings or hotels, savings banks, life insur- 
ance companies and individuals have in- 
vested their money. They adequately 
serve the section in which they are lo- 
cated. Then some one comes along and 
builds a new skyscraper—perhaps an of- 
fice building or perhaps a hotel. It 
empties dozens of structures around it. 
It destroys their value and imperils the 
investments of other institutions and 
other people. The mortgage on that new 
property may be perfectly safe and yet, 
in any planned national economy, the 
company that made that loan would be 
doing an unsocial act. 

“T believe that in the investment of life 
insurance funds in the future, the ques- 
tions which must be asked about any 
proposed investment are (1) What is the 
genuine need for the project to be 
financed, and (2) What effect will that 
project have on the legitimate invest- 
ments of other people ? 

“Incidentally, if any such test had been 
applied in the investment of life insur- 
ance funds in the last few years. much 
of the investment grief with which com- 
panies are currently wrestling would 
have been avoided.” 

Taking up the questions of whether 
there are too many companies or too 
manv small companies. Mr. Fulton said 
the test was whether the company was 
rendering a needed service to the-public. 

As to Agency Abuses 

As to agency conditions Mr. Fulton 
criticized the practice of allowing great 
groups of people who are not actually in 
the life insurance business to come in 
and take commissions which properly 
and legitimately should go to full-time 
life insurance representatives. 

“I am not going to take any dogmatic 
position on this occasion on such a high- 
ly controversial question as part-time 
agents,” said Mr. Fulton. “I think, how- 
ever, that, regardless of our position on 
the legitimacy of the place of the part- 
time agent in the field of selling, we all 
of us recognize that there are still great 
groups of people who play no really con- 
structive part in the sale of life insur- 
ance and yet manage to collect commis- 
sions which should properly go to those 
people who are actually doing the crea- 
tive selling in the field. 

“If we want to bring into our business 
men of high type, who are going to de- 
vote their whole lives to the study and 
practice of proper life insurance proced- 
ure—who are going to build a clientele 
to whom they will give proper service 
and, by the maintenance of a close per- 
sonal relationship, give us that quality of 
persistent business which is the salva- 
tion of our companies, then we must find 
a way to protect those men against this 
unfair competition. I do not believe this 
question is academic. I believe the great 











JAMES A. FULTON 


group of men and women who are de- 
voting their entire lives to this business 
of ours have a right to demand, and 
sooner or later will properly demand pro- 
tection against this unfair competition. 

“There is another phase of our selling 
methods which I think constitutes unfair 
competition to the trained life insurance 
salesman, damages the business as a 
whole, and calls for careful consideration 
and probably radical revision of method. 
It is the practice of mass recruiting of 
life insurance salesmen, with little care 
in their selection, and of turning them 
loose in great numbers, often inade- 
quately trained,—to interview great num- 
bers of potential buyers. Regardless of 
any temporary volume this type of pro- 
cedure may produce, it seems clear to 
me that it sets up sales resistance that 
is damaging to the properly equipped 
salesman and to the business itself. 

“Every time a poorly equipped life in- 
surance salesman, with inadequate pre- 
liminary knowledge, makes an unintelli- 
gent effort to approach and sell some 
potential buyer, he makes it that much 
harder for the properly trained repre- 
sentative, who follows him, to get a 
hearing. 

“I wonder if the time has not come 
when, as a matter of good business, we 
should consider some radical changes in 
our approach to the problem of the re- 
cruiting and training of salesmen and the 
outlining of their sales procedure. It 
seems to me that the conception of this 
problem on the part of too many of our 


general agents and managers is some- 
thine like this: 
“If I hire enough men and if those 


men go out and interview enough people, 
on the law of averages they are bound 
to get a given volume of business. To 
a certain extent this is true, but I think 
most of us have small realization of the 
resistance which this procedure is set- 
ting up and the difficulties which it is 
creating for the better men in the busi- 
ness. I wonder if a sounder conception 
would not be something along this line: 
—First: I will not recruit a man unless 
I think he has the personality,—the char- 
acter,—and the intelligence to make a 
really successful life insurance man. 
Second: I will not allow him to see peo- 
ple unless and until I am satisfied that 
he can make that kind of an intelligent 
approach and presentation which will 
build good-will and not ill will whether 
or not a sale is made. Third: That the 
picture I shall give salesmen of their 
task will not be calling on great num- 
bers of new people constantly, with little 
information as to their insurance needs, 
but rather the building of a permanent 
clientele to whom they will, over a long 
period of time, render intelligent and 
constructive life insurance service. 

“T have the feeling that the time may 
be coming when we must recognize that 
volume of transactions is but one factor 
in arriving at compensation. We all rec- 
ognize that a million dollars of new busi- 
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New Demands Today 
On Agency Officer 


MUST HAVE FINANCIAL SENSE 
J. M. Holcombe, Jr., Tells Agency 
Officers and Research Bureau Meet- 
ing of New Trends 


Running through all the agency of- 
ficer’s work today is the greatly in- 
creased recognition that the mere pro- 
duction of new business is not sufficient 
—the agency department is expected to 
show a good return on the money in- 
vested in it, John Marshall Holcombe, 
Jr., manager of the Life Insurance Sales 
Research Bureau, told the joint meeting 
in Chicago this week of the Bureau and 
the Association of Life Agency Officers. 

“To achieve that, the chief agency of- 
ficer and his assistants must be conscious 
of the financial contribution which their 
work produces and there seems to be no 
better way to describe this need than by 
saying that they must be ‘good business 
men,’ not merely good producers of new 
business. Financial judgment and finan- 
cial control are required more today of 
the agency officer than ever before— 
probably one of the most helpful results 
of the depression. 

“As a second requirement in the career 
of the agency officer is the increased 
necessity for planning. Many an agency 
man has truly believed that he ‘didn’t 
have time to plan.’ We in the Bureau 
have been eternally on the lookout for 
the agency department which puts on 
paper its plans for the year, and it is 
significant of better agency management 
that, even under the heavy strain of the 
past months, more agency plans are be- 
ing prepared in the Home Offices than 
at any time since the Bureau was found- 
ed twelve years ago. It is sometimes 





ness from one agency may be more vyal- 
uable to the company than twice that 
amount from another agency. Persist- 
ency, quality of business as determined 
by substantial average size, the mortality 
ratio, and other factors, are quite as real 
in determining the value of the business 
as volume. 

“It may be totally impractical to intro- 
duce these elements as factors in any 
scheme of compensation, but it is cer- 
tainly worth our consideration, and if it 
could be practically accomplished, would 
surely have some desirable results.” 
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BROKERAGE MAN 
WANTED 


in large Life Insurance General 
Agency—young man with experi- 
ence in calling upon Brokers. Must 
have familiarity with modern pro- 
posals and illustrations, as well as 
all forms of Life Insurance cover- 
age. State age, education, ex- 
perience, references. Address: 


Box 1230 


THE EASTERN UNDERWRITER 
94 Fulton Street, New York 











believed in other lines of business that 
a sales manager cannot handle both sales 
planning and sales operation—that the 
man who is a good planner is not a good 
man to carry through the plans laid. 
However true that may be elsewhere, the 
agency officer in Canada and the United 
States has responded to the unprece- 
dented demands upon his strength these 
last few months by proving increasingly 
that he can be ‘both a planner and a 
doer.’ 

“But the third requirement of af 
agency officer must not be lost sight 0! 
—he must never become so engrossed in 
planning the future of his whole field 
force or in watching the financial results 
of his labors that he forgets that he 
the leader of his agency force. What- 
ever the demands on him, he must al- 
ways maintain his human side—his 
pacity and his willingness and his desire 
to help the agent in the field.” 

Manager Holcombe reported that the 
members of the bureau had used it dur 

(Continued on Page 19) 
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Life Agency Officers and Research 
Bureau In Joint Chicago Meeting 


Planned budgetary control received a 
reat deal of attention at the joint meet- 
ng in Chicago this week of the Associa- 
ion of Life Agency Officers and the Life 
Insurance Sales Research Bureau. The 
subject was effectively introduced by a 
playlet in three scenes in which the ac- 
ae were company men attending the 


meeting. 

As chairman of the meeting M. A. Lin- 
ton, president of the Provident Mutual, 
aid that agency departments of com- 
panies will be held to stricter accounta- 
bility as to costs and the type of business 
written. He said that under the present 
scale of production costs are too high per 
unit produced. The meeting started 
Monday after the Sunday night broad- 
cast of President Roosevelt in which he 
announced his monetary policy of a man- 
aged currency and Mr. Linton called up- 
on insurance men to support the Presi- 
dent in his recovery program. 


Need to Reduce Costs 


“We need good agencies and good 
agents and we must take more interest 
in the agent’s success,” said Mr. Linton, 
explaining that the type of agent en- 
rolled will affect the character of busi- 
ness in years to come. 

Turning to replacement he asked what 
the effect of uncontrolled replacement of 
business will be on the agents, the public 
and the companies, and then asserted 
tht “education of the field force will have 
greater effect in bringing a stop to this 
evil than force or coercion. We must 
show our agents that the net cost on re- 
placed business is higher, not in the next 
ten years but in lower non-forfeiture val- 
ues in the future.” 

He then touched on the question of 


policy frills, saying that several years 
ago we “had a great many frills, disa- 
bility for example which is gone but not 
forgotten. We must learn to sell life 
insurance in a different market without 
these frills.’ He predicted that costs 
would be higher because of lower sur- 
render values “quite properly adopted by 
some companies.” 

Speakers at the first session included 
G. Fay Davies, assistant general mana- 
ger and secretary of the Northern Life 
of Canada; Frank P. Samford, vice-pres- 
ident and treasurer of the Liberty Na- 
tional Life, Birmingham, and John Mar- 
shall Holcombe, Jr., manager of the bu- 
reau. 


Hold Discussion Groups 


L. J. Dougherty, president of the Guar- 
anty Life and chairman of the Bureau’s 
board, presided Tuesday and in his in- 
troduction reminded his listeners of the 
old gauge for news value, the yarn about 
the man biting the dog, to show that 
conditions have not been so bad with the 
companies. “The small percentage of 
companies that have failed has attracted 
wide publicity,” he said. “It is common- 
place for life companies to survive de- 
pressions.” 

The speakers Tuesday included L. S. 
Morrison, Bureau staff, on “Financial 
Supervision of Agencies,” discussed by 
H. M. Holderness, vice-president, and R. 
W. Simpkin, agency assistant, Connecti- 
cut Mutual, and F. R. Gale, comptroller, 
Continental American. H. G. Kenagy, 
assistant manager of the Bureau, on 
“Planning a Production Offensive,” dis- 
cussed by H. W. Manning, assistant gen- 
eral manager, Great-West Life, and W. 
W. Jaeger, vice-president of the Bank- 
ers, Iowa. 

News of the death of George L. Wil- 
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WORLD WIDE ... 


The agencies of the SUN LIFE ASSURANCE 
COMPANY OF CANADA encircle the globe. 
Active branch organizations are maintained on 
five continents, in 40 countries and in 40 states 
of the United States of America. 


Policies in force number more than a million. 
Insurances in force approximate Three Billions of 


The international character of the Company 
provides unijue facilities for the service of its 
clients, in whatever part of the world they may 
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liams, vice-president of the Union Cen- 
tral, was a shock to the meeting. New Officers Elected 
During the afternoon there were five 
executive conferences divided according — . : 
to the size of companies. A Bureau staff sociation of Life Agency Officers and 
member was chairman of each. The the Life Insurance Sales Research Bu- 
chairmen were John Marshall Holcombe, 
Jr.. H. G. Kenagy, L. J. Doolin, K. R. xe : : 
Miller and L. W. Schapman. W ednesday at the joint convention in 
The program on Wednesday was in Chicago. This developed when it was 
charge of the Agency Officers Associa- announced that John A. Stevenson, Phil- 
tion with John A. Stevenson, vice-presi- adelphia manager, Penn Mutual Life, had 
dent, Penn Mutual, and vice-chairman of | been elected executive committee chair- 
the association’s executive committee, in ™an of the Association of Life Agency 
the chair. Speakers Wednesday includ- Officers, and E. B. Stevenson, Jr., vice- 
ed Mr. Stevenson, “Some Present Prob- president of the National Life & Acci- 
lems and Trends”; H. M. Holderness, dent of Nashville, had been named to a 
who gave the report of the committee on similar position on the research bureau's 


Chairmanship of the boards of the As- 


reau. became an_ all-Stevenson affair 


financial week; Henry E. North, second board of directors. 

vice-president, Metropolitan, who out- Henry E. North, second vice-president 
lined the plans for Financial Independ- of the Metropolitan Life, was named 
ence Week; Frank L. Jones, vice-presi- vice-chairman of the association, and A. 
dent, Equitable Society, who gave the re- Gordon Ramsay, assistant general man- 


port of the committee on replacement of ager of the Canada Life, vice-chairman 
business; Ralph H. Rice, vice-president, of the bureau’s board. 

National Fidelity; D. Gordon Hunter, Earlier in the day the members of the 
vice-president, Phoenix Mutual, and Mr. association elected Thomas O. Cox, su- 
Stevenson, who gave a symposium on perintendent of agencies of the Excel- 
“Sales Recovery”; Guy C. Smith, general sior Life; J. A. Harkins, manager of 
sales manager, eastern division Libby, agencies of the Midland Mutual, and H 
McNeill & Libby, “Selective Selling,” and M. Holderness, vice-president of the 
James A. Fulton, president, Home of Connecticut Mutual, to the executive 
New York, who closed the meeting with committee for three year terms. They 


an address on “The Look Ahead.” succeeded C. D. Devlin, Confederation 
Prominent Speakers Close Meeting Life; J. Q. Cadigan, New World Life, 
The last session was impressive and and W. T. Grant, Business Men’s As- 
dramatic, made so by the presence on the surance. Mr. Cox is president of the 
program of three of the most outstand- Canadian Agency Officers Association 
ing thinkers and orators in the life in- The personnel of the bureau’s execu- 
surance business, D. Gordon Hunter, tive committee as named by the board 
agency vice-president, Phoenix Mutual, of directors includes M. Albert Linton, 


who showed a way to start recovery; Provident Mutual; W. W. Jaeger, Bank- 
John A. Stevenson, Penn Mutual, who ers of Iowa; H. W. Manning, Great- 
analyzed life insurance as it is today, West Life; E. B. Stevenson, National 
Life & Accident, and George L. Hunt, 


(Continued on Page 36) - 
s sulle New England Mutual. 


Holcombe Report out of the eighty-one billions of Ordi- 

: f nary insurance in force in the United 

(Continued from Page 18) States and Canada, $76,400,000,000 is in 

in the depression months ‘more than companies which are members of the 
ever before.’ He also pointed out that bureau, or 94% 








Develop This New Market 


For Accident Insurance 


Many have commented upon the large amount 
of life insurance now being sold to housewives. 


With many women, however, accident insur- 
ance is the first insurance they will buy. Their 
first obligation is self-support and they dread 
loss of income and accident expenses. 


We have contracts appropriate for business 
women and others for women at home. Our local 
office offers you striking advertising material. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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CORPORATE MANAGEMENT 

\ corking good article by David Law- 
rence covering the subject of corporate 
management and the brains necessary to 
run great business institutions, and what 
those brains mean to stockholders and 
others dependent upon the success of the 
The United 
current issue, and takes 
back that paper. 
One paragraph is particularly pertinent: 

Just why the Administration should 
now be busying itself with the subject 
of corporate management, thus usurping 
the powers of the several states to regu- 
late corporate life, is a mystery to those 
observers who would like to see the 
Roosevelt Administration spend more of 
its time on the basic problems that have 
caused so much distress throughout the 
land instead of worrying about the in- 
come of the juvenile motion picture stars 
whose youth happens to be their fortune. 


institution, is printed by 
States News, 


most of the page of 


ROOSEVELT’S MANAGED CURREN- 
CY PROGRAM AND LIFE 
INSURANCE 

President Roosevelt’s statement in his 
radio message Sunday night that a “man- 
aged currency” is now the definite mone- 
tary policy of the administration is of 
great interest to the life insurance busi- 
ness. There undoubtedly has been hesi- 


tation on the part of some in huying 


additional insurance in view of inflation 


psychology How will the “managed 
currency” program affect life insurance ? 

In The Gold 
Book of Insurance Selling edition, 


issued September 22, effects of controlled 


Eastern Underwriter’s 


Life 


currency on life insurance were discussed 
by a dozen presidents of life insuranc« 
companies. These comments by leaders 
in the field can now be read with special 
profit in view of the general knowledge 
that it is now the policy of the Govern- 
ment to have a controlled currency. 


W. Howard 


Union Central Life, in his comments in 


Cox, president of the 
managed 
length. His timely 
treatment of the subject, together with 


this symposium, discussed a 


currency at some 
his conclusions as to the effects on life 
insurance, should be read by every life 
insurance man or woman in contact with 
the public. Mr. Cox wrote his comments 
in mid-summer when there was no offi- 
cial declaration of monetary policy on 
the part of the Government 

Speaking of the 


ance Mr. Cox said 


buyer of life insur- 
“Should this country 
follow through with a program resulting 
in the adoption of a managed currency 


* * * to the buyer of life insurance this 


at the post office of New York City under the act 


for his 
that the 
hazard of the business cycle will be re- 


means an additional safeguard 


financial program. It means 
moved from his plans for the future.” 
He then cited the variations in purchas- 
ing power of the dollar at peak and de- 
pression times. 

“Such fluctuations,” said Mr. Cox, “are 
not good for the life insurance business. 
Everyone agrees that the way to sell a 
policy is to talk to your prospect in terms 
of food, clothing, and other benefits to 
his family—not in terms of dollars and 
cents. But it is disconcerting to round 
out a man’s insurance program according 
to economic conditions prevailing at the 
time only to find a few years later that 
his insurance is wholly inadequate to pro- 
living he had 
The fault, ob- 


vide the standard of 
planned for his family. 
viously, does not lie in the insurance pro- 
purchasing 
The 
lies in managed currency with 


gram, but in the variable 
power of the insurance proceeds. 
remedy 


stabilized purchasing power for the dol- 


” 


lar. * © © 


Discussing life insurance sales after- 
math of “a managed currency” Mr. Cox 
had this to say in part: “As it is now, 
life insurance is geared to the long pull. 
* * * Life insurance premiums remain 
stable over long periods of time regard- 
less of commodity price fluctuations. In 
periods of depression dollars are scarce, 
commodity prices go down, but the cost 
remains at the 


The dollar then has less purchas- 


of life insurance same 
level. 
ing power in terms of life insurance than 
it has in terms of other commodities and 
life insurance is correspondingly harder 
to sell. Thus a depression means a dou- 
ble hardship on the life insurance sales- 
man, first in the scarcity of money, and, 
second, in the relatively higher price of 
life insurance. A managed currency will 
entirely remove the second hardship by 
placing other commodities on a par with 
life insurance. For the cost of life in- 
surance has already been stabilized. It 
costs the same in times of inflation as it 
does in times of depression. * * * The 
net result will be to give the life insur- 
ance salesman an equal chance at the 
consumer's dollar. 

“To sum up,” concluded Mr. Cox, “life 
from the 


use of a variable dollar intelligently man- 


insurance has nothing to lose 


aged.” 


James M. Macconel, manager of the 
insurance department of American Fac- 
tors, Ltd., Honolulu, Hawaii, is visiting 
New York. 
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FREDERICK RICHARDSON 
Frederick Richardson, 


United States 
manager of the General Accident, was 
the subject of an unusual honor during 
his recent visit to the head office of the 
company at Perth, Scotland. Following 
a meeting of the head office board an oil 
painting of the United States manager 
was presented to him in the presence of 
the directors and chairman, F. Norie- 
Miller, and deputy chairman, Dr. Wil- 
liam Low. The portrait is by Count 
Mario Grixono and is to be hung in the 
board room. Both Messrs. Norie- Miller 
and Low dwelt with deep appreciation on 
Mr. Richardson’s outstanding services to 
the General, particularly as United States 
manager. The company’s agency publi- 
cation says: “Under Mr. Richardson’s 
management notable progress has been 
made by the company in the United 
States, unchecked even by the difficul- 
ties of recent years. Mr. Richardson’s 
speech of thanks to the donors of the 
portrait was full of his customary hu- 
mor.” 
* * * 


W. Owen Wilson, who was elected a 
member of the executive committee of 
the National Association of Insurance 
Agents at its recent annual convention in 
Chicago, has resigned from the executive 
committee of the Virginia Association 
and has also relinquished the chairman- 
ship of the reorganization committee of 
that body. He felt that the exactions of 
membership on the executive committee 
of the National Association would be 
such that he would not have the time to 
devote to activities of the state associa- 
tion which they would demand of him. 
He has long been active in work of that 
body. After serving for two years as 
president of the association he was 
named on the executive committee and 
chairman of the reorganization commit- 
tee. Mr. Wilson is president of the Dav- 
enport Insurance Corporation of Rich- 
mond and also a member of a local agen- 
cy firm in South Boston, Va., his former 
home town. 

x * * 


F. C. Wilkinson, divisional manager for 
Canada of the Prudential, recently was 
chairman in Montreal of a joint banquet 
to A. E. Boissonnault, S. Hawthorne and 
I. Parent, three Montreal managers of 
the company who have completed in 
combined service seventy-five years. 

» + 9 

G. Russell Leonard, who for some years 
was official stenographer of the annual 
conventions of the National Association 
of Life Underwriters, is now president 
of G. R. Leonard & Co., New York and 
Chicago, publishers of shipping guides 
and other books. . 





Charles G. Taylor, Jr., third vice-pres, 
dent of the Metropolitan Life and a for. 
mer vice-president of the Atlantic |i, 
of Richmond, headed the committee ,j 
the Southern Society of New York whic 
was in charge of entertainment at the 
society’s annual dinner and ball give 
this week. Special guests of the ogca. 
sion were members of the Alumni Soc. 
ty of Alabama. The affair followed th 
football game between the University oj 
Alabama and Fordham University, © 

se @ 


Ewell Marschal, engineer of the Kep. 
tucky Actuarial Bureau, has returnej 
from a four months’ globe trotting try 
His itinerary via Seattle to Japan jp. 
cluded China, the Philippines, India, Eay 
Coast of Africa, around the cape, anj 
up the East coast of South Americ, 
with stops at Rio and elsewhere, wind. 
ing up with a visit to the Century oj 
Progress Exposition in Chicago. \; 
Marschal takes a leave of absence ever 
couple of years and has visited a larg 
part of the world. 

* & & 


After several weeks abroad, Mr. and 
Mrs. Herman L. Ekern and their daugh. 
ter Dorothy have returned to their hom 
in Madison, Wis. While in Norwa 
they visited Biri, the birthplace of Mr 
Ekern, who is former Wisconsin insuwr- 
ance commissioner and a prominent in. 
surance counsel. They were also pre- 
sented to King Haakon while in Nor. 
way. Their itinerary also included Den 
mark, Sweden and England. 

. ¢S 


Fred H. Pocock, well known insuranc 
man of Fort Wayne, Ind., has been elect- 
ed grand treasurer of Royal and Select 
Master Masons of Indiana. A short 
time before he was elected grand mas- 
ter of the First Veil of the Gener 
Grand Chapter of Royal Order of Arch 
Masons of America at Washington 
ek. 

* * * 


George L. Hunt, agency vice-presiden 
of the New England Mutual Life, ai- 
dressed a joint meeting of the company’s 
four Chicago agencies Monday. Mr 
Hunt was in Chicago to attend the meet- 
ing of the Life Agency Officers Ass0- 
ciation. 

* * * 

Mrs. Allan E. BroSmith, wife of th 
chairman of the legal section of th 
American Life Convention and attorne) 
for the Travelers, is a member of th 
committee of the Women’s Auxiliary ! 
St. Francis’s Hospital in charge of 4 
Hallowe’en supper and bridge to be he! 
Monday night in the Nurses’ Residenc 
Hartford. 

es «+ -«@ 


Axel Rinman, who has been presidet! 
of the International Marine Insurance 
Union for a decade, was presented with 
an oil portrait of himself at the recetl 
conference in Montreux of the Unio! 
His administration has obtained the 
broadest international basis possible al 
has obtained the co-operation of British, 
French and Belgian underwriters. His 
personal visits to London in 1925 ané 
1926 resulted in fifteen British companits 
joining the Union, to be followed a yea 
later by nine of their French colleagues 
while in 1926 the Committee of Lloyd’ 
and Lloyd’s Underwriters Association 
were officially represented at the Unions 
conference. 

: a 


Walter H. Smotzer, former assistat! 
chief clerk at the Indiana state prisol 
has been named district manager ™ 
Michigan City for the Mutual Life 
New York. He is a native of Michigat 
City and prior to entering insurance 





work had been with the prison ten years 
His territory will include all of Lapor' 
county. 
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A Telephone Conversation 

In New York courts this week is a 
suit for $150,000 brought by an heir of 
Lou H. Parker, a New York broker and 
reinsurance man, who dropped dead 
the Drug & Chemical Club some months 
ago, against the Insurance Co. of North 
America. It is based on a telephone con- 
versation which Mr. Parker had with an 
officer of the Insurance Co. of North 
America in which Parker volunteered the 
information that the Central Fire of Bal- 
timore was for sale. It is understood 
that Parker also telephoned to several 
other companies. 

Following the telephone conversation 
an officer of the Insurance Co. of North 
America got into touch with the Central 
Fire and was told the company was not 
for sale. Some months passed. Later, 
the Insurance Co. of North America is 
said to have been informed by the Cen- 
tral Fire that a number of companies 
had made propositions to it and advised 
a conference. Control of the company 
was sold. Later, the $150,000 bill from Mr. 
Parker was presented as his fee. The 
Insurance Co. of North America’s posi- 
tion is that the telephone conversation 
had nothing to do with eventual sale of 


company. 

The suit is interesting home office ex- 
ecutives greatly because they are con- 
stantly being asked by brokers and 


others who claim to be intermediaries if 
they do not want to buy some company. 
that the man 
authority 


Sometimes, it develops 
making the inquiry has no 
from stockholders to make 


any propo- 


sition. 
* * * 


Recognition of Russia 
President Roosevelt’s letter to Presi- 
dent Kalinin of the Soviet republic, pav- 
ing the way for recognition of Russia by 
this country, and inviting any represent- 
ative of Russia to discuss with him ques- 
tions at issue, which letter in turn drew 
one from Kalinin saying his representa- 
tive at the discussions would be Com- 
missar Litvinoff, of Foreign Affairs, was 
of more than ordinary interest to insur- 
ance companies in view of the fact that 
two of the largest American life com- 
panies were transacting business in Rus- 
sia at the time of the Revolution of 1917. 
These companies were the New York 
Life, which had its own building, and the 

quitable Life Assurance Society. Both 
ad been doing business in Russia for 
years. Russian assets were confiscated. 
The action of President Roosevelt was 


discounted by the letter he sent to Rus-. 


sia inviting that nation to be represented 
at the International Economic Confer- 




















ence held in London early this Summer. 


Russia sent Litvinoff as leader of its 
delegation to the London Conference. 
That invitation of President Roosevelt 
was generally regarded as the forerunner 
of Russian recognition on the part of 
the United States. Undoubtedly, one of 
the subjects which will be under dis- 
cussion after Litvinoff arrives here will 
be the question of the assets of the 
American companies. The chief obstacle 
to full recognition has not been the 
claims of the United States and its na- 
tionals, amounting to $800,000,000, or the 
confiscation of American property, but 
the fear that there might be a stimulus 
given to propagandist activities in the 
belief that the Third International wants 
to throw over governments everywhere. 


The Wheat Scare 


This propagandist fear, however, has 
been fading a lot in recent years. It has 
been largely a bugaboo. Propaganda in 
this country, for instance, has been 
largely confined to soap box talks in 
Union Square and publication of news- 
papers and pamphlets sold mostly around 
that square; in fact, having an audience 
which does not amount to much in other 
parts of the country. It has not been 
difficult to conjure a Soviet scare as was 
evidenced by the sensational headlines 
about dumping of Russian wheat on 
world markets at a time when there was 
a wheat famine in Russia, a famine 
which caused widespread distress 
throughout the Soviet union, but which 
has now disappeared because of a new 
crop. Anyway, Russian wheat is not at 
the present time one of the worries of 
the other nations. 

That Russian recognition has been so 
long delayed has long been a puzzle to 
most people who have noted machinery 
and automobile factories in this country 
on part time and Russia bent on buying 
machinery and other materials. Here is 
a nation of 165,000,000 of people who 
want to buy and we have had so much 
to sell. 

While we have been keeping hands off 
Russian markets and have not been deal- 
ing with Russia except through the 
roundabout sales to the Amtorg Corpo- 
ration (American Trading Corporation of 
the Soviets), many other nations have 
had such business relations. Last year 
the writer gave a luncheon in London to 
a group of British insurance managers, 
one of whom had but recently returned 
from Moscow where he had discussed 
his reinsurance relations with the 
trach (Russian State Insurance Bureau). 
Many countries now have reinsurance 
relations with the Gosstrach, which is 
practically an insurance monopoly. 

Attitude of U. S. Press 

The attitude of most American news- 
papers is that we should recognize Rus- 
sia. A paragraph from a paper, an edi- 
torial in the Hartford Courant of last 
Sunday, reflects the views of many 
American editors: 

“The question is not whether we like 
the Russian:form of goyernment, but 
whether there is any logical reason for 


Goss- 





our not according that government rec- 
ognition as a going concern. It is not 
for us to say that any government shall 
be modelled on a particular pattern be- 
fore we will recognize it. The govern- 
ment of Italy is not the government of 
our choice, nor is the present regime in 
Germany, but we have diplomatic rela- 
tions with both. Nor is it any concern 
of ours what particular form of religion, 
or no religion at all, that the peoples of 
a given country may either elect to pur- 
sue or have forced upon them. We ac- 
cord recognition to non-Christian coun- 
tries as freely as we accord it to those 
countries living under the Christian 
faith.” 


Destroying Records 

During the exciting davs of the Revo- 
lution Soviet soldiers ransacked the 
building of the New York Life, throwing 
out of the windows file after file of doc- 
uments. The building, by the way, later 
became the headquarters of the G. P. U., 
the Soviet secret police. Fred Corse, the 
Russian manager of the New York Life, 
escaped to Finland by walking across the 
ice. Russians kept their policies which 
had been issued by American companies, 
and a number of policyholde rs’ organiza- 
tions were formed in different parts of 
Europe by refugees, the largest being in 
Warsaw. Most of the claims have been 
satisfactorily settled. 

When the Soviets came 
there were a number of 
panies doing business in 
and the companies were 
the New York Insurance Department. 
For years the developments in courts 
with these companies have been reported 
in the columns of The Eastern Under- 
writer. For some years these Russian 
cases were handled at the Department by 
Clarence Fowler, at the time deputy 
superintendent; and now practicing law 
in New York. 

The various Insurance Superintendents 
of New York became well-posted rela- 
tive to the Russian situation. Superin- 
tendent George S. Van Schaick and 
Richard A. Brennan (head of the De- 
partment’s Liquidation Bureau), inherit- 
ed some of the problems. At one time, 
under Superintendent Conway, the Liq- 
uidation Bureau had in its possession 
more than $5,000,000 of these assets to 
conserve and to pay out on legitimate 

x * * 


The Late Edmund L. Mooney 

Many of the leading judges and law- 
yers of New York City attended the re- 
cent funeral of Edmund L. Mooney, a 
famous New York lawyer who died at 
the age of 68, and who was a brother of 
William L. Mooney, vice-president of the 
Aetna Life. Edmund L. Mooney was a 
member of the council of New York Uni- 
versity, vice-president of the New York 
County Lawyers Association, second 
vice-president of the New York Law In- 
stitute and president of the New York 
University Law School Alumni. He be- 
longed to the Manhattan, Lotos, Riding, 
St. George’s Society and other clubs and 
organizations. 


into power 
Russian com- 
this country, 
taken over by 


.e ¢ 


Baruch and Hoover 


The current issue of Fortune has an 
interesting size-up of Bernard M. Ba- 
ruch, whom it describes as a master of 
markets, a patron of Senators, a con- 
fidant of Presidents, a prophet and a 
personality, but denies that this is a 
Baruch administration; nor that Baruch 
himself was offered any Cabinet or dip- 
lomatic post by Roosevelt. Of the work- 
ings of Socialism it describes his view- 
point as this: “Socialism doesn’t dis- 
tribute wealth. It distributes poverty.” 

After the issue went to press an er- 
ratum was inserted, making a number 
of corrections, and evidently written 
after galleys had been sent to Baruch 
or some personal friend. In the main 
article it was stated that Baruch had 
both liking and respect for Coolidge, but 
had neither for Hoover whom he re- 
ferred to as “Old Cheese Face.” In the 
correction the statement is made: “Mr. 
Baruch had high regard for Mr. Hoov- 


er’s mentality, and while he sometimes, 
because of his long association, referred 
to him with familiarity, he never did so 
with derision.” 
x * * 
Bibliography of Depressions 

From Dr. W. Hazard of Boston I 
have the following bibliography relative 
to economic depressions. Dr. Hazard is 
head of the department of publications, 
New England Mutual Life, a company 
which has survived seven major depres- 
sions and is going stronger than ever. 

Bibliography 

John Maynard Keynes’ “Economic 
Consequences of the Peace,” the 
celebrated book in any language on the 
effects of the Versailles Treaty, was first 
published in America in 1920, Mr. Keynes’ 
“Essays in Persuasion, 


most 


” with a whole sec- 
tion devoted to deflation and inflation, 
carries forward the argument to 1932. 
The author’s brilliant style gives all his 
writings a vitality that helps greatly in 
overcoming the difficulties inherent in 
the subjects discussed. 

The Third Revised Edition of the 
classic two-volume work, “Principles of 
Economics,” by Professor Taussig of 
Harvard, was published in 1921. It con- 
tains an elaborate treatment of indus- 
trial depressions and financial crises. 

With these two exceptions, the eight- 
een books in this list were published 
since the 1929 depression began, and sev- 


eral in 1933. All of them are suitable 
for the general reader. 
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FIRE INSURANCE 
Barry Re-Elected President Of 


Insurance Institute Of America 


Twenty-fifth Annual Conference Held in New York; Hardy 
Proposes Employment of Educational Director; New York 
Inland Marine Course Has Big Registration 


Suggestions for further increasing the 
usefulness of the Insurance Institute of 
America, Inc., in the years ahead were 
offered at the twenty-fifth annual con- 
ference of the organization held Tues- 
day afternoon at the Hotel Pennsylvania. 
Secretary-Treasurer Edward R. Hardy, 
whose unceasing efforts in behalf of in- 
surance education in this country cover 
a period of more than a quarter of a 
century, believes that the Institute might 
reasonably undertake in the coming year 
the employment of an educational direc- 
tor to remove from the secretary’s 
shoulders all of the work dealing with 
the educational program. This division 
of the duties, Mr. Hardy said, “undoubt- 
edly would enable the Institute to speak 
with a greater degree of authority in the 
field of education.” 

Whole-hearted praise for the past suc- 
cessful efforts of the Institute were 
voiced by President J. Victor Barry, In- 
surance Superintendent George S. Van 
Schaick, Charles R. Pitcher, former dep- 
uty manager of the Royal, and others 
who also expressed confidence that the 
Institute will go on to achieve still 
greater prestige and recognition in the 
next twenty-five years. 

Attendance at the annual meeting was 
as usual not large but represented a high 
degree of intellectual ability. About 
fifty fire, marine, life, casualty and surety 
company executives, honor students and 
representatives of various insurance so- 
cieties were present. Among the familiar 
figures were C. A. Ludlum, former vice- 
president of the Home; Frederick Rich- 
ardson, United States manager of the 
General Accident; William D. Winter, 
vice-president of the Atlantic Mutual; 


Clayton G. Hale, prominent producer of 
Cleveland, and William J. Graham, vice- 
‘president of the Equitable Life Assur- 


ance Society. Professor K. Fujimoto of 
the Tokio University of Commerce and 
expert on marine insurance was a guest. 
Big Enrollment for Inland Marine Course 
One of the most encouraging an- 
nouncements was that made by W. A. 
Riordan of the Automobile of Hartford 
and chairman of the general po me me al 
committee of the Insurance Society of 
New York, who said that over 100 stu- 
dents had already enrolled for the new 
inland marine course to be given -_ 
season in New York. This indicated < 
strong interest in self-improvement on 
the part of company employes and also 
showed that the Institute and the New 
York Society are quick to provide new 
facilities as the demand appears. 
President Barry presided with his left 
arm tightly bandaged and held in a 
sling. While crossing a field near Bronx- 
ville last Saturday he fell over a wire 
concealed in the grass and broke his 
arm. At the conclusion of the Institute 
meeting he was re-elected president and 
the other officers were also held over for 


another year. They are: vice-presidents, 
Mr. Winter and Laurence E. Falls, vice- 
president of the American of Newark. 
Mr. Hardy was elected secretary. 
James D. Craig, actuary of the Metro- 
politan Life; Henry Moir, president of 
the United States Life. and E. P. Stover, 


assistant Security of 
-elected members 
governors, terms to ex- 
pire in 1936. New members of the board 
elected were: H. Ernest Feer, vice-presi- 
dent of the American E quitable ; Otho E 


secretary of the 
New Haven, were r 
of the board of 





Lane, president of the Fire Association 
of Philadelphia, and Benjamin Richards, 
manager of the Underwriters Service As- 
sociation of Chicago. 

Superintendent Van  Schaick, who 
spoke at the luncheon preceding the bus- 
iness meeting of the Institute, said he 
was much encouraged by the seriousness 
with which young men and women in in- 
surance aim to make themselves more 
valuable by being able to accept added 
responsibilities. It is a great hope for 
the future that the Institute and the va- 
rious Societies exist, the Superintendent 
stated. He wént on to say that prog- 
ress in the past toward improving the 
safety of insurance companies has been 
“slow and meager” and that higher stand- 
ards in insurance all along the line are 


needed to achieve security in the future. 
He concluded by saying that he believes 
the Institute is doing the finest sort of 


educational work in the insurance field. 


Hardy Receives Vote of Appreciation 


Two of those who shared in the found- 
ing of the Insurance Institute in 1909 
were present on Tuesday. They were 
Mr. Hardy and D. N. Handy of the In- 
surance Library Association of Boston. 
President Barry in his annual report paid 
many fine compliments to Mr. Hardy and 
the meeting passed a vote of thanks to 
Mr. Hardy for his great interest in in- 
surance education and for the years of 
work he has devoted to this cause. 

A number of representatives of local 
societies were present to report on the 
work of their organizations. These came 
from the following cities: Baltimore, 
Boston, Cleveland, Manchester, N. H., 
New Haven, New York City, Springfield, 
Mass., and Philadelphia. A representa- 
tive of the Canadian Institute of In- 
surance was also there. 

Prizes for successful work in Institute 
courses were awarded to Kenneth V. 
Crowther of the Springfield Fire & Ma- 
rine, Percy Chubb of Chubb & Son, New 
York, and Carleton I. Fisher of the agen- 
cy of G. L. & H. J. Gross, Inc., Provi- 
dence, R. I. The Edward Rochie Hardy 
Prize for 1933 was won by Arnold H. 
Hutchinson of the General Accident at 
Los Angeles. He was unable to be pres- 
ent as were also William Price of Los 
Angeles and Dean C. Swan, Jr., of Bos- 
ton, winners respectively in the casualty 
and life branches. 

Speaking of the future and the 

(Continued on Page 23) 
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“Your Furs!” is the subject of the 
current Alliance national magazine 
advertisement. For protection from 
financial loss due to thievery or 
mishap, fur-clad readers are ad- 
vised to “Ask the Alliance Agent.” 
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Albert N. Butler Dined By 
N. Y. Department Associates 


A testimonial dinner party was given 
Wednesday night in honor of Albert N. 
3utler, who recently joined Corroon & 
Reynolds Corp. to be vice-president, by 
his former associates in the New York 
Insurance Department. About thirty- 
five attended the affair, which was held 
at the City Athletic Club, 
perintendent of Insurance George S. Van 
Schaick, who was the chief speaker. 

Toastmaster was Samuel R. Feller, first 
deputy insurance superintendent, who 
presented Mr. Butler with a gift on be- 
haif of his departmental associates. M. 
O. Loysen, assistant special deputy su- 
perintendent in charge of the Liquida- 
tion Bureau’s branch at 75 Maiden Lane, 
was in charge of arrangements. Among 
the speakers was Richard A. Brennan, 
special deputy superintendent in charge 
of the Liquidation Bureau, with whom 


including Su- 


Mr. Butler was associated as assistant 
special deputy in charge of Globe & Rut- 
gers affairs. 










J. A. Kersey, General Agent 


United States Fire Branch: 80 John Street, New York 


GeorGe Z. Day, Ass’t General Agent 





PREMIUM RESERVE 
OTHER LIABILITIES ; 
CONTINGENCY RESERVE 
SURPLUS 

*TOTAL ASSETS 








U. S.— Statement June 30th, 1933 


*New York Insurance Department Valuation Basis 


$1,815,387.12 
725,570.91 
1,499,673.56 
9,867,713.63 
13,908,345.22 





London & Lancashire 


Heads Coming to N. Y. 


Charles Hendry, 
the London & arrived late 
last week in Quebec from England. He 


general manager of 


Lancashire, 


latter part of 
next week and will arrive in New York 
about November 7 where he will confer 
with Gilbert Kingan, United States man- 
ager. F. W. Pascoe Rutter, governor of 
the London & Lancashire, is sailing on 
the Berengaria for New York next week 
and is also due here at the same time as 
Mr. Hendry. Mr. Rutter completed sixty 
years of service with the company in 
August of this year. 


is going to Chicago the 


Moves to Discourage 
Cancelation Abuses 


At a recent meeting of the 
National Board of Fire 
attention was directed to 


executive 
committee of the 
Underwriters, 
what is said to be a growing tendency on 
the part of some local agents to effect 
cancelation of policies upon which they 
have collected the premium but have 
failed to remit to the company and to 
substitute therefor policies of another 
company, thereby transferring the agen- 
cy indebtedness from one company to 
another and deferring the due date ot 
balances. 

It is obvious that such procedure as 
that outlined is detrimental to the busi- 
ness of insurance, confusing and embar- 
rassing to policyholders and therefore 
unsound in the interest of the insuring 
public the National Board says. : 

In view of this the executive commit- 
tee decided to bring the matter to the 
attention of all companies, members of 
the National Board of Fire Underwrit- 
ers. Accordingly on October 17 General 
Manager W. E. Mallalieu sent a com- 
munication to the membership deprecat- 
ing the practice. 
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Insurance Institute Conference 
(Continued from Page 22) 


ployment of an educational director for 
the Institute Mr. Hardy said:: 
Hardy Outlines Proposal 

“This would leave quite a fair share 
of work to be done by the volunteer 
york and perhaps free the secretary for 
the development of other needs, such as, 
let us say, the proper advertising of the 
Institute. This suggestion 1s made in all 
seriousness and is one which the board 
of governors will be asked to consider 
carefully during the present year. The 
Institute probably would be able to make 
an arrangement for a not prohibitive sum 
with an educator who would pilot its 
educational work and who might be so 
successful in so doing that he would 
build a permanent place for himself. It 
must be someone already connected with 
an educational institution and who would, 
in the beginning at least, do this as a 
part-time job. If a movement in_ this 
direction can be made this year, I be- 
lieve it to be the most advisable step to 
be taken. 

“T will add that this would be some- 
what in line with what the Chartered In- 
surance Institute is doing. Both Insti- 
tutes have been distinguished by the fact 
that the movements originated with 
those actively engaged in the business 
and the work of instruction, reading of 
examination papers, and work of devel- 
opment has been largely volunteer work 
contributed by such persons. The change 
| have suggested is in line with what 
our sister organization has been grad- 
ually, but very slowly, moving towards. 
The change would not mean that the con- 
trol of the movement would pass from 
the volunteer hands of the Board of Gov- 
ernors, but it undoubtedly would enable 
the Institute to speak with a greater de- 
gree of authority in the field of educa- 
tion.” 

In his annual report to the Institute 
Secretary Hardy covered many subjects 
f importance to those interested in the 
Institute’s work. Extracts from this re- 
port follow : 

Present Membership 

The present membership of the Insti- 
tute is as follows: associates, 698, gain 
of 162; corporates, 122, loss of 9; cor- 
responding, 2; fellows, 262, loss of 37; 
honorary, 16, loss of 4; organizations, 
22, loss of |e total, 1,122. 

Of the four new Fellows, three became 
Fellows by thesis. They are: Francis B. 
Foley of the Prudential, Newark, who 
wrote a thesis on group insurance; Les- 
le L. Harper of Chubb & Son, New 
York City, who wrote on the law and 
practice of general average in England 
and America—a comparison; J. Kent 
smith of Philadelphia whose subject was 
insurance interest. The fourth Fellow 
elected was Floyd R. DuBois of Frank & 
DuBois. 

“The question of electing to member- 
ship in the Institute representatives from 
different branches of the insurance bus- 
ness, such as brokers, was considered 
during the year and the broad rule which 
has been the guide of the Institute since 
its organization was reaffirmed to the ef- 
lect that it is not a question of the 
branch of the business with which a per- 
son is identified, but a question of 
whether he has shown a distinct inter- 
est in the educational movement. 

‘Applications come before the board of 
Sovernors from graduates of other insti- 
tutes—the Chartered for instance—who 
wish to become members of our Institute 
without examination. Each application 
ot this kind is treated on its merits. In 
the two or three cases where election 
has been granted, it has been because, 


other institute, the person has main- 
tained his membership in that institute 
and has shown a continuing interest in 
the educational work. For the purpose 
of emphasis it is restated that passing 
the examinations of a fellow institute is 
not alone sufficient to elect a person to 
membership in the Institute. 


Examinations 


“The number of registrations for ex- 
aminations for this year and the two pre- 
ceding years is as follows: 1931, 1,536; 
1932, 1,595, and 1933, 1,513. In 1933 regis- 
trations were divided among the different 
branches and parts as follows: casualty, 
349; fire, 731; life, 321; marine, 63; 
surety, 25, and special papers, 24. 

“Students were registered from thirty- 
five states, the District of Columbia, 
Hawaii, and seven Provinces of Canada. 
Out of the 1,513 students registering, 
1,233 or 814% actually sat for the ex- 
aminations and seven groups achieved 
the unusual record of having all the stu- 
dents who registered actually take the 
examinations. 

“The total number of papers submitted 
was 2,371, of which &25 received honor 
marks, 1,230 received pass marks, and 
316 were failures. 

“It is probably understood that the 
papers are read by persons skilled in 
each branch of insurance. An innova- 
tion this year was the discontinuance of 
the practice of returning the examination 
papers to the students. This led to a cer- 
tain amount of correspondence—probably 
in not more than a dozen cases was the 
practice questioned. It was an excellent 
thing to make it a rule of the Institute 
that the examination papers would not 
be returned to the students. 

“The marks in Part I of the fire course, 
which is a junior branch, were low as a 
whole, but the explanation is the same 
as that given above for an individual 
group; namely, the papers showed too 
little study outside the classroom. Em- 
phasis upon the outside study is strongly 
to be desired in the interest of the stu- 
dents. Of the total number of papers 
submitted, 237 were submitted by stu- 
dents in the correspondence course. As 
a rule, students in the correspondence 
course present very good papers. This 
may indicate a keener interest in the 
studies based on a keener recognition 
of the necessity of study and the ex- 
treme desirability of using the study op- 
portunity to the fullest advantage. 


Graduates—1933 


“Casualty branch, 27; fire branch, 113; 
life branch, 95; marine branch, 7; surety 
branch, 6; total, 248 

“Number of degrees granted: magna 
cum laude, 65, and cum laude, 77. 

“Whenever possible, and this is in 
many cases, the final certificates are sent 
to the president and/or United States 
manager with a request that he present 
the certificate to the graduating student. 
This official presentation is always 
gladly performed. 


Correspondence Courses 


“Courses offered last year and regis- 
tration figures: 1932-1933—Casualty I, 
34; Casualty II, 23; Fire I, 25; Fire ITI, 
41; total, 123. 

“The Institute is offering by corre- 
spondence this year the three parts in 
the casualty branch and the three parts 
in the fire branch. A tentative offering 
was made of part one of the life branch 
but enrollments were so few that that 
course has been withdrawn. The corre- 
spondence courses begin this year on No- 


seventy students have registered for the 
courses. 


Chicago and New Orleans 


“During the year the secretary, repre- 
senting the Institute, visited the Albany 
Business College at Albany, N. Y., and 
addressed the students. He also visited 
Atlanta and New Orleans. In the case 
of Atlanta it was stated that the visit 
probably resulted in doubling the regis- 
trations for the examinations. In the 
case of New Orleans I desire to empha- 
size the fact that the visit was most 
worth while, not only to the Institute, 
but to this new study group, organized 
last year under the auspices of the 
Louisiana Pond of the Blue Goose which 
deserves great credit for taking hold of 
the work. Seventy-five students took 
Part I Fire there last year and the regis- 
tration for Part II which is being given 
this year is about the same. 

“Chicago and Stevens Point, Wis., 
were also visited. For many years the 
work in Chicago had been conducted 
under the auspices of the Chicago Board 
of Underwriters. It was not possible for 
them to continue that this year and a 
special committee has been organized to 
carry the work forward. On that com- 
mittee are several who have been in- 
terested in the work of the Institute for 
many years. It would seem.as though 
the work in Chicago can in time be de- 
veloped to a high level, but it will take 
a few years to do this. In Chicago an 
address was also made before the West- 
ern department of the America Fore 
Companies. This department has had a 
study group for some years and this year 
has decided to follow the Institute 
courses rather than its own outlines. The 
expectation at the time of the secretary’s 
visit was that there would be between 
forty and fifty in the class. 

“At Stevens Point there has been a 
genuine interest in the Institute work 
for some few years and the object of 
this visit was to get in touch with those 
who have been engaged in the work and 
endeavor to stimulate the movement and 
increase the activity. From the state- 
ments received, this appears to have been 
accomplished. 

“All this of course costs money, but 
if anything can be done without money, 
we have yet to find out what it is. If 
the Institute were in a position to spend 
more for visits of this kind, I believe 
there is not the slightest doubt that its 
work would be greatly augmented and 
the whole educational movement would 
be stimulated. 

“The Institute movement had its ori- 
gin in Manchester, England, in 1873 and 
has been continuously active since that 
time. This year there was celebrated at 
Manchester the diamond jubilee of the 
Institute movement and it was the privi- 
lege of the secretary to represent our 
Institute at this meeting. I simply re- 
affirm what I have stated many times be- 
fore, that the interest in the Chartered 
Insurance Institute is deep, widespread 
and continuous. As an evidence of this, 
the diamond jubilee was distinguished by 
the announcement that provision had 
been made to commence the erection of 
a home for the Institute in the City of 
London. No greater evidence could be 
submitted that the Institute holds in 
Great Britain a position which ranks it 
among the substantial educational bod- 
ies and is gradually developing the spirit 
of professionalism among those engaged 
in the business. As usual, your secre- 
tary was treated with the utmost cor- 
diality at the conference. 


Publicity 
“A question which has received a great 
deal of consideration without any solu- 
tion being reached is the matter of pub- 


rious organizations who have without 
money and without price mailed out cop 
ics of the pamphlet dealing with the cor- 
respondence courses. Thanks are due 
and gladly rendered to the Syracuse Di- 
vision of the New York Fire Insurance 
Rating Organization, to the New Eng- 
land Insurance Exchange, to the South- 
Fastern Underwriters Association and to 
the New Hampshire Rating Organization. 
The results of this free publicity cannot 
be determined until the correspondence 
courses have started which they do on 
November 7. Students are not prone now 
to pay fees far in advance. 

“It undoubtedly would be quite to the 
advantage of the Institute if it could for 
some weeks prior to the beginning of the 
fall studies advertise in the insurance 
press, that is in a selection of insurance 
papers so as to cover the country. That 
is out of the question with our present 
funds but is something towards which 
there could be a steady drive. 


Exchange of Theses with Chartered 
Insurance Institute 

“The Chartered Insurance Institute of 
Great Britain has very graciously invited 
this Institute to have one of its mem- 
bers prepare a paper on a subject to be 
chosen by us for inclusion in the next 
volume of their journal. This is only 
one evidence of the co-operation between 
the two bodies which must as time goes 
on be of mutual advantage. The board 
of governors have this subject actively 
in hand and no doubt a paper will be 
submitted which is worthy to represent 
the insurance business of this country. 
The journals of the Chartered have a 
world-wide reputation and I venture the 
statement that the last volume reached 
a very high place in insurance literature. 

“A proposition has been made that a 
fund might be raised and the income 
used as a prize to be competed for by 
members of both Institutes through 
papers written on some selected subject. 
If this could be brought about, it un- 
doubtedly would be a most healthy stim- 
ulus to the study of insurance problems. 


Correspondence Course in Agency 
Management 

“The Institute has had submitted to it 
a proposition looking to the establish- 
ment of what might be considered ,a spe- 
cial course in agency management. This 
is now under consideration, but the mat- 
ter is so important that we can hardly 
expect to see any conclusion reached 
before another year. The matter itself 
raises the somewhat broad question of 
how much the Institute should under- 
take. Whatever be the _ conclusion 
reached, this must be borne in mind that 
just as far as possible the Institute should 
occupy advanced territory and embrace 
new opportunities. If the Institute does 
not respond to reasonable demands for 
educational courses, other methods will 
probably be developed to the detriment 
of the Institute movement. 

Courses in Company Offices 

“There are many insurance companies 
which conduct study groups in their own 
offices. These groups meet under the 
guidance of someone, either at stated in- 
tervals or from time to time, and the 
students are prepared for the examina- 
tions. This method is usually—I think 
almost entirely—in communities where 
there is no insurance society and no rea- 
sonable prospect of there being one. We 
have done all we could to encourage this 
method of study without in any way 
diminishing our support of the other 
forms, that is the societies and, where 
no other course is available, the corre- 
spondence courses. It seems to me that 
there are many companies whose head 
offices are at a distant point which might 
well develop study groups using the In- 
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Jas. J. Hoey Presents Colors To 


American Legion Insurance Post 


Prominent Local Agent and Recovery Party Candidate For 
Borough President Central Figure in Color- 
ful Ceremony Here 


James J. Hoey, candidate of the Re- 
covery Party 


ough of Manhattan, was the central fig- 


for president of the Bor- 


ure on Saturday afternoon in the presen- 
tation of a stand of colors to Insurance 
Post 1081 of the American Legion. The 


ceremony was performed in front of 80 
MAU 


Maly 
mii 





ment, represented our family in France 
in the war. One of the proudest treas- 
ures of my dear old Irish mother is the 
citation which hangs in her room, signed 
by Major General John F. O’Ryan, com- 
mander of the 27th Division, in which 
Father Peter is commended for intrepid 
bravery .under fire in succoring the 


James J. Hoey presenting colors to the Insurance Post of the American Legion 
last Saturday in front of 80 Maiden Lane Building 


Maiden Lane, and the colors were ac- 
cepted by James S. Russell of the White- 
hill Agency, commander of the insurance 
post. The deputy commanders are Eu- 
gene Richards, an agent; John Walsh 
and Charles Lohmuller of the North 
British & Mercantile; and the adjutant 
is J. Goerl, an adjuster. J. J. Ward of 
Stewart, Hencken & Will is chairman 
of the American Legion insurance post 
charity ball committee. This ball will be 
given at the Hotel New Yorker on No- 
vember 10. It is one of the activities of 
the post in a movement to start a re- 
employment bureau for insurance peo- 
ple. 

The flag presentation was preceded by 
a brief parade through the insurance dis- 
trict, headed by the Holy Cross fife and 
drum corps, a talented lot of boy musi- 
cians. Mr. Hoey was introduced by Wil- 
liam Bonner of Stewart, Hencken & 
Will. In his address he said in part: 

“Tl am delighted that the insurance post 
of the American Legion is increasing in 
numbers and growing in influence. My 
mind goes back to the days when our 
boys answered the call of our President, 
Woodrow Wilson. One of the regrets of 
my life is that I was not a soldier in the 
World War. Perhaps you boys who were 
drenched by the rains and wallowed in 
the mud of sunny France may marvel 
at this statement. Nevertheless it is true. 


Brother Was Chaplain 


“My younger brother, Father Peter E 
Hoey, chaplain of the old Seventh Regi- 


wounded and burying the dead in the 
Dickiebush sector. 

“In my mother’s treasure chest there 
are the French Croix de Guerre with 
palms, and the same decoration awarded 
by King Edward of Belgium. Nor was 
America forgetful of my brother’s serv- 
ice, for in that same treasure chest is 
the Distinguished Service Medal. Those 
decorations won on the field of battle 
impress indelibly upon my mind _ the 
duty of America to the men who have 
done their duty to their country. 

“Gentlemen, in the hospitals of this 
country are men for whom the war nev- 
er will end. I regret to say that in some 
cases America has not done its full duty 
to wounded veterans. There are too 
many men on the compensation lists who 
have no legitimate claim to aid from 
Uncle Sam. There are cases—the news- 
papers cited them—where men who were 
injured in office jobs; men who had their 
fingers crushed, or maybe it was bruised, 
by desks closing on them, who are re- 
ceiving compensation far in excess of 
that received by men who were torn by 
shrapnel or deluged by deadly phosgene 
gas. 

“T submit to you veterans of the Great 
Scrap that men wounded in battle, 
gassed in battle, should receive the full- 
est compensation from this country. I 
submit to you that the widows, the aged 
mothers, the children of these veterans, 
permanently disabled in action, should 
receive the fullest compensation. 

“IT submit to you that compensation 


lists should be 
veteran be judged by the gauge of serv- 
ice he rendered to this country and not 
by any power of friends or influence. 

“Tt is my very great pleasure to pre- 
sent this standard of colors to the Insur- 
ance Post and trust they will treasure 
them among their priceless possessions. 
May they never be unfurled, except in 
a righteous cause. May the colors of the 
flag and the stars thereon be ever an 
inspiration. May your love of country 
continue until death closes your eyes.” 





Insurance Men Form 
Committee to Aid Hoey 


David Rumsey, prominent New York 
lawyer, is chairman and Archibald J. 
Smith, member of Zweig, Smith & Co., 
is secretary of the Insurance Committee 
formed to aid in the election of James 
J. Hoey of Hoey & Ellison as president 
of the Borough of Manhattan on the 
ticket of the McKee Recovery party. 
The headquarters of the Hoey Insur- 
ance Committee are located in Room 152 
it the Hotel Astor. 


Newark Safety Council 
On Fire Prevention Week 


The Newark Safety Council, presenting 
its report on Fire Prevention Week in 
Newark, N. J., says that it was one of 
the most successful campaigns in the his- 
tory of the city. The council co-operated 
with the Newark fire department as well 
as the fire prevention bureau and spread 
the message of fire waste throughout the 
city. 

There were a number of means used to 
impress the public which included a 
demonstration of the fire fighting and 
fire prevention equipment of Newark 
public lectures given in the schools and 
before civic clubs, as well as stickers on 
the menu cards of the hotels and clubs 
and moving pictures which were given in 
various parts of the city. In addition 
there were 1,500 posters displayed 
throurhout Newark and an essay contest 
on “Fire Prevention” among school chil- 
dren for which medals will be awarded 
by the safety council. 


N. E. EXCHANGE COMMITTEE 

A nominating committee has been ap- 
pointed by the New England Insurance 
Exchange to select candidates for of- 
fice during 1934, the elections to be held 
at the annual meeting in January. Those 
on the nominating committee include the 
following: Murray S. Bradish, Spring- 
field Fire & Marine; Samuel D. Henry, 
Security of New Haven; Harry R. 
Worthley, Queen; Kenneth H. Erskine, 
Liverpool & London & Globe, and Her- 
bert H. Plummer, Niagara. R. A. Cum- 
mings, staff adjuster in New England of 
the Phoenix Assurance, has been elected 
an active member of the Exchange. 





PHILA. COMMISSION PROBLEM 
Association and non-association agents 
in Philadelphia are to confer with the 
fire insurance companies on problems af- 
fecting Philadelphia proper and_ the 
suburban territory. Harold Haskins, 
William Foster, Jr.. and M. B. Foard 
have been appointed as a committee to 
represent the non-board agents. The 
Philadelphia association will also name a 
committee of three and the companies 
will be represented by a similar commit- 
tee. The three groups will meet soon to 
attempt to reach a satisfactory solution 
of the commission problems. 





A. W. NEALE MARRIES AGAIN 

A. W. Neale of the Neale-Phypers In- 
surance Co. of Cleveland and a former 
president of the National Association of 
Insurance Agents, and Miss May Chand- 
ler were married recently. Mr. Neale’s 
first wife died several years ago. He is 
70 years of age. 


revised free from any 
form of political favor, and that every 


—=—_—_— 
BOSTON MARINE COURSE 


Insurance Library to Give Inland Marine 
Lectures for First Time; G. L 
Richards Lecturer 

_The Insurance Library of Boston j, 
giving a course on inland marine ingyr. 
ance this year for the first time since 
the lecture courses on insurance yb. 
jects started. George L. Richards, map. 
ager of the ocean and inland marine ¢e. 
partment for northern New England oj 
the Boston branch office of the Aetna 
Lite companies, will be the lecturer, He 
began his insurance career in the home 
othce of the Boston and was one of the 
first four men to pass the examinations 
of the Insurance Institute of America 
thus recognizing early the value of jin. 
surance educational work. The course 
consists of a series of fifteen lectures to 
be given on Monday evenings at 6:15 
p.-m., beginning November 6. 

Several Boston insurance men will lec- 
ture on the various subjects included in 
the fire insurance courses. Among them 
are: David McInnes, chief of the rating 
department of the Boston Board of Fire 
Underwriters, on the universal mercan- 
tile schedule; Howard P. Forbes, spe- 
cial agent of the Philadelphia Fire % 
Marine Insurance Co., on the analytic 
system for the measurement of relative 
fire hazards (Dean System); John § 
Caldwell, assistant secretary of the New 
England Insurance Exchange, on fire 
protection, public and private. 

Gorham Dana, formerly manager of 
the Underwriters Bureau of New Eng- 
land, on fire prevention and _ protection 
and on fire insurance plans; Clinton B. 
Elwell, branch manager of the Fire Com- 
panies’ Adjustment Bureau, on side lines; 
and C. W. Mowry, manager of the in- 
spection department of the Associated 
Factory Mutual Fire Insurance compa- 
nies, on automatic sprinkler equipment 
and supervisory service. 





G. M. McCarthy Special 


For National Union Fire 


The National Union Fire has appointed 
G. M. McCarthy as special agent with 
headquarters at 89 Broad Street, Bos- 
ton. He succeeds State Agent Jones, de- 
ceased, and will assist General Agent 
Frank E. Dunham in supervising the 
New England territory. Mr. McCarthy 
goes to the National Union with many 
years’ experience, having traveled the 
same territory for the Scottish Union & 
National and the Northern of New York. 
His early training was obtained with 
local agencies in Boston. 





PHILADELPHIA AGENCY CHANGE 
Prevost & Herring, prominent Phila- 
delphia agency, on November 1 will dis- 
continue its automobile and all-risks de- 
partments, except for direct writings, 
and will concentrate on the development 
of fire agency and brokerage lines. A 
large volume of casualty, iiland marine 
and jewelry business has been turne 
over to former employes. Samuel 6. 
Johnson will continue that part of the 
business at 321 Walnut Street where he 
will have William F. Beadle associated 
with him. H. Townsend Wilson 1s pres- 
ident of Prevost & Herring and James A. 
McGann, Jr., is secretary-treasurer. 





NEW YORK FIRE ELECTIONS 


Albert N. Butler, who resigned recent- 
ly as special deputy superintendent 0! 
the New York Insurance Department to 
become a vice-president of Corroon 
Reynolds, was last week elected a vice- 
president and director of the New York 
Fire. R. A. Corroon, Jr., also was electe¢ 
a director of the company and John R. 
Barry was elected a member of the ex- 
ecutive and finance committees. 





WITH LEE W. COFFEY 


The Lee W. Coffey Agency of 16 Coutt 
Street, has been appointed agent for 
Brooklyn for the North Carolina Home. 
The Reliance of Philadelphia is repre 


sented also by this agency. 
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Running For Comptroller of N. | & 


James I. Cuff, Counsel of Insurance Co. of North America 
Fleet, Regarded by Insurance Men as Having Ability and 
Courage Necessary to Handle One of City’s Most 
Difficult Posts; Began Work as Boy in Coal Mines 


James I. Cuff, counsel for Greater New 
York of the companies in the Insurance 
Co. of North America fleet, one of the 
best known and most efficient of the 
insurance legal fraternity in the metrop- 
olis, was sitting in his home in Brooklyn 
about a month ago when he was called to 
the telephone by Joseph V. McKee and 
George V. McLaughlin. Mr. McKee is 
the Recovery Party’s candidate for may- 
or. Mr. McLaughlin, who is president 
of the Brooklyn Trust Co. and a former 
police commissioner of this city and 
banking commissioner of New York 
State, was on the wire. He is manag- 
ing the McKee campaign. 

“Jim, we want you to run for comp- 
troller of this city,” said Mr. McLaugh- 
lin. “You are familiar in a general way 
with the situation. This town needs a 
man‘ of your caliber in that office. We 
think you have the courage and ability 
which the post requires. You have the 
legal knowledge necessary for the job, 
know your own mind, and have the in- 
tegrity and reputation which are essen- 
tials. May we have your consent to put 
you on the ticket?” 

Decides to Run 

It was a big surprise to Mr. Cuff. He 
had not been in public life since the days 
when he was assistant district attorney 
of Kings County when Charles J. Dodd 
was district attorney. He had made a 
fine reputation as a prosecutor and when 
he left that office to go with the Insur- 
ance Co. of North America he thought 
that he had left politics behind for good 
and all. But the invitation interested 
him. Always a close student of public 
affairs he has been an observant follower 
of events at the city hall; appreciated the 
responsibilities of the position; knew that 
the budget requirements for the next 
twelve months would foot up more than 
half a billion of dollars; was aware that 
two of the best comptrollers in the his- 
tory of the metropolis had been lawyers 
—Edward M. Grout and Charles L. 
Craig; felt that the call was one he 
should not disregard; and his answer 
was that he would run with pleasure. 

The news of his nomination made a 
very fine impression, especially in the in- 
surance district, where he is so well 
known and highly regarded. That he 
had many qualifications for the post was 
obvious. The office of comptroller of 
the City of New York has a great deal 
to do with legal problems. The charter 
of the city assigns to the comptroller 
many duties respecting audits and pass- 
ing on legality of claims. It is a job 
where the legal mind, combined with 
ability to grasp large financial problems 
and financial set-ups, is needed. Mr. 
Cuff in his surety legal work had had 
considerable insight into finance, not 
only where financial research and inves- 
tigation were required all in the day’s 
duties, but had also on occasions been 
special counsel for banks. Generally re- 
garded as one of the best fact-getters in 
town, he is also a man who looks a situa- 
tion in the face and is not afraid to act. 
The comptroller’s power over the city’s 
finances is great. He must be a man will- 


ing to take a strong position, no matter 
how unpopular, in conserving the city’s 
income and in giving advice relative to 


the distribution, handling and sometimes 
withholding of the city’s income and re- 
sources 


Boy in Coal Mine 


James I. Cuff has had a career which 
contains few soft spots. From the time 
he started working in the coal mines of 
Pennsylvania boy he has kept on 
the job. He was 11 years old when he 
started in a breaker, the job lasting ten 
hours a day for which the pay was 45 


cents. It consisted of picking slate. 
Later, he drove a team of mules. During 
the winter time he managed to crowd 
in a couple of months’ additional edu- 
cation, but after reaching the age of 13 
he quit being a school pupil in the 
mining section. Always he wanted to be 
a lawyer and he did considerable day- 
dreaming, especially after reading Daniel 
Webster’s speeches and cases. One day 
a chute boss thought he was dreaming 
too much and hurled a piece of coal at 
him. It caught him on the forehead di- 
rectly over the right eye, and he still 
carries a blue scar to remind him of that 
unfortunate incident. 

The longer he worked in the coal mines 
the more discouraged he got as he could 
not see much future. The advance was 
either to be a full-fledged miner or—and 
this did not happen often—to become a 
mine boss. One of the distressing things 
he saw was the plight of miners when 
they got old and could not stand the 
gaff any longer and would become slate 
pickers, going back exactly where they 
started. 

Comes to New York 

A chance to teach school in Mayfield 
near Scranton presented itself and he 
accepted it. Then in 1901 he came to 
New York. It wasn’t easy getting a po- 
sition, but he finally was successful and 
for a year worked on street cars at night. 
Eventually, he got a job with the Fidelity 
& Casualty when George F. Seward was 
president, and studied law at New York 
Law School. His job with the Fidelity & 
Casualty was clerical. From there he 
went to the American Surety where he 








Photo Underwood & Underwood 
JAMES I. CUFF 


was a fidelity examiner. In 1906 he was 
admitted to the bar and his luck began 
to change. He did some general practice 
and became, too, counsel for two small 
surety companies. In his practice he spe- 
cialized in insurance work and got a 
good insight into several divisions of in- 
surance, but at that time more particu- 
larly surety insurance and its problems. 
Then he was appointed assistant district 
attorney in Kings County (Brooklyn) 
and was senior trial assistant for four or 
five years. It was at a time when there 
were some noted prosecutions and Mr. 
Cuff made a splendid record. 
Noted Cases 

One of the best known cases was the 
trial of Charles T. Davis, a millionaire 
surgical suture manufacturer, who had 
killed a detective. Six alienists testified 
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Have you life insurance 


- - - to cover the mortgage on your house so that 
your wife and children will not have to pay it if you 
do not live long enough to clear the debt yourself? 


- - - to give your family an income or to help put 
your children through college, if you should not be 
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property or other investments? 
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If you are protected against these contingencies, 
your mind is free from worry; you have made 

your self and your family secure. 

are financially independent. 





Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


You 























that he was insane and he was sent ty 
an asylum. After four years when he 
thought the storm had blown over anq 
that the indictment would be dismissed 
Davis succeeded in getting released from 
the asylum, but he was prosecuted } 
Cuff and given a ten years’ sentence. , 
_Cuff also prosecuted a member of the 
Navy Street gang who had reappeared 
and surrendered after a ten years’ ab- 
sence from Brooklyn. Forty murders 
were attributed to the gang. The gang. 
ster was successfully prosecuted, sen. 
tenced to death and electrocuted. 

Another fine job was done in the case 
of three brothers who ran a chain of 209 
food stores and had caused a loss of 
$2,000,000 through issuance of fraudulent 
and duplicate warehouse negotiable re- 
ceipts. They were found guilty and sen. 
tenced. ’ 

Mr. Cuff has developed into a good 
campaigner; is making his share of 
speeches ; has been drawing large crowds 
and his talks are very well received. ' 


COMPANY CONTENTION UPHELD 





Appellate Term of N. Y. Court Rules 
That Suits Must Be Brought 
Within 12 Months After Fire 

The Appellate Term of the New York 
Supreme Court, Second Department, has 
affirmed without opinion the decision of 
the City Court, holding that an action 
against an insurance company under the 
standard fire insurance policy must be 
brought within twelve months next after 
the fire, and that the twelve months’ pe- 
riod starts to run from the day after the 

re. 

The assured contended in the lower 
court that the twelve-months’ period 
commenced sixty days after the filing of 
the proofs of loss, because his right to 
sue the insurance company did not ac- 
crue until sixty days after the filing of 
the proofs, and that the intent of the 
policy was that the assured should have 
twelve months within which to bring 
suit; and that because it was necessary 
to wait until sixty days after the filing 
of proofs before suit could be brought, 
that in reality the assured did not have 
a full twelve-month period within which 
to institute action. 

No opinion was written by the Appel- 
late Court, and an application will be 
made to appeal from the decision to the 
Appellate Division of the Supreme Court. 

Alex Davis of the law firm of Gold- 
stein & Goldstein appeared for the as- 
sured. Parker, Perigo & Bonynge rep- 
—— the New York Fire Insurance 
0, 





LAW FIRM REORGANIZED 


The well-known law firm of Richards 
& Affeld, 141 Broadway, New York, 
which was dissolved by the death of 
Dickinson W. Richards, has been reor- 
ganized under the firm name of Affeld, 
Sowers & Herrick and continues at the 
same location. The members of the new 
firm are Francis O. Affeld, Jr., Frank 
Sowers and Harold E. Herrick. Edward 
L. Richards is associated with them. 





OBSERVES 50TH ANNIVERSARY 


J. M. Kralovec, senior member of the 
Chicago agency of J. M. Kralovec & 
Sons, and Mrs. Kralovee will celebrate 
their fiftieth wedding anniversary today. 
He is 75 years of age, is a director of 
the Federal Union of the Royal-Liver- 
pool group and a charter member of the 
Chicago Board of Underwriters. 





IN BANKRUPTCY 
William J. Bentley, insurance agent, 
Jamestown, N. Y., has entered voluntary 
bankruptcy with liabilities of $8,004 and 
assets of $5,758. Emmett H. Ross of 
Jamestown is attorney for the bankrupt. 


65 PASS BROKERS’ TESTS 
Sixty-five out of a total of 136 candi- 
dates qualified for insurance brokers 
certificates of authority in the examuina- 
tions conducted by the New York Insur- 
ance Department in New York City on 
October 13. 
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ASSETS 
Cash in Banks and Trust Companies....................... $10,327,314.48 
United States Government, State, County 

and Municipal Bonds ...-.ccccscvcvsensesssnsseuennnenn 14,873,788.30* 
Other Bonds and Stocks... .ecccccccssssssssnsssesessnseeeeeensee 57,744,749.52* 

Premiums in course of Collection...0..--ccccceeon 9,616,982.06 

ce en ee 455,374.00 

Other Admitted Assets ..0..ccccccccsscssscsusesnsennee 1,298, 186.00 

$94,316,394.36 

LIABILITIES 

I iiicicissiircssecctisenibeaaniniciesglinemnn $12,000,000.00 

Reserve for Unearned Premiums...................:0000---- 36,907,377.00 

ee 6,536,194.00 

Reserve for Unpaid Reinsurance......................... 879,157.41 

Reserve for Taxes and Accounts..........cccc:cccccee- 625,000.00 
Reserve for Contingencies ..cccccccscscesneessnne 9,860,515.00* 

SR hicescsscintvioeieeintetmsi 27,508, 150.95 

$94,3 16,394.36 


Surplus as regards policyholders $39,508,150.95 


* Reflecting Actual Market Quotations of June 30, 1933. 
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Qualification Tests 
For Agents Defended 


DEPARTMENT OFFICIAL SPEAKS 


H. R. Teitrick rv) " Pennsylvenia Says 
Tests Have Kept Many Unquali- 
fied Agytanste Out 
Qualification tests for applicants for 
agents’ and brokers’ licenses have worked 
in Pennsyl- 


for the benefit of insurance 


vania and prove a sound foundation for a 
well-informed agency force, in the 
Teitrick, chief of the 
division of agents and brokers of the 
Pennsylvania Insurance Department. He 
defended the principle of the state li- 
censing plan through qualification tests 
in a talk which he delivered recently be- 
fore the annual meeting of the Ontario 
Fire and Casualty Insurance Agents’ As- 
sociation at Toronto. The speaker said 
that the large number of applicants who 
fail to pass the tests is proof of the fact 
that unqualified persons are still seeking 
to enter insurance as producers. On the 
other hand, he showed that the compan- 
ies are not being restricted in the total 
number of agency appointments by vir- 
tue of the qualification requirements. 

Discussing the basis upon which the 
Pennsylvania examination system rests 
Mr. Teitrick said in part: 

“There are three possible methods 
which might be used to secure well in- 
formed agents and brokers. The first 
would be to have no restriction or super- 
vision, and permit competition to weed 
out the unfit. This method is objection- 
able, however, as the insurance compan- 
ies, other agents and the public must 
suffer while the uninformed agent is 
demonstrating his incompetency. They 
must suffer not only from the agent who 
has ability but is learning the business. 
but also from those who are incapable of 
learning and who, when they are elimi- 
nated. leave misinformed policyholders, 
established agents with decreased vol- 
ume of business and companies with the 
obligation to straighten out mistakes. 


opin- 


ion of Harold R 


Selection by Companies 

“The second method to secure well- 
informed agents and brokers would be 
by company selection. There is much to 
be said for this method. but the actual 
fact is that while many, if not most com- 
panies, interest themselves in the selec- 
tion of proper agents and in the educa- 
tion of those agents, some companies, 
and practically all companies in occa- 
sional cases, do not maintain a_ high 
standard in their selection. 

“The companies desiring a high stand- 
ard are handicapped in bringing about a 
uniformly high class of agents. as they 
are limited to the agents of their own 
company in enforcing qualification re- 
auirements. The competing companies 
that do not have any standard of aual- 
ification can place uninformed and nn- 
desirable agents in the same field and in 
the same business to the general disad- 
vantage of the business as a whole. It 
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is also embarrassing to companies that 
desire to maintain high standards if they 
refuse certain applicants who are per- 
haps relatives or friends of those con- 
nected with the organization or who per- 
haps control some one desirable line of 
business. 

“The state requiring qualification for 
license is a relatively new idea. Please 
note that it does not interfere with com- 
panies setting up their own standard of 
qualification if their standard is higher 
than that established by the Government. 
The examination of agents and brokers 
was introduced in Pennsylvania in 1927. 
I note that at the present time sixteen 
states of the forty-eight states of the 
United States have now established, 
either by law or regulation, a require- 
ment that applicants for license must 
meet a test of their knowledge. 

“May I inject a note of warning, how- 
ever, that state supervision of qualifi- 
cation must be based purely on the de- 
termination of the applicant’s knowledge 
and must not be misused to eliminate 
those who are undesirable on account of 
reasons other than their lack of informa- 
tion. Supervising authorities must not 
be forced or permitted to use the exam- 
ination for any other purpose than that 
for which it was originally intended, 
determine the knowledge of the appli- 
cant. 

Review of Six Years’ Results 

“There was so much controversy and 
varied theories advanced when we estab- 
lished examinations that the department 
has been very interested in making a 
survey of the results of six years of ex- 
aminations in Pennsylvania. We felt that 
the salient points to be determined were: 
The effect on the quality of the appli- 
cants, and the reaction of the companies 
at the present time. 

“Survey of our files shows that in 1926, 
before the establishment of agent’s qual- 
ification, we issued 130,604 agents’ li- 
censes in the state. Last year we issued 
159,320. It is, therefore, obvious that the 
examination has not prevented insurance 
companies from securing agents. 

“Tt would most certainly appear from a 
consideration of the previous education 
and previous employment of applicants 
for license in Pennsylvania that while 
the improvement was slight from 1922 to 
1927, during the following five years of 
examination the improvement has been 
marked. 

“T was particularly 
ting the reaction of the insurance com- 
panies, and in order to secure this in- 
formation a brief questionnaire was sent 
to the companies, in which they were 
asked their reaction to the examination. 
The question was whether or not the 
examination system in Pennsylvania was 
a benefit or a hindrance. This informa- 
tion was requested on an unmarked blank 
on which we made no attempt at identi- 
fication of those replying. 


interested in get- 


Company Views on Tests 
“Of some 500 forms sent out, 265 re- 
plies stated a definite position. Of the 
265 replies, 195 reported wholly or par- 
tially in favor of the examination. Sev- 
enty from their statements would appear 
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to feel that the examination was more of 
a hindrance than a benefit. You will 
note that 74% of the companies doing 
business in the state that have an re- 
port to make on written examinations 
are either wholly or partly in favor of 
the examinations, and in fact all of the 
ce ympanies in our state are giving us com- 
ple te co-operation. 

“From our experience in Pennsylvania 
I would report to you that the examina- 
tion of insurance agents and brokers to 
determine their qualification for license 
is theoretically sound, and that the re- 
sults in Pennsylvania justify its contin- 
uance in that state and its adoption by 
any state. It is a sound foundation for 
a well-informed agency force, which is 
one of the main pillars in the institution 
of insurance.” 





TAUNTON, MASS., HAZARDS 

Fire-fighting facilities in Taunton, 
Mass., could be improved, the National 
Board of Fire Underwriters says in a 
report on that city. While the water sup- 
ply is good, the fire department is held 
to be seriously under-manned. The fire 
alarm equipment is considered old and 
unreliable and is centered in a hazardous 
building. While the city suffers an aver- 
age of 6.27 fires per 1,000 of population 
per year its average loss per capita was 
$3.61 for the last five years. For this 
period the gross fire loss was $668,790 
for this city of 37,000 population. The 
annual loss ranged from $80,133 in 1931 
to $193,122 with an average loss per fire 


of $577. 


LLOYD’S MAN LEAVES FRIEND $500 


John W. Bowen, well-known Lloyd’s 
underwriter who passed away recently, 
left unsettled estate valued at £55,677 
($278,385). Among his various bequests 
was one of £100 ($500) to Hubert Bar- 
ham of Lloyd’s, “for the purchase of 
some memento of our wonderful friend- 
ship during many years.” The bulk of 
the residue was left in trust for testa- 
tor’s wife. 
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Macaulay Canadian 


Marine Sup’t of Aetna 


Douglas H. Macaulay, special agent 
for the Aetna (Fire) and its subsidiary, 
the World Fire & Marine in Canada, 
has been appointed marine superintend- 
ent of the companies for the entire Do- 
minion with headquarters at 510 Metro- 
politan Building, Toronto. Mr. Macaulay 
has had many years’ experience in the 
marine insurance business. He _ began 
his insurance career with Macaulay, 
Nicolls, Maitland & Co., Ltd., general 
agents, in Vancouver, B. C., in 1918. Un- 
til appointed marine special agent for the 
Aetna in 1931 he was for ten years con- 
nected with the marine department of 
the Home of New York. Philip S. May 
has been transferred from the home of- 
fice to become Mr. Macaulay’s assistant. 





I. M. U. A. Questionnaire 
On N. Y. Representation 


The Inland Marine Underwriters As- 
sociation late last week sent question- 
naires to its members in connection with 
rules for company representation and ac- 
quisition cost for Greater New York. 
This information is desired in connection 
with new agency qualification rules going 
into effect October 31 which provide that 
no agents may have any brokerage bus- 
iness or interest in any brokerage firm 
if he is to get the full agency commis- 
sions. These range from 20 to 25%. 
Brokerage compensation is 10 and 15% 

This questionnaire defines company 
counters, branch offices, marine mana- 
gerial offices and metropolitan agents and 
asks each company to show whether it 
has units of these types and how many 
of each. If it has representation of any 
other character in the New York metro- 
politan territory it is asked to indicate 
this. When replying the questionnaire 
must be signed by the chief executive 
of each company member. 


Nat’! Board Report On 


Lawrence, Mass., Hazards 


Satisfactory fire-fighting facilities, low 
heights and good accessibility combine to 
keep the conflagration hazard moderate, 
but severe group fires are probable 
throughout the principal mercantile dis- 
trict of Lawrence, Mass., the National 
Board of Fire Underwriters says in a 
report on that citv issued after a survey 
by National Board engineers. 

The total fire loss for the city of 85.000 
during the past five years amounted to 
$1,185,504, with an annual loss varying 
between $140,624 in 1931 and $471.418 in 
1928. The average number of fires 15 
263 a vear. and the average loss per fire 
was $902 for the five-year period, which 
the National Board considers a high fig- 
ure. The average annual number of fires 
per 1,000 of population was 3.1, a low 
figure, and the average loss per capita 
was $2.79, which is a moderate amount. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








When on my vacation, out of my field 
and in New Lork, I usually spend a day 
wandering up and down William Street 
and adjoining streets to see my old 
friends, most of them former fieldmen 
in New York State and now mostly in 
high executive offices. Recently in call- 
ing on J. B. Turk, now a broker and at 
one time special agent in New York 
State for the old Jameson and Freyling- 
huysen companies, I became acquainted 


with Lloyd Vosseller of the Perrin 
Agency, also a fieldman at one time. We 
went to lunch together and Mr. Eager 


of The Eastern Underwriter joined us, 
moving to our table by invitation. 
Among other things we talked of the 
difficulty of remembering names of peo- 
ple we had come in contact with long 
ago, and I spoke of my system of asso- 
ciating names with surroundings or 
things that fitted into the “drawer” of 
the many-drawered bureau that men call 
memory. For instance, I told Mr. Vosel- 


ler that I never forgot the name of his 
agency because there was and is a fa- 
mous sauce, much seen on dining-room 
tables in the past up-state, by the name 
of Lea & Perrins’, and the name of the 
sauce and the agency’s name was indeli- 
bly fixed in my mind by that “associa- 
tion of ideas,” which is the basis of all 
so-called memory systems. 

The great Napoleon claimed that the 
difference between him and many others 
was that he could safely store things he 
wished to remember in a “drawer” in 
his brain and pull out the drawer when- 


ever he wanted the information. Na- 
poleon unconsciously used the memory 


system based on association of ideas or 
facts, filing more or less corelated facts 
or things in the same drawer, like a 
good filing system. This later led to 
various discussions of first impressions, 
which may be lasting ones, though not 
necessarily right, but the influence of 
which lasts through a lifetime. 





Urge Marine Division 
Of Fire Protection Ass’n 


Officers of the National Fire Protec- 
tion Association, marine underwriters, 
representative of steamship companies, 
shipbuilding concerns and others met in 
New York Wednesday to consider the 
formation of a marine division of the 
N. F. P. A. Up to now the problem of 
reducing marine fire hazards has been 
handled by the marine committee of the 
N. F. P. A., the chairman being S. D. 
McComb, manager of the Marine Office 
of America. At Wednesday’s meeting a 
motion was adopted that a marine di- 
vision be organized. The chairman, Mr. 
McComb, was authorized to appoint a 
committee to prepare a tentative plan for 
submission to the directors of the N. F. 
P. A. 

While nothing definite has yet been 
decided upon, it is believed that when 
the marine division is formed, the two 
standing committees of the N. F. P. 4 
which now deal with marine hazards 
will function as they have done but that 
the marine committee, before submitting 
its wr and recommendations to the 
N. F. P. A. will first submit them to the 
marine division where the committee will 
gain the advantage of the views of prac- 
tical shipping men. This would tend to 
make the reports of the committee more 
valuable than if they were compiled sole- 

by marine underwriters, fire preven- 
tion experts and others who have not 
actually operated ships. 

a ASS’ N INFLICTS FINES 

The National Automobile Underwriters 
\ssociation last week imposed fines on 
several company members for violations 
of rules. The association has adopted a 
firm attitude toward adherence to regu- 
lations and intends to deal more strictly 
with violations in the future than per- 
haps has been the case in the past. 


GEORGE A. GARRETT DEAD 
George A. Garrett, of Cleveland, Ohio 
state agent of the Automobile, died sud- 
denly on October 20 from a heart attack. 
He was 41 years old. He leaves a wife 
and son 


V. Wankowski & Co., 
of the Maryland Casualty 
and Imperial counties, 
cently celebrated its 
versary of service 


general agents 
for San Diego 
California, re- 
twenty-fifth anni- 
to the company. 


Local Agents Code 


(Continued from Page 32) 

the Monarch Fire; Benjamin Rush, pres- 
ident of the ied Co. of North 
America; R. A. Corroon, president of the 
Corroon & Reynolds companies; Neal 
Bassett, president of the Firemen’s of 
Newark; William H. Koop, president of 
the Great American and president of the 
National Board, and Mr. Culver. 

The casualty executives designated 
their executive committee to attend the 
conference. The committee is composed 
of representatives of the following com- 
panies: Great American Indemnity Co., 
United States Fidelity & Guaranty, Hart- 
ford Accident, Aetna Life, National 
Surety, New Amsterdam Casualty, In- 
demnity Insurance Co. of North Ameri- 
ca, Employers Liability, Globe Indemni- 
ty, Massachusetts Bonding, Ocean Acci- 
dent, Travelers, Maryland Casualty, 
American Surety and General Accident. 

The American Institute of Marine 
Underwriters had the following commit- 
tee; Douglas F. Cox of Appleton & Cox, 
chairman; Hendon Chubb of Chubb & 
Son; H. H. Reed of the Insurance Co. of 
North America; John T. Byrne of Tal- 
bot, Bird & Co.; W. J. Roberts of the 
Union of Canton, and O. C. Torrey of 
the Marine Office of America. 


pe Gonud Will 
Present Legion Prizes 


\n unusual honor is to be enjoyed by 
insurance Post 1081 of the American Le- 
gion at its charity ball on November 10 
at the Hotel New Yorker, for Attorney 
General John J. Bennett, Jr., is to come 
down from Albany to present the prizes. 
These will be awarded to the successful 
contestants in the popularity contest to 
determine the most popular insurance 
girl. Mr. Bennett agreed to come when 
he learned that the one immediate object 
of the Post is to establish a free em- 
ployment bureau for unemployed insur- 
ance men and women, whether Legion 
members or not. 

The Post is glad to have a legionnaire 
with his distinguished Legion record to 
present the prizes. He is a past New 
York state commander and president of 
the American Legion Mountain Camp at 
Tupper Lake, N. Y., a convalescent camp 
maintained by the Legion for veterans 
discharged from hospitals. 
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Wisconsin Agents 
In Annual Meeting 


VARIOUS PROBLEMS REVIEWED 


President Tucker Opposes Automatic 
Cancelation; Favors Lower Auto 
Rates; Home Loan Insurance 


Several outstanding problems of local 
agents were discussed by William J. 
Tucker, president of the Wisconsin As- 
sociation of Insurance Agents, in his re- 
port opening the annual convention on 
Tuesday at Fond du Lac, Wis. With re- 
spect to agency balances Mr. Tucker said 
he believes the agents have solved this 
problem for themselves and that very 
few agents, comparatively speaking, are 
now seriously in debt to their companies. 
He doubted the wisdom of the compa- 
nies supporting a bill in the Wisconsin 
legislature placing in the hands of the 
Insurance Department the responsibility 
for watching overdue balances. This bill 
was killed but plans are ready to bring 
the bill up again at the next session of 
the legislature. 

President Tucker does not believe that 
automatic cancelation of policies for non- 
payment of premiums will really help 
cure the credit evil. On this subject he 


said: 
“We believe that the disadvantages de- 
rived from an automatic cancelation 


clause outweigh the preblematical bene- 
fits. All companies would not support 
such a movement. There would be com- 
petition on the subject between compa- 
nies. From the standpoint of the agent 
the scheme is unworkable unless our 
local boards can be made so strong as to 
be able to force penalties on those agents 
who might disregard it. A collection sys- 
tem adopted by a local board and rigidly 
followed would automatically solve the 
entire problem. 


Automobile Insurance Rates 


“In times of economic stress it is per- 
haps natural that the purely price argu- 
ment should have a strong appeal to cer- 
tain classes of insurance buyers. Stock 
automobile insurance has undoubtedly 
felt the brunt of this feeling more than 
any other class of insurance. It is true 
that mounting loss ratios compelled the 
companies to take some step to save 
themselves from financial ruin, but the 
raising of rates does not seem to have 
been the answer. If it is.true that 30% 
of all automobiles were insured in 1927, 
then it is probably true that not more 
than one-half that number are insured 
today. While the loss of income to the 
companies and local agents as a result 
of wholesale dropping of automobile in- 
surance is serious, there is the graver 
of state insurance in response 


possibility 
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to a popular demand for public protee- 
tion. It seems to us that with reduced 
rates for automobile insurance the agents 
would be able to recover many of these 
lost accounts. 


Home Owners’ Loan Corporation 


“There can be no greater contribution 
to American life than the accomplish- 
ment of the object of this act, viz.: the 
saving of the homes of its citizens from 
loss by mortgage foreclosure. Insurance 
is vitally concerned with one phase of 
this act, i.c., the insurance on the homes 
involved. It is reassuring to know that 
the administration at Washington has 
announced that insurance on the homes 
in question will be written in the locality 
where the homes are located. In spite of 
this announced administration policy we 
are advised that one agency has been 
organized in this state, headed by an ad- 
ministration official, whose purpose is t 
write all of the Home Owners’ Loan 
Corp. insurance direct. It is amazing t 
learn that five of our largest stock com- 


panies have apparently lent themselves 
to the scheme. We regard this over- 
head writing as a direct blow at the 


American Agency System, and a flouting 
of all conference agreements. 

“A representative from one of the 
largest agencies of one of the compa 
nies represented has been imported from 
outside the state and is in charge. We 
recommend first that this Association 
present our position in a spirit of fair- 
ness to the agency in question and that 
if this fails a strong protest be sent im- 
mediately to the administration at Wash- 
ington, and that the matter also be pre- 
sented to the National Association of In- 


surance Agents and the conference com 
mittee.” : 
3elieving that individualism working 


through organization is the best means 
for securing results and protecting the 
local agency system, President Tucker 
urged the Wisconsin agents to strength- 
en local boards and to secure more 
agents as members. He advocated the 
employment of a full time secretary in 
order to enhance the efficiency of the 
state association. 
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New Wisconsin Form 
To Be Available Soon 


ONLY A FEW CHANGES MADE 


One Inserts Words “With Intent to De- 
ceive” in Section Dealing with 
Acts Voiding Policy 


A few changes are embodied in the 
new Wisconsin standard fire policy form 
which will be available for distribution 
within a short time. The new form be- 
comes a part of the Wisconsin statutes, 
and although its use is not mandatory 
until January 1, 1935, on those compa- 
nies which still have supplies of the old 
forms on hand, the law provides that all 
adjustments after September 1, 1933, shall 
be made according to the statutes. 

Two of the changes in the new pol- 
icy have to do with the first provision 
in the form, and with the matter of ap- 
praisal. The opening provision is 
changed by the addition of the words, 
“vith intent to deceive.” It reads: 

“This entire policy shall be void if 
the insured has with intent to deceive 
concealed or misrepresented any material 
fact or circumstances concerning this in- 
surance or the subject thereof; or if the 
matter misrepresented increased the 
risk or contributed to any loss; or in 
caSe of any fraud or false swearing by 
the insured touching any matter relating 
to this insurance or the subject thereof, 
whether before or after a loss.” This 
places the burden of proof upon the fire 
companies. 

The section regarding appraisals 
changes the selection of an umpire, in 
cases of disagreement, from the “judge 
of a court of record” to “a judge of the 
circuit court of the county in which the 
property was at the time of fire.” 

Most changes embodied are a mere 
simplification of language. The policy 
form was passed as one of the last-min- 
ute laws enacted by the legislature. Pre- 
viously a new standard policy form which 
had provided for considerable liberaliza- 
tion of the fire insurance policy had been 
defeated in the legislature. 





BUYS TWO CANADIAN COS 

The Provident Assurance of Montreal 
has recently acquired control of the Brit- 
ish Colonial Fire and the Trans-Canada, 
both of the same city. The three com- 


panies will continue to operate inde- 
pendently but will occupy contiguous 
quarters in the same building. An in- 


crease in reinsurance facilities is pro- 
vided by the new arrangement. The 
Provident Assurance and the British Co- 
lonial Fire are tariff companies and the 
latter was formerly under the control of 
the Rossia interests. The Trans-Canada 
Is a non-tariff company. 

DEATH OF MILTON J. STRAUS 
_ Milton J. Straus, senior partner of Ju- 
lius Straus & Sons, well-known local 
agency at Richmond, Va., died last week 
after an illness of several months. He 
was born in Richmond on December 17, 
1871, and became a member of the agen- 
cy founded by his father and by a Mr. 
Millhiser. Mr. Straus was a director of 
the Bank of Commerce & Trusts, a Ma- 
son and member of several clubs. Three 
rothers and a sister survive him. 


RICHMOND, VA., AGENT DIES 

J. Leitch Wright, secretary and treas- 
urer of the Davenport Insurance Corp. 
of Richmond, Va., died suddenly in his 
omce last week. He was 47 years old. 
Years ago he joined Davenport & Co., 
Mvestment bankers, and when the insur- 
ance agency was formed about ten years 
ago he became its secretary-treasurer. 
He is survived by his widow, a son and 
a daughter. i 





HOME GOLF TOURNAMENT 

Officers of the Home of New York 
Were hosts at a tournament for the golf- 
re of the company’s staff at the Arcola 
ounty y Club near Ridgewood, N. J., last 
Pha _afternoon. Between thirty and 
orty played and prizes were awarded at 
adinner in the evening. 





CHICAGO AGENTS MEET 


Wolff, Calhoun, Goodwin and Battles 
Guests at Annual Meeting; Stitt 
Heads Local Association 

Insurance agents of Chicago turned 
out on Tuesday of last week to honor 
Allan I. Wolff, who is a Chicago agent 
himself and also newly elected president 
of the National Association of Insurance 
Agents, at the annual luncheon of the 
Chicago Insurance Agents’ Association. 
In addition, William B. Calhoun, Mil- 
waukee, and Percy H. Goodwin, San 
Diego, Cal., both past presidents of the 
National Association, and Eugene Bat- 


tles, past president of the California As- 
sociation and now a member of the Na- 
tional Association’s executive committee, 
attended the luncheon. 

New officers of the Chicago association 
elected were: L. D. Stitt of Starkweath- 
er & Shepley, chairman, to succeed Ham- 
ilton I. Loeb of the Eliel & Loeb agency; 
P. B. Hosmer of R. W. Hosmer & Co., 
vice-chairman; F. Stewart Bankhart of 
Osborne & Lange, secretary, and Henry 
C. Brummel of Brummel Brothers, treas- 
urer. New members of the executive 
committee to fill the unexpired terms of 
Mr. Hosmer and Mr. Bankhart include 
Ralph W. Miller of Conkling, Price & 
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Webb and George KR. Bowman of R. A 
Napier & Co. 

H. E. Reeves, vice-president of Joyce 
& Co., reporting for the committee con- 
sidering a policy fee of $1 on casualty 
lines similar to the charge now made on 
fire policies, said progress is being made 
and that the plan is feasible, but the 
committee desired to learn the views of 
the members before final action is taken. 





Charles C. Chartier is now connected 
with the production staff of the New 
York branch office of the Fire Associa- 
tion of Philadelphia. He has been in in- 
surance for several years. 
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division of insurance will be changed to 
contain only about twenty provisions in- 
stead of the thirty-three incorporated in 
the draft prepared at Chicago. 

Walter H. Bennett, secretary-counsel 
“' the National Association, and Paul 

. Haid, president of the Insurance Ex- 
prt Association, issued a joint state- 
ment on Tuesday’s joint conference soon 
after the meeting ended. This statement 
follows practically in full: 

“The conference was the largest at- 
tended in the memory of those partici- 
pating and included the chief executives 
of fire, casualty, surety and marine com- 


panies along with the committee of 
agency leaders. 
“Allan I. Wolff of Chicago, president 


of the National Association of Insurance 
Agents, presided in his capacity as chair- 
man of a special committee appointed at 
the association’s recent annual conven- 
tion in Chicago. 

“Representatives of all branches of the 
business took part in the discussions 
which were full, frank and temperate. 
All aspects of the problems presented by 
the Code situation were treated aud 
and freely. 

“The question of unfair competition 
n naturally was recognized as one on which 
unanimous agreement is most difficult of 
attainment. It was generally conceded 
that unfair competitive practices do ex- 
ist on the part of both companies and 
agents, and that no reasonable step 
should be left untaken to remedy them. 

“The best method of correcting such 
practices was a major subject of most 
earnest consideration. Company execu- 
tives who entered into the discussions 
expressed great sympathy for the prob- 
lems of the agent and indicated their 
hearty willingness to cooperate in ar- 
ranging relief. 

“They also pointed out that some of 
the points covered in the agents’ tenta- 
tive program would in their opinion place 
the companies in conflict with certain 
state laws, to the immediate harm of the 
companies affected and ultimately to the 
injury of the agents themselves. 

“A suggestion was made by one of the 
agents present that perhaps the business 
itself might set up machinery for in- 
ternal regulation which would take into 
account state laws and local conditions 
as well as the national aspect, thus ac- 
complishing the same thing without 
altering the present NRA Codes hereto- 
fore filed applying to insurance. 

“On that note, the conference con- 
cluded. It was suggested, however, that 
if the agents decided to file an amended 
Code applying only to insurance pro- 
ducers, the companies will appoint a com- 
mittee to confer with the agents on the 
important matters at issue. Further, it 
was stated that if the agents favored the 
suggestion of self-regulation, the com- 
panies would name a committee repre- 
senting all company interests and at- 
tempt to reach agreement on debatable 
points as early as possible. 

“About sixty were present at the con- 
ference Ten local agents attended, 
headed by Mr. Wolff. Eighteen chief 
executives of fire insurance companies, 
many of them also interested in casualty 
insurance, were present, with R. M. Bis- 
sell, presid« nt of the Hartford Fire In- 
surance Co., as fire committee chairman. 
American In- 
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Douglas F. Cox of Appleton & Cox, New 
York, as chairman, were present. The 
executive committee of the Association 
of Casualty and Surety Executives, fif- 
teen in number, were present with C. B. 
Morcom, vice-president of the Aetna 
Casualty & Surety Co., as chairman. The 
American Association of Insurance Gen- 
eral Agents, the National Board of Fire 
Underwriters, the Insurance Executives 
Association, and the Insurance Brokers 
Associations of New York, Chicago, San 
Francisco and Boston were also repre- 
sented.” 
Code Revised Tuesday Night 

After the agents’ committee on Tues- 
day night had revised the code so that 
it would be one strictly for producers 
and not deal with company practices, a 
small group of company executives rep- 
resenting fire, casualty, surety and ma- 
rine interests met with the agents’ com- 
mittee Wednesday and yesterday. It is 
probable that further revisions in the 
agents’ code will be made before it is 
finally approved by the executive com- 
mittee. 

Article 7 of the revised draft of the 
agents’ code, dealing with competitive 
practives, now deals with the following: 

Section 1 sets up as unfair competition 
rate cutting, rate differentials or the sell- 
ing, negotiating or effecting of any kind 
of insurance mentioned in Article 1 of 
the code (fire, casualty, indemnity and 
surety insurance) at any price other than 
that established by the constituted rating 
authorities for the jurisdiction in which 
the property or risk is located because 
all rates, the price paid by the public, 
to be reasonable and non-discriminatory 
as provided by law, must be uniform. 

Section 2 declares it unfair for any 
producer to make any wilful misrepre- 
sentation either to an assured or to an 
insurance company as to rate, form, 
cover or other material factor in any 
contract of insurance or any oral or 
written amendment thereto. 

Section 3 is concerned with rebating as 
defined by state law or in the absence of 
such a law, directly or indirectly return- 
ing to an assured any part of a pro- 
ducer’s commission or anything of value 
as an inducement or influence for placing 
insurance. 

Section 4 provides that it is unfair 
competition for any non-policy writing 
agent, non-recording agent, office agent, 
survey agent, solicitor, broker or pro- 
ducers of any similar class to receive any 
other than such a rate of commission as 
can reasonably be paid to such classes 
by policy writing agents in any given 
city or its immediate trade area, such 
differential to be determined by the local 
code committee. 

Branch Offices 

Section 5 is the logical follow up in 
that it provides that the total cost of 
branch office or home office counter 
operation in a given city or immediate 
trade area constitutes unfair competition 
if it exceeds on fire and marine insurance 
the prevailing scale of local agency com- 
mission and on casualty, fidelity and 
surety insurance, the prevailing scale of 
general agency commission. 

Under Section 6, the number of branch 
offices, general agencies and regional 
agencies would be limited in accordance 
with the acquisition cost rules. 

Section 7 would set up the local board 
as the recognized authority for estab- 
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lishing commission rules. Section 8 de- 
clares it unfair competition for insurance 
producers to operate contrary to the rea- 
sonable rules of a recognized local asso- 
ciation. 

Section 9 is designed to uphold the 
resident agency laws of the states 
through eliminating the soliciting, ne- 
gotiating or effecting of insurance ille- 
gally by mail or radio. 

Section 10 deals with effecting insur- 
ance with non-admitted companies ex- 
cept in cases where specific authority is 
granted by the insurance department. 

Section 11 embodies the “good faith” 
clause. 

Section 12 is in conformity with the 
principle of non-overhead writing, fol- 


_ lowing which is a provision dealing with 


officers and employees of companies act- 
ing as producers and dealing direct with 
assureds. 


Agency Balances 


Section 13 declares that it is unfair 
competition “for producers not to remit 
collected company balances promptly 
when due,” followed by its natural suc- 
cessor that it is unfair competition “for 
producers to extend credit for insurance 
premiums beyond a reasonable period or 
beyond the time fixed by the rules of a 
local association.” 

The next section is designed to con- 
form to the established principle of the 
agent’s ownership of expirations. 

The next paragraphs deal with writing 
of fictitious automobile fleets at discrim- 
inatory rates and the writing of fictitious 
group insurance so as to include prop- 
erty not under common ownership at 
discriminatory rates. 

Following is a paragraph which would 
eliminate the offering of insurance con- 
tracts as premiums for newspaper or 
magazine subscriptions. 

Another section relates to the execu- 
tion and furnishing of free bid bonds on 
contract surety business and the next 
deals with contracts entered into by na- 
tional, state or local gove rnmental 
authorities directly with any insurance 
company and over the head of an agent 
in the territory where the risk is located. 
Then follows a paragraph dealing with 
the exercise of the coercive power of 
credit lodged in a money-loaning insti- 
tution. 

Provision for Code Committee 

The proposed code provides for a Na- 
tional Code Committee of seven members 
representative of the production division 





of the insurance business to be appointed 
by the president of the National Asso- 
ciation of Insurance Agents subject to 
approval of the executive committee, two 
members without vote appointed by the 
president of the National Convention of 
Insurance Commissioners, and two mem- 
bers without vote appointed by the Pres- 
ident of the United States. It also pro- 
vides for local code committees to put 
into effect and carry out the policy and 
program of the National Code Commit- 
tee. In the sessions of the special Code 
Committee it became increasingly evident 
that under operation of a code such as is 
proposed, the local board will assume 
new and greater importance. 

There is still a distinct possibility that 
the agents and companies will try to set 
up machinery within the business for the 
cure of evils and abuses complained of, 
particularly the agent-company matters 
not covered by the agents’ code. 

Personnel of Various Committees 


The National Association NRA code 
committee consists of the following: 
President Allan I. Wolff, Chicago; Ed- 
win J. Cole, Fall River, chairman of the 
executive committee; Mr. Bennett; 
Percy H. Goodwin, San Diego, Cal.; 
Kenneth H. Bair, Greensburg, Pa.; Sid- 
ney O. Smith, Gainesville, Ga.; George 
F. Kern, New York City; H. E. McKel- 
vey, Pittsburgh, and Albert Dodge, Buf- 
falo, N. Y. W. Eugene Harrington of 
Atlanta also participated. 

The committee of fire company execu- 
tives named by B. M. Culver, president 
of the America Fore companies, and also 
chairman of the executive committee of 
the National Board of Fire Underwriters, 
consisted of the following: R. M. Bis- 
sell, president of the Hartford Fire Co, 
chairman; C. W. Bailey, president of the 
American; Wilfred Kurth, president of 
the Home; George G. Bulkley, president 
of the Springfield Fire & Marine; C. F. 
Shallcross, United States manager of the 
North British & Mercantile; F. M. 
Smalley, president of the Glens Falls; 
Harold Warner, United States manager 
of the Royal-Liverpool groups; R. 
Barbour, United States manager of the 
Northern Assurance; J. Lester Parsons, 
president of the United States Fire; 
George C. Long, Jr., vice-president of the 
Phoenix of Hartford; F. D. Layton, 
wie of the National of Hartford; 

C. White, vice-president of the Hart- 
hod Fire ; Ralph Rawlings, president of 

(Continued back to Page 30) 
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Overcome Objections of ‘‘No”’ Man 


Aetna Fire Presents Some Valuable Selling Suggestions on 
Getting New Business and Holding Renewals in 
Letters From Successful Agents 


A number of agents of the Aetna Fire 
group were asked by Elmer Miller, Jr., 
of the publicity department staff at the 
headquarters at Hartford to tell what 
objections they hear most frequently 
from prospects and how they overcome 
them. Here are the 
from three agencies as reprinted from 
Aetna’s publica- 


answers received 


the current issue of the 
tion, “The Messenger” 
Hickok & Boardman, 
mont: 
The most successful method which we 
have used to combat the assured’s ar- 
guments of economy has been to point 


Ver- 


Burlington, 


out to him other means which would be 
than by reduc- 
If the as- 
his premi- 


more effective in saving 
ing his insurance premiums. 
sured insisted upon reducing 
ums we have tried to convince him that 
the particular policy he had in mind was 
more important than some others, and 
that if he must reduce his insurance that 
he cancel policies covering property with 
a limited liability and allow policies to 
remain in force which protected his un- 
limited liability. Naturally, we have 
pointed out that in times like these in- 
surance is more necessary than in ordi- 
nary times. 

One of the most frequent arguments 
which we hear today, especially since we 
live in a state which is primarily mutual, 
is that the assured wants his insurance 
placed in a company from which he will 
receive a dividend. The most effective 
arguments we used to combat this are 
that we would receive the same amount 
of commission from a cut-rate company 
as we would from a sound old line stock 
company, and that if we felt that cut- 
rate companies were reliable, naturally 
we would recommend that form of in- 
surance since it would be easier to sell. 
We tell them that our agency is over 
110 years old; that it has represented 
such companies as the Aetna for over 
100 years, and that they have never failed 
to pay their just claims. On the con- 
trary, during that period many cut-rate 
companies have been inaugurated only 
to fail after a few years. We point out 
further that six of these companies in 
our own state have been organized dur- 
ing that period only to be reinsured later 
on or fail entirely. 

The line which we are stressing most 
is public liability. 

Sells Agency First, Solicits Personally 
All Renewals, Sells New Lines 
to Old Customers 
General Insurance Agency, Warren, O: 

The competition of friends and rela- 
tives is difficult to overcome. In many 
cases a purchaser of insurance feels the 
need of the coverage and at the same 
time attempts to render a charitable act. 
In our office this has been one of our 
most serious problems, and it has been 
necessary forcibly to drive home to as- 
sureds and prospects the value of an es- 
tablished agency which is in a position 
to give service at all times in an intel- 
ligent way. 

We have also made it a set rule per- 
sonally to solicit all renewals, starting 
our interview with the statement that 
property values have changed in the past 
three years as well as the value of house- 
hold goods, cars, etc. We therefore feel 
it our duty to discuss with our assured 
the amount of insurance they carry so 
that their protection will be up to date 
and that it will be furnished with every 


possible saving. This makes a favorable 
impression in many cases and it is sur- 
prising how few assured really find it 
necessary to reduce the amount of their 
insurance. We also make it a point to 
deliver in person every policy if we pos- 
sibly can. This brings us into contact 
with the assured again, and in quite a 
few cases results in payment of the pre- 
mium at the time. 

In a drive to secure new business we 
have gone over our books, analyzing our 
present customers and picking out those 
who are in a financial position to pay for 
insurance protection. We have then at- 
tempted to sell these customers other 
forms of insurance. This has resulted in 
a nice volume of small premiums such as 
fur coat and personal effects policies, all- 
risks jewelry policies, residence liability 
and burglary insurance, and for the 
smaller merchants, several forms of bur- 
glary and robbery insurance. With these 
assured, who are able to pay the pre- 
mium, it has been necessary actually to 
sell the coverage. This has been help- 
ful, since it has created new interest and 
has shown many of us how rusty we 
have become in making straight insur- 
ance sales. 

Partial Payment Plan 
Max Berk & Sons, Wilkes-Barre, Pa.: 

We probably meet the same objection 
that every other agent meets, and that is 
that the prospect simply hasn’t got the 
money and, therefore, the agent can’t 
provide protection without payment of 
the premium. We have met this objec- 
tion to a large extent by offering to 
accept the premium on the partial pay- 
ment plan over a period of six months 
without any finance charges. We insist 
that at least 30% of the premium be 
paid upon delivery of the policy and we 
try to get a series of six checks for the 
balance. In case the assured does not 
have a check account or refuses to give 
a series of checks we insist that pay- 
ments be made monthly at our office. 
We always have more than the earned 
premium in the event we find it neces- 
sary to cancel the policy. 

We use the six months payment plan 
particularly with automobile insurance 
and especially when we are in compe- 
tition with a local reciprocal which offers 
insurance on the payment plan. We must 
first overcome the difference in premium 
objection, but nine times out of ten we 
win the argument. We are then able to 
meet the reciprocal on common ground 
by offering to accept payment of the pre- 
mium on the installment basis without 
the usual financial charges. 





HOEY ON FIRE LAW REVISIONS 

When James J. Hoey, member of 
Hoey & Ellison, New York City agents, 
and Recovery party nominee for Bor- 
ough President of Manhattan, last week 
outlined a twelve-point program for im- 
provements essential to the development 
of New York City he included a plank 
of interest to fire insurance men. He 
suggests reassembling, revising and re- 
codifying the fire prevention laws to re- 
move fire hazards without undue hard- 
ship on property owners. Mr. Hoey 
states that “common sense and the spirit 
of the law is the rule for fire prevention 
inspectors to follow.” 


The National Board of Fire Under- 
writers has issued its regulations for 
carbon dioxide fire extinguishing sys- 
tems and inert gas for fire and explo- 
sion prevention. The regulations are 
recommended by the National Fire Pro- 
tection Association. 


‘Hoboken Fire Dep’t 
Receives Stecher Cup 


FOR FIRE LOSS REDUCTION 





Harvey B. Nelson, Harry E. Newell and 
Gilbert E. Stecher Speakers at 
Luncheon Meeting 

Representatives of civic clubs, city offi- 
cials and of the Hudson County Under- 
writers Association attended a luncheon 
meeting last week at Meyer’s Hotel, Ho- 
boken, N. J., at which time the Stecher 
Cup was awarded to Fire Chief John J. 
Gilday of the Hoboken Fire Department. 
The cup is given each year by the Hud- 
son County Safety Council to the munici- 
pality in the county showing the greatest 
percentage of fire loss reduction. 

Hoboken won the award by a narrow 
margin for the second time, in 1932 shad- 
owing Union City, which had previously 
won the cup two years in succession. The 
municipality winning the cup three times 
secures permanent possession. 

The cup was presented by Harvey B. 
Nelson, Sr., former president of the 
Hudson County Underwriters Associa- 
tion and of the insurance firm of the 
Nelson & Ward Co. of Jersey City. He 
praised the Hoboken Fire Department 
for its efficient work and the low fire 
losses the city experienced last year. 

One of the principal speakers at the 
luncheon was Harry E. Newell, assistant 
chief engineer of the National Board, 
who gave a general talk on the fire loss 
situation throughout the entire country 
and praised Chief Gilday and the mem- 
bers of the Hoboken Fire Department. 
Another speaker was Gilbert E. Stecher, 
donor of the cup, chairman of the Hud- 
son County Safety Council’s fire preven- 
tion committee and Commercial Union 
special agent in New Jersey, who told 
how awarding of the cup started. 

Among those present were William F. 
Turner, president of the Hudson County 
Underwriters Association; Frank J. 
Walsh, managing director of the Hud- 
son County Safety Council; Julius W. 
Horre, president of the Safety Council; 
Fire Chiefs William McLaughlin of Ba- 
yonne, Roger Boyle of Jersey City, 
Charles Friedel, Jr., of Union City, 
Ernest Beckert of West New York, Jos- 
eph McLaughlin of North Bergen and 
Max Z. Hurwitz of the Hoboken Kiwanis 
Club. 

Chief Gilday has been with the Ho- 
boken Fire Department for a number of 
years and bears an excellent reputation 
among the members of his department. 





GEO. NIKOLA WITH PEARL 


George Nikola has been appointed as- 
sistant to General Agent George 
Stevens of the Pearl of London in New 
York and will also act as an assistant 
to Stewart B. Hopps. Mr. Nikola was 
formerly office manager of Cornwall & 
Stevens, insurance brokers, and was as- 
sociated with that office for nearly thirty 
years. 





N. Y. CITY AGENTS MEET 


The Association of Local Agents of the 
City of New York held a routine meet- 
ing recently. President George F. Kern 
presided and reported on the convention 
of the National Association in Chicago 
last week. He and Secretary A. J. Smith 
were there as delegates from the New 
York City association. 





MARINE CO. ENTERS CANADA 

The Indemnity Mutual Marine of Lon- 
don has been licensed to transact fire 
and personal property business in Can- 
ada. E. W. Schauffler of Toronto is the 
Canadian chief agent. 





BRITISH GEN’L WITH LEITNER 
The British General has appointed 


Jacob Leitner, Inc., of 364 East 149th 


Street, as agent for New York City and 
head agent for the suburban territory. 
This agency has been operating for many 
years. 








British Institute 
May Meet In London 


EDUCATIONAL PLANS ARE MADE 


London Institute’s New Home Will Be 
Ready in 1934; Youth Urged to 
Learn More About Business 

Delivering his presidential address be- 
fore the Insurance Institute of London 
recently, K. K. Peters, general manager 
of the Northern Assurance, said that it 
was probably the last one to be delivered 
before the institute in the Cordwainers’ 
Hall. He therefore expressed thanks to 
the master, wardens, and court of the 
Cordwainers’ company for pe rmitting 
them to arrange so many of their meet- 
ings in the hall. 

The council of the London Institute 
has deemed it appropriate to invite the 
Chartered Insurance Institute to hold its 
conference in 194 in London, and it is 
anticipated that the occasion will be 
made to coincide with the ceremony of 
opening the Chartered Institute’s new 
headquarters. 





London’s Problems 


“An important matter to which indi- 
rect reference has already been made,” 
President Peters continued, “is the posi- 
tion of the London Institute arising out 
of the fusion of the Faculty of Insur- 
ance, Ltd., with the Chartered Insurance 
Institute. As far as the rest of the coun- 
try is concerned the period of transition 
should produce few complications, but 
the circumstances in London are some- 
what different. A very large proportion 
of the members of the faculty are en- 
gaged in London, and in the interests 
of all concerned it is necessary to make 
haste slowly. Accordingly the council 
think it desirable to agree to the forma- 
tion of a second local institute in Lon- 
don under the title of ‘The Institute of 
National Insurance.” This is merely a 
temporary arrangement, and it has been 
mutually accepted that within a period 
not exceeding five years the new local 
institute should be completely absorbed 
by the London Institute. 

“The Chartered Insurance Institute has 
appointed a liaison committee on which 
sit representatives of the parent body 
and of the two local institutes established 
in London. To this committee I have 
been appointed, representing the London 
Institute, together with C. H. Falloon and 
A. S. Rogers. The committee will short- 
ly begin its deliberations, and it is like- 
ly that its ultimate recommendations will 
be carried to a final issue before the 
expiry of the period of five years for 
which the Institute of National Insur- 
ance has been sanctioned.” 

Continuing, the president said he be- 
lieved that one of the things which the 
institute movement could do was to stit 
up young people and to arouse in them 
a healthy discontent and a desire to suc- 
ceed in their business. By a “healthy 
discontent” he meant a wholesome dis- 
satisfaction with one’s present position 
and a desire to improve it by one’s own 
efforts. He did not mean the type of 
grumbling discontent which was _ un- 
healthy; no one got very far on that. 

Mr. Peters described some of the 
changes which had taken place in insur- 
ance since he started in 1896, saying that 
his object was to impress upon them that 
in his judgment present-day conditions 
were infinitely more difficult than those 
of thirty or forty years ago and so of- 
fered greater opportunities. 





W. A. McDERMOTT’S NEW POST 
William A. McDermott, who resigned 
recently as manager of the Van Buren 
Co., has joined H. Mosenthal & Son, 
Inc., New York City insurance brokers. 
He will act as service executive. Before 
going with the Van Buren Co. with which 
he spent seven years, Mr. McDermott 
had been identified with the agency of 
Boynton Bros. & Co., Perth Amboy, N. 
J.; R. A. Corroon & Co., and J. H. & 
A. E. Foster, both of New York. 
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Chubb On Committee To 
Protect Bondholders 


OWNERS OF FOREIGN SECURITIES 


New Organization Sponsored by De- 
partment of State; Herman L. Ekern, 
Insurance Lawyer, Also on Committee 





Hendon Chubb, head of Chubb & Son 
and of the Federal Insurance Co., and 
Herman L. Ekern, Chicago insurance 
lawyer who was Wisconsin insurance 
commissioner when the late Robert M. 
La Follette was in the saddle, are two 
of the members of the new American 
Bondholders Protective Committee, spon- 
sored by the State Department of the 
U. S. Government. The new committee 
will act to protect American holders of 
foreign securities, the face value of 
which is between seven and eight bil- 





HENDON CHUBB 


lions of dollars. It grew out of a con- 
ference called by President Roosevelt. 
Among those on the committee are New- 
ton D. Baker, former Secretary of War; 
Charles Francis Adams, former Secretary 
of the Navy; J. Reuben Clark, Jr., for- 
mer Ambassador to Mexico; Roland S. 
Morris, former Ambassador to Japan; 
and Phillip La Follette, former Governor 
of Wisconsin. 


Why Organization Was Formed 


In commenting upon the new organi- 
zation and its reason for being, the New 
York Times said: 

“The situation now existing in regard 
to foreign securities is one of substan- 
tial concern to the American people. 
\merican funds were put at the disposal 
of over forty governments and had as- 
sisted in their economic developments. 

“Many of these are now wholly or 
partly in default. The bonds are held by 
large numbers of Americans who have 
at the present no adequate means of 
getting in touch with each other and 
organizing in order to keep themselves 
informed “of events affecting their inter- 
ests and of arranging for the proper 
handling of the debt situations in which 
they are concerned. In some instances 
American interests may be suffering un- 
fair discrimination as compared with the 
investors of other countries. 

“A task of adequate organization ob- 
Viously exists to be undertaken. In 
many situations the proper organization 
ot the American bondholders is urgently 
needed in order to make possible fair 
and satisfactory arrangement with for- 
eign governments undergoin: difficulties 





General Average 
Report to Union 


NUMEROUS TOPICS INCLUDED 
Stocks of Shops on Liners; Deposits and 
Foreign Currencies; Re-For- 
warding Charges 


One of the principal reports made at 
the recent meeting of the International 
Union of Marine Insurance was that of 
the general average committee presented 
by M. A. Smeesters, head of the com- 
mittee. He considered first the question 
of stocks of shops on board liners, which 
had been the subject of a questionnaire 
to average adjusters in different coun- 
tries. In Germany the principle of con- 
tribution in general average was reject- 
ed on the ground that these stocks were 
not cargo in the real sense. In Sweden 
the view is that they should be exempt 
from contribution the same as passen- 
gers’ luggage. Average adjusters of other 
countries agreed that such stocks should 
contribute in general average. 

Three theories were offered by the lat- 
ter adjusters as to a basis on which con- 
tributions should be made. One was the 
value at port of destination. Another 
was value at the time of sacrifice, and 
the third was value at the commence- 
ment of the voyage. The committee 
adopted the view taken by the French 
Association of Average Adjusters, which 
is the value at the time of sacrifice. “This 
view has the support of a slight major- 
ity of those offering suggestions. 

ng ee Problems 





and to properly “American in- 
terests. 
Task Held Private Concern 

“This is a task primarily for private en- 
terprise and interests. The traditional 
policy of the American Government has 
been that such loan and investment 
transactions were primarily private ac- 
tions to be handled by the parties di- 
rectly concerned. The government re- 
alizes a duty, within the proper lim- 
its of international law and international 
amity, to defend American interests 
abroad. However, it would not be wise 
for the government to undertake directly 
the settlement of private debt situations. 

“It was decided, therefore, to call to- 
gether a small group to take upon them- 
selves the patriotic duty of bringing into 
existence an adequate, effective and dis- 
interested organization to carry on this 
work. 

“The organization should exist, not for 
profits, but for aiding the American in- 
terests which it will represent, and of 
aiding them at the lowest possible ex- 
pense to the many thousands of bond- 
holders.” 


protect 






question of general average deposits paid 
in currencies other than that in which 
the statement is made up. He said that 
the committee had come to the conclu- 
sion that shipowners or average adjust- 
ers on receipt of deposits should con- 
vert such deposits into the currency of 
the average statement without undue de- 
lay and also state on the average receipt 
the rate of exchange and the currency in 
which the statement will be drawn up. 
This view is aimed to avoid complica- 
tions arising out of fluctuations in rates 
of exchange, for the fund remains stable 
so far as the currency of the statement 
is concerned. Because oftentimes many 
months pass between the time of pay- 
ment of deposits and the drawing of the 
statement the desirability of establishing 
a stable fund in which the deposits can 
be preserved is self-evident. 

Another matter that has given the gen- 
eral average committee trouble, Mr. 
Smeesters said, was that of the cost of 
re-forwarding cargo from a port of 
refuge when the expense was admissible 
in general average as a substitute ex- 
pense under Rule X (d) of the York- 
Antwerp Rules of 1924. Several general 
averages had been adjusted in which the 
adjusters had not taken into considera- 
tion the expense saved to the shipowner 
by reason of the fact that the original 
vessel did not carry the cargo to the final 
destination. Difficulty arose from the 
fact that when freight is paid in advance 
and the bill of lading provides that it is 
not returnable in any event. certain aver- 
age adjusters consider that the provisions 
of the bill of lading govern the rules of 
general average, and that the latter can- 
not destroy an agreement freely entered 
into between the parties so that the ship- 
owner must retain the whole freights. 

Since it appeared that in practically all 
European countries average adjusters 
take into account the expense saved to a 
shipowner in reforwarding cargo from a 
port of refuge, the committee submitted 
a resolution to the effect that average 
adjusters at Marseilles and in Holland 
should be anproached through their na- 
tional associations with a view to per- 
suading them to fall into line with the 
practice of average adjusters in other 
countries. 


August Shipping Losses 
Lighter, Report Shows 


Statistics prepared by the Liverpool 
Underwriters Association show that 
three vessels, aggregating 9,132 tons 
gross, were posted in the loss book dur- 
ing August as lost. These figures com- 
pare with eight vessels, of 15.237 tons 
gross, so posted in August, 1932, and 
with nine vessels, of 14,738 tons gross, 
in August, 1931. 

The total number of casualties posted 
in the loss book during Aucust was 339, 
compared with 370 in August, 1932. The 
corresponding figure for Augcust, 1931, 
was 413, and for August, 1930, it was 448. 
Only vessels of 500 tons gross and up- 
wards are included in these returns 
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D. of C. Adopts Marine 
Definition as of Nov. 1 


Herbert L. Davis, Insurance Superin- 
tendent for the District of Columbia, has 
notified all fire, marine and casualty com- 
panies operating in the district that the 
nation-wide definition and interpretation 
of insuring powers of marine and trans- 
portation underwriters, as approved by 
the Commissioners’ Convention, will be- 
come effective on and after November 1 
In a memorandum to the companies Su- 
perintendent Davis says: 

“You are further advised that, with re- 
spect to those policies on which the un- 
derwriters may have reasonable doubts 
concerning the construction of the law, 
such policies will be permitted to run to 
their normal anniversaries, except in the 
case of term and open policies, where the 
coverage is required to be terminated on 
the next anniversary of its effective 
date.” 


Underwriters Move For 
Adequate Salvage Awards 


The paper read by C. E. Silferberg at 
the recent Montreux conference of the 
International Marine Insurance Union 
presented underwriters with an impor- 
tant problem. Mr. Silferberg declared 
that owing to the fallen value of ton- 
nage due to the shipping depression, and 
the artificially high insured values of 
ships. salvors received inadequate awards 
based on low actual values, although they 
saved underwriters from total 
based on high insured values. The con- 
ference adopted a resolution to the ef- 
fect that underwriters are in sympathy 
with the principle that adequate salvage 
awards should be granted in all cases. 

Mr. Silferberg expressed gratitude to 
Lloyd’s and the Salvage Association for 
ex gratia payments made in cases where 
awards based on salved values inflicted 
hardship. He pointed out that while the 
London market could be easily ap- 
proached through these two institutions, 
Continental underwriters were less easy 
of approach due to their widespread geo- 
graphical disposition. 

The resolution adopted will,- however. 
pave the way toward an adjustment of 
the difficulties surrounding salvage 
awards if machinery can be established 
by which Continental underwriters can 
be approached as easily as those in Lon- 
don through some recognized central 
body. The establishment of such a body 
is a matter for consideration. 


losses 


Effect of ‘“SHermes Credit” 
New Arrangement with Reich 
The new agreement between the 
“Hermes Kreditversicherung” of Berlin 
and the German government regarding 
the participation in the export credit in- 
surance has not only greatly reduced the 
participation of the “Hermes” but even 
for the reduced liability the “Hermes” 
acts as mandatory for the Reich. The 
new policy will cover not only the risk 
of insolvency, but also catastrophe risk, 
and the risk of non-payment due to gov- 
ernment decree, war, riot, and natural 
catastrophes 


ATLANTIC MUTUAL DIVIDEND 


The trustees of the Atlantic Mutual 
Insurance Co.‘ have declared a dividend 
of profits of 15% on cash participating 
policies expiring, according to their 
original terms, before December 1, 1933 
and February 28, 1934. The dividend will 
be Pay able in cash imme¢ cy fo 
ing the expiratic on date of the i vt 
as soon thereafter as may be pr al icable 


llow- 






WITH MINNER & BARNETT 
The Switzerland General has appoin 
ed Minner & Barnett, Inc. 80 John 
Street, as its agents for all classes of in- 


land and ocean marine insurance. Her 
tofore the company has 
marine business only 
mann & Maloy. 
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Agency Officers—Research Bureau 
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and James A. Fulton, president, Home 
Life of New York, who dared to look 
into the future in the light of present 
conditions. 

These men lived up to their reputations 
and the audience joined heartily in the 
statement of E. Chester Sparver, direc- 
tor of agncies, Reliance Life, that the 
meeting was the best in the history of 
the association and then joined lustily in 
the vote of thanks to the boards and of- 
ficials for the excellence of the program. 

Attendance also was ‘about the largest 
on record” according to John Marshall 
Holcombe, Jr., manager of the Bureau, 
his report showing 110 companies repre- 
sented by 263 persons. 

Mr. Fulton sent the agency officers 
home with the challenge “to go out mil- 
itantly with the high resolve that in the 
march to recovery we will be in the van- 
guard and in the words of the nation, 
say ‘We do our part.’” 

Both Mr. Fulton and Mr. Stevenson 
made frequent and trenchant comment 
on life insurance problems, the latter’s 
subject being “Present Problems and 
Trends.” A few of his important state- 
ments follow: 


Stevenson on Trends 


“Life Insurance needs new blood but 
not so much that we have apoplexy.” 

As to training he said, “We have so 
much harness the poor old horse is just 
a workhorse. I believe in training but 
we should teach fundamentals. We must 
have class instruction because we can’t 
afford individual instruction. I believe 
in organized sales training and out of all 
this material we can select a program 
that won’t be so voluminous.” 

As to supervision he said, “We have 
spent too much on supervision. I be- 
lieve in larger units and mechanical su- 
pervision wherever necessary. Our men 
should have a definite chance to succeed, 
but if they fail they should be promptly 
eliminated.” 

And finally, “Life insurance will stand 
as long as anything else will stand.” 

Mr. Hunter’s talk apparently was just 
to describe a novel new sales promotion 
contest started October 1 by his com- 
pany, but it soon became evident that he 
was offering the contest, which has 
proven successful to date for the Phoenix 
Mutual, as an effective means for life 
insurance generally to start its produc- 
tion machinery running in high again. 
The contest is patterne d after the army’s 
plan of organization and the effective 
part of it is that it has caused every 
salesman under contract, young and old, 
to go to work. 

For the first 24 days the company is 
38% ahead of last October which itself 
was a contest month and a 67%4% of 
the business was cash with application. 

“We represent the largest sales army 
in the world,” he said. “There are be- 
tween 160,000 and 200,000 agents and 
counting their families there are between 
550,000 and 700,000 persons depending on 
us for leadership. The future success of 
our companies is in our hands. 

“Our mission is to get man back into 
production ; our enemy is competing lines 
and the lethargy of our men; our sup- 
port is the record of li feinsurance dur- 
ing the depression and the improvement 
in business generally; our plan must re- 
ceive serious thought, and as for our de- 
cision, we are not asked to do the im- 
possible, but to exhibit the type of lead- 
ership which our men and our policy- 
holders are looking to us for.” 

Col. Howard P. Dunham, Commission- 
er of Connecticut, in a brief address ex- 
pressed opposition to high commissions 
to agents. He said that the companies 
should stop paying them and expressed 
that when they get as high as 95% they 
are too high. 

Roger B. Hull gave greetings from the 
National Association of Life Underwrit- 
ers and O. J. Arnold from the American 
Life Convention. 


Planning For Production 


As Viewed by H. C. Kenagy 


The very uncertainty of the present 
national and business outlook indicates 
the need for a well thought out, long 
range plan of operation, asserted H. G. 
Kenagy, assistant manager of the Bureau 
in his talk on “Planning a Production 
Offensive.” 

“It would seem evident that in times 
like these, companies can ill afford to 
continue the loosely organized, loosely 
supervised distribution machinery which 
has been characteristic of life insurance 
companies,” he said. “I am speaking of 
the organization policy, or principle, 
which has allowed the fortunes of a com- 
pany to depend too largely on the per- 
sonal ambitions, prejudices, pet ideas and 
personalities of individuals, whether 
agency officers, managers of agencies or 
agents. Generally speaking most com- 
panies have overplayed the virtues of in- 
dividual initiative, or perhaps it is fairer 
to say that they had nothing to offer 
which promised better results.” 

He gave the six objectives of one com- 
pany in its plan for one year, as follows: 
To develop only those agencies whose 
managers have proved their ability in or- 
ganization work; to decrease agent’s 
ledger balances substantially; to improve 
the quality of business produced; to in- 
crease the productive capacity of the 
agency force; to establish a definite 
training plan, ‘and to decrease the num- 
ber of premium collection offices. He 
then described an effective plan worked 
out by the Edward A. Woods agency of 
Pittsburgh, copies of which were circu- 
lated among the members. 

“Until we learn to plan and to prove 
its value for our own efforts, I wonder 
if we oughtn’t to show a little decent 
shame when we preach the virtues of 
planning and time control to our agents 
and managers. If we are honest about 
it we’ve had the cart before the horse 
for a long time in our efforts to promote 
the sale of life insurance. We have ex- 
ercised our tongues and pens most vig- 
orously to convince the agent and the 
manager to plan their work but all the 
time we have been exhibiting a spectacle 
of planless, haphazard activity which 
must have been almost nauseating to 
those who have listened to our preach- 
ments.” 





W. W. Jaeger for Old Agents; 


Criticizes Manpower Drives 


The cause of the older agents was tak- 
en up most forcefully and effectively by 
W. W. Jaeger, vice-president of the 
3ankers, Iowa, in his discussion of the 
address of H. G. Kenagy on planning 
production. 

“The biggest problem of the manager 
is to build men more than manpower—to 
rehabilitate the old salesmen and not en- 
roll new men,” he said. “I think we can 
go farther and get better results by 
working with our older men than by crit- 
icizing them unmercifully. It is cheaper 
and less work to put more time with the 
older men rather than train new sales- 
men.” 

He warned that the replacement of 
business will ultimately force the com- 
panies to “begin the difficult job of start- 
ing all over again” in agency building, be- 
cause it deadens the efficiency of the men 
and ultimatelv forces them out of the 
business. 

“How would you, as an old salesman, 
like to see repetitive articles in maga- 
zines and house organs on the need for 
new manpower? I think that we have 
played up new men and new policies too 
much and have not put enough emphasis 
on standard plans and old men.” 

He then asserted that many life in- 
surance men have been spoiled by at- 
tempts to make a counselor or an actu- 
ary out of him. 


Production and Recruiting 


Discussed by H. W. Manning 


The value of assistance from the Life 
Insurance Sales Research Bureau in de- 
veloping or reorganizing the agency de- 
partment of a life insurance company was 
revealed in an address by H. W. Mann- 
ing, assistant general manager of the 
Great-West Life of Wi innipeg, before the 
convention of the Research Bureau and 
Life Agency Officers in Chicago. 

Mr. Manning told of the problem that 
confronted his company when it became 
necessary to develop more intensive pro- 
duction because of the company’s earlier 
plan of having large territorial units of 
operation. The problems concerned 
agency administration, recruiting, train- 
ing, production and conservation. 

For the first the company made the 
branch managers responsible for all 
branch office administration with the un- 
derstanding that he would delegate such 
authority as he could so that he would 
not become overburdened with detail. 

There was no radical change in re- 
cruiting, except that in financing new 
agents the manager was made responsi- 
ble with the company counselling with 
the managers instead of attempting to 
control it. 

Production has been improved by hav- 
ing short term objectives, the manager 
is mainly responsible, except that the 
home office has taken the initiative in 
suggesting and fostering planning and 
time control. Conservation has been 
placed virtually in the hands of the field 
organization under direction. 

Mr. Manning explained that in organ- 
izing the new branch offices needed in 
lessening the territorial boundaries the 
company had recruited all but two new 
appointments from its own field organ- 
ization, appointing younger men who had 
had selling experience. In fourteen new 
appointments, including former managers 
appointed to larger fields of responsibil- 


ity, the average age was 39 years and 
the average selling experience was ten 
years. 


Place of Budgetary Control 
In Management of Agencies 


The question of what budgetary con- 
trol has to do with agency management 
was answered in an address by G. Fay 
Davies, assistant general manager and 
secretary of the Northern Life of Can- 
ada, at the opening session of the con- 
vention of the Life Agency Officers and 
Research Bureau. 

He asserted that the agency officers 
must have a method to tie in all the cost 
factors of their job and that a budget is 
just the means to that end. He asserted 
that the agency officers must have a bet- 
ter way to fit into the entire picture of 
life insurance. 

He opened by asserting that agency 
men as a rule do not take budgets very 
seriously and explained this as being due 
to the uncertainty as to the net cost of 
life insurance, the indefiniteness of fac- 
tors used in computing the rates. He 
explained that in the past the actuaries 
have been conservative and the agency 
men have been optimistic; that the ac- 
tuaries are an antidote to the over-op- 
timism of the agency officers. 

To the question, “What must we pay 
for business?” he said the usual answer 
is “We must pay as much as we need to 
pay to get it”; but this brings up the 
questions, “Do we want it at that price ?” 
and “Is this the time and place to get 
it ? a 





ACTORS IN PLAYLET 

The actors in the playlet presented at 
the Agency Officers Bureau meeting with 
the parts impersonated were: Company 
president, John R. Larus, actuary, Phoe- 
nix Mutual; agency vice-president, F. O. 
Lyter assistant superintendent of agen- 
cies. Connecticut Mutual; actuary, James 
\. Giffin. agency manager, Phoenix Mu- 
tual; policyholder, Philip Hewes, manag- 
ing editor of the Managers’ Magazine of 
the bureau; and secretary to the presi- 
dent, Miss Jean Dunn of the hotel staff. 


Manager Should Have Broad 
Talents, Says L. S. Morrison 


Financial supervision of agencies is a 
primary means for evaluating agency 
methods, according to L. S. Morrison of 
the Bureau staff in his Chicago conven. 
tion talk. 

“Tn an ideal world every general agent 
or manager would be a good organizer, a 
good salesman and a good business man,” 
he said. “Actually this combination js 
comparatively rare; by his very nature 
the agency manager is inclined to be a 
better salesman, or organizer, than he js 
a business man. In spite of this fact the 
office supervision usually puts more em- 
phasis upon selling and organization than 
upon the business aspects of the job. Un- 
der present conditions particularly the 
emphasis should be evened up if not 
loaded in favor of business management, 
It is the duty of the home office to \sup- 
ply any deficiency which may exist.” 

He compared cost accounting and f- 
nancial supervision as follows: “One is 
negative and the other positive. One is 
a rather exact method of preserving the 
skeleton; the other is the art of building 
on muscle and skin till the living animal 
is reproduced. Cost accounting supplies 
facts and the exact knowledge which 
financial supervision translates into terms 
of agency activity, in order to learn what 
positive things must be done in order to 
produce a given financial result.” 

Further, he said: “Many capable men 
believe that we depend too much upon 
brute strength in our selling and that 
future conditions will require more fi- 
nesse, more of a scientific attitude of 
mind and more attention to the develop- 
ment of a technique which will operate 
easily and naturally without the need of 
constant pressure and effort.” 

In the discussion addresses, H. M. 
Holderness agreed with Mr. Morrison 
and then gave most of his time to R. W. 
Simpkin, agency assistant of the Con- 
necticut Mutual, who outlined the agency 
accounting system used by his company. 
F. R. Gale, of the Continental American, 
said that budgets have been used by suc- 
cessful firms in other lines for many 
years. 





General Brokers 


(Continued from Page 37) 
tion, who was much in evidence during 
the evening. There was a political at- 
mosphere to the affair, too, with the ap- 
pearance at the guest table of James J. 
Hoey, candidate for Manhattan borough 
president on the McKee ticket. 

Among the distinguished guests pres- 
ent and introduced by Justice Conway 
were: 

Alexander H. Garnjost, chairman, New York 
Assembly insurance committee; Leonard L. 
Saunders, executive secretary, Insurance Fed- 
eration of New York; E. E. Robinson, secre- 
tary-treasurer, National Bureau of Casualty & 
Surety Underwriters; Frank L. Gardner, chair- 
man, executive committee, New York State As 
sociation of Local Agents, Inc.; Warren M. Gil- 
dersleeve, president, same association, and Theo- 
dore L. Rogers, its secretary-treasurer; F. Rob- 
ertson Jones, general manager, Association of 
Casualty & Surety Executives; Frank J. Mulli- 
gan, president, Life Underwriters’ Association 
of New York; Charles P. Butler, Insurance Co. 
of North America, a former deputy 
tendent of insurance. 

The Insurance Department was well 


represented by 
First Deputy Samuel R. Feller, Deputy Joseph 


G. Bill, Deputy Rollin M. Clark, Chief Examin- 
ers J. E. Diefendorf, N. B. Hadley, J. F. Law- 
ler, C. E. Ryan and C. A. Wheeler; J. L. Wood, 
chief, complaint bureau; J. J. Magrath, chief, 
rating bureau, and G. H. Jamison, chief, licens- 
ing bureau. 

Past Superintendents of Insurance 
present included W. H. Hotchkiss, Jesse 
S. Phillips and Francis R. Stoddard, all 
of whom were praised by Mr. Van 
Schaick in his address for their co-opera- 
tion with him on the Advisory Insurance 

3oard. Past Superintendent James A. 
3eha, also an appreciated member of the 
board, was regretfully unable to be pres- 
ent. 


superin- 
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Keen Surety Interest 
In Frozen Asset Plan 


DEPOSIT RELEASES TO HELP 


Comptroller of Currency O’Connor Re- 
yeals Trifle More Than 1% of Nat'l 
Bank Deposits Remain Frozen 


,onding men were interested this week 
in the statement from Washington made 
by Comptroller of the Currency J. F. T. 
O'Connor that only slightly more than 
1% of deposits in national banks now 
remain frozen. 

Figures made public by Comptroller 
O'Connor showed that 5,048 national 
banks with total deposits of $17,028,441,- 
0 were in operation on October 16. A 
total of 710 with frozen deposits of $621,- 
132.000 and unrestricted deposits of $46,- 
957.000 were closed. The frozen deposits 
amounted to only 1.203% of the total. 

Of the closed banks 381 with frozen 
deposits of $408,124,000 and unrestricted 
deposits of $30,795,000 have had reorgan- 
ization plans approved and are in a po- 
sition to reopen soon. 

The 5,048 open national banks auto- 
matically become participants in the gov- 
ernment’s deposit insurance plan at the 
start of the new year, as do 1,500 state 
banks now members of the Federal Re- 
serve System. 

The remaining 8,500 banks not mem- 
bers of the Federal Reserve are the ob- 
ject of a special drive to bring them into 
the deposit insurance plan. More than 
3.000 have applied for membership. Pres- 
ident Roosevelt has created a_ special 
board of the Reconstruction Finance 
Corp., under the direction of R. F. C. 
Director Harvey C. Couch, to bring in 
the remainder. 

To Create Deposit Liquidation Board 

The Administration’s plan for releas- 
ing $1.000,000,000 of frozen bank deposits 
in banks closed after January 1, 1933, 
centers around the creation of a De- 
posit Liquidation Board within the 
framework of the R. F. C. This board, 
it is learned, will advance cash up to 
50% of frozen deposits for the prompt 
benefit of depositors. The cash will be 
in the form of R. F. C. loans on ap- 
praised assets of the closed banks, but 
appraisals will be speeded through the 
organization of snecial local advisorv 
committees of bankers, business men and 
farmers throughout the country to rec- 
ommend evaluations. The liquidating 
agents of the banks will receive loans 
only in proportion to the amount of their 
sound assets. 


Insurance Men Active In 


N. Y. Mayoralty Campaigns 


With Election Day ten days away two 
Insurance committees are actively work- 
ing for the Recoverv Party ticket in New 
York City which is headed by Joseph V. 
McKee for Mayor and James J. Hoey 
as Manhattan borough president. 

One group of insurance men, formed 
Primarily to aid Mr. Hoey’s campaign 
and known as the Committee of 101 is 
headed hv David Rumsev, insurance law- 
ver Vice-chairman is Archibald TJ 
Smith. Zweig. Smith & Co.: treasurer. 
Tl. H. Clain, Stanford Clain & Co., and 
executive secretary, Kenneth Carroad, 
" "4 lidated Bureau. This committee in- 
Cludes: 

Wendell P. Barker, insurance counsel; Neal 
Bassett. Firemen’s of Newark: W. H. Bennett. 
National Association of Insurance Agents; Wal- 
lace J. Falvey, Massachusetts Bonding; Nor 
man R. Moray, United States Casualty; A. G. 
Oakley, United States F. & G.; A. Duncan Reid, 
Globe Indemnity; Harold V. Smith, Home of 
New York, and Moses Tannenbaum. 

The other committee, organized and 
headed by T. Frank Hogan and held to 
be one of the largest insurance groups 


Compensation Rating 

To Be Society Topic 
STUDY BY CASUALTY ACTUARIES 
Expect Report of Special Committee on 


Payroll Basis Substitute at Annual 
Meeting, Nov. 24, in New York 





Considerable interest is being shown in 
the forthcoming annual meeting of the 
Casualty Actuarial Society, November 
24, Hotel Pennsylvania, which will have 
as one of its principal topics for dis- 
cussion the workmen’s compensation rat- 
ing situation. It is expected that there 
will be a formal paper read on that sub- 
iect and the situation will probably be 
discussed informally. 

It is also hoped that a report will be 
made by a special committee of the So- 
ciety which has been studying for the 
past year the problem of finding a sat- 
isfactory substitute for the payroll basis 
of handling compensation risks. The 
chairman of this committee is A. R. 
Lawrence, manager, Compensation Rat- 
ing & Inspection Bureau of Newark. 
Others on the committee are William 
Leslie, associate seneral manager, Na- 
tional Bureau of Casualty & Surety Un- 
derwriters; W. F. Roeber, general man- 
ager, National Council on Compensation 
Insurance; Leon S. Senior, general man- 
ager, Compensation Insurance Ratine 
Board, and Charles G. Smith, general 
manager, New York State Fund. 

It has been more and more recognized 
in recent years that the payroll basis in 
some lines of industry is not a satisfac- 
tory basis of exposure With this 
thought in mind the committee has stud- 
ied substitute plans and the thought is 
advanced that the man-hour exposure 
plan is the only substitute that might be 
considered practical in some industries 
but that for industry as a whole it would 
not be satisfactory. 

Ontario Actuary on Program 

Althouch the agenda for the annual 
meeting is not vet completed, one for- 
mal paper will be read by Tohn Edwards. 
casualtv actuary of the Ontario Insur- 
ance Department. who recently became 
a Fellow of the Society. Mr. Edwards 
will discuss “Ten Years of Rates and 
Writing Bureau in Ontario. Can., Ap- 
plied to Automobile Insurance.” 

Richard Fondiller, secretary-treasurer 
of the Societv, has advised candidates for 
the crade of Associate that the annual 
examination will be held on May 16 and 
17, 1934. and that applications must be 
received prior to February 15, 1934, spe- 
cifving which part or parts the candi- 
date will take. 





ever organized. declared Tuesday night 
its support of Josenh V. McKee and the 
entire McKee-Cuff-Straus ticket. All 
McKee candidates will sneak November 
4 at the Biltmore at a luncheon which 
this committee is tendering to James I. 
Cuff, Insurance Co. of North America 
counsel, who is candidate for comptroller. 

Francis 7. Hughes is executive secre- 
tary of the committee. Other leading 
spirits are: 

Edson S. Lott, president, United States Cas 
ualty: H. H. Reed, general manager of the 
Insurance Co. of North America group; R. A 
Corroon, Corroon & Reynolds, Inc.; J. Ives Bar 
ton, vice-president, Maryland Casualty; Charles 
Griffin, president, Bronx Insurance Men’s Asso- 
ciation; Mortimer L. Nathanson, past president, 
Brooklyn Brokers Association; Adolph Stern- 
berg, chairman, insurance committee, Bronx 
Chamber of Commerce; Herman A. Bayern, past 
president, General Brokers Association, and S. 
N. Eben, treasurer, National Insurance Asso 


ciates. 





Clarence W. Hobbs, special representa- 
tive, National Council. on Compensation 
Insurance, addressed the Casualty Un- 
derwriters Association, N. J. Wednesday. 
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General Brokers Hold 
8th Annual Dinner 


VAN SCHAICK, CONWAY SPEAK 


N. Y. Superintendent Urges Brokers to 
Mould Favorable Public Opinion of 
Insurance; Arnow and Green- 
baum Handle Affair 


Some 500 members of the General 
3rokers’ Association of Metropolitan 
District, Inc., gathered at the Hotel As- 
tor Tuesday night for their eighth an- 
nual dinner at which Justice Albert Con- 
way of Kings County Supreme Court was 
toastmaster and George S. Van Schaick, 
New York Superintendent of Insurance, 
was the principal speaker. The affair 
marked the fifth consecutive appearanc< 
of Arthur Arnow as president of the as- 
sociation, this year being his eighth in 
active work for the organization. Spe- 
cifically Mr. Arnow has served two terins 
as secretary, one as executive committee 
chairman and five as president. To us 
his own expression, “Toplitsky says 
‘Dot’s enough.’” 

Nathan Greenbaum, as chairman of the 
dinner committee, did a good job in ar- 
ranging the many details so essential for 
its success. It was also his honor to 
present Justice Conway to the ban- 
queteers as toastmaster. A former Su- 
perintendent of Insurance, Justice Con- 
way was in his usual good form. This 
is the third consecutive time he has pre- 
sided at annual affairs of the association, 
and he appeared at home among many 
old friends. 

Particularly impressive was Justice 
Conway’s introduction of Superintendent 
Van Schaick. He stressed that in th: 
last three or four years no one has had 
a harder task than the New York Super- 
intendent in coping with and handling 
constructively many new and unusual 
problems. 

Van Schaick’s Appeal on Public Opinion 

After gracious acknowledgement of 
Tustice Conway’s tribute Superintendent 
Van Schaick lost no time in making a 
vigorous appeal to the brokers present 
that they, as the direct representatives 
of the insuring public, should do their 
part in developing a more popular public 
opinion of the insurance business. Mr 
Van Schaick felt that public opinion is 
difficult to make register in such a hichl) 
technical field as insurance; that it can 
not make itself properly felt unless there 
is some way in which the legislators are 
made to feel what the people want and 
need. 

“How can insurance be made safe? 
That’s the question insurance supervisor\ 
officials are spending their days and 
nichts trving to figure out,” the speaker 
said. “We are profiting by the mistakes 
of the past so that the future of insur- 
ance may be made secure. We must see 
to it that companv insolvencies shall not 
occur again.” The Superintendent touched 
on the “autopsies” now being performed 
in the liquidation bureau of the Depart- 





ARTHUR ARNOW 
Completing 5th Year as President 


nt so that “we can see what has 
caused these failures.” He felt that if 
supervision is to be made safer than in 
past years considerable will depend upon 
the way in which public opinion makes 
itself felt in the legislative halls. He 
hinted that insurance supervisory off 
can go just so far in urging needed re- 
form and that such corrective 
campaigns against improper underwriting 
practices, rate 
investment requirements need the force 
f public opinion behind them 


cutting and more rigi 


Arnow’s Swan Song 


President Arthur Arnow, always ef- 
fective as a platform speaker, held clos« 





attention as he gave “his swan song,” 
which centered ar Y le for 
brokers. He said 

“Recently we, f us 
were all ‘het up’ fa 
NRA code, SO WE ll an 


then marched right d I \ 
we filed a kind of code, but there wer 
a hundred different what : 
code could or should contain. Now we 


know no more where we stand 








ilv ridin ol ne cvlinder n 


General Farley were read by Herman 
Bayern, past president of the ass 
(Continued back to Page %) 








Page 38 





October 27, 1933 





=e, 





The Importance of Compensation 
Insurance Facts to Contractors 
By Rothwell Talbot, 


Research Engineer, Compensation Insurance Rating Board of New York 


The author has been with the Compen- 
sation Insurance Rating Board for the 
past five years in his present capacity and 


before that was connected x ith the New 
Jersey state highway commission as an 
engineer. An ¢ sxpert on the workmen’s 


compe nsatton requirements of contract rs, 
his article originally appeared in the Oc- 
tober issue of Engineering Bathe Bort 
and is being reprinted in full as follows: 

In these days of few jobs, intense com- 
petition and low profits (if any) a full 
knowledge of compensation insurance, 
method of rating and 
classification is of utmost importance to 
the contractor. Many a job has been 
lost by a contractor guessing his insur- 
Many 
a potentially profitable job has ended in 
careless or ignorant 


proper payroll 


ance costs when making up a bid. 


a loss because of 
allocation of payrolls resulting in insur- 
ance costs that increased far beyond ex- 
subject of com- 


pectation. The whole 


insurance is a complex one, 


at times even to insurance ex- 


pensation 
confusing 
perts. But the basic principles of rate 
determination and premium costs are rel- 
atively simple and should be familiar to 
every contractor. 

3asic compensation insurance premium 
rates are determined by the simple 
process of dividing losses by total pay- 
Individual contractors are rated 
being 


rolls. 
according to accident losses, 
charged the basic premium rates if their 
accident losses are average for the in- 
dustry, but receiving a credit or penalty 
rating below or above basic rates if their 
accident experience is better or worse 
than average. Credit and 
for individual contractors are constantly 
changing with their accident record. It 
is important for a contractor to know at 
all times just what his individual rating is. 


debit ratings 


Premium Rate Variable 


The premium rate charged a contractor 


on one job does not necessarily apply to 
the next job. He may be enjoying, for 
example, a 17% credit rating. Through 
a series of accidents, possibly through 
no fault of his own, at the time of re- 
newal this credit may be wiped out and 
even changed to a penalty rating by the 
accident experience on one job. If the 
contractor is not fully aware of this 
change in his rating, estimating his in- 
surance costs on the next job may throw 
him into a serious loss. Likewise, a con- 
tractor’s rating may be stepped up to a 
considerable credit by an unusually good 
accident record. He is penalizing him- 
self on future bidding if he does not 
take into account his improved insurance 
rating. 

Obviously, all classes of construction 
do not have the same degree of inherent 
accident risk. Skyscraper steel erection, 
for example, is far more hazardous than 
grading a county road. The types of 
construction are legion, and it would not 
only be impracticable but impossible to 
have a separate classification for each 
individual construction operation. This 
means that a great many types of work 
can only be classified by analogy to the 
most appropriate of the existing classi 
fications, or to a classification that car- 
ries a rate comparable to the hazard as 
sumed prevalent. Potential errors of 
judement are not uncommon in the latter 
m~thod of assignment 


The present compensation insurance 


basic manual contains more than fifty dif- 
ferent construction classifications. Some 
of these classifications are all inclusive 
for certain work; others are very defi- 
nitely limited to a _ specific operation. 
There are classifications that contain re- 
strictive clauses prohibiting their use in 
senbianiiies with other classes, and still 
others have distinctly defined exclusions. 
The construction industry classifications 
at the present time carry rates ranging 
from approximately 3% to 51% of every 
$100 of payroll. It is, therefore, impor- 
tant that every contractor should know 
the scope or limits of each individual 
classification appearing on his insurance 
contract. 

The question as to whether an amount 
of payroll is properly allocated to a rate 
of $10 or to one of $20 should be vital 
enough to make the average contractor 
“insurance conscious.” 

Proper Payroll Records Important 

The importance to the cofitractor of 
proper compensation insurance payroll 
records cannot be overestimated. If he 
knows the different types of work con- 
templated by the various classifications 
authorized for his risk, it is a simple 
matter for him to keep a payroll book 
on each specific contract that conforms 
to these assignments and to place the 
weekly payrolls for each employe ac- 
cording to his duties under the proper 
heading. 

However, when a contractor depends 
upon the insurance company’s auditor to 
make the proper segregation from con- 
fusing records, possibly as late as six 
months after the job has been completed, 
he has no one to blame but himself if 
large amounts of pay roll are charged to 
a classification carrying a $12 rate, for 
example, when a classification rate of 4 
would have applied to a large portion 
were it possible to separate it. The in- 
surance company auditor has no choice 
in the matter. If unable to make the 
proper segregation, he is obliged to fol- 
low the payroll audit rule of the com- 
pensation manual, which is very specific 
on this point: 

“Payroll must not be divided on an es- 
timated or percentage basis. If separate 
payroll records are not kept for opera- 
tions which otherwise would be divided 
between two classifications, the entire 
amount of each payroll must be assigned 
to the classification carrying the highest 
rate.” 

Hypothetical Illustrations 

The following simple hypothetical case 
will illustrate the importance of proper 
payroll segregation. The North Con- 
struction Co. and the South Construction 
Co. are awarded contracts for jobs that 
are nearly identical. The operations, 
when properly classified, fall into five 
separate construction classifications bear- 
ing rates of: class A, 4.26; class B, 7.55; 
class C, 8.02; class D, 10.13, and class E, 
12.48. The North Construction Co. sets 
up payroll headings coinciding with each 
classification and places the weekly wage 
of each employe in the proper column 
according to his duties. 

The South Construction Co., on the 
other hand, for payroll record purposes, 
sets up two or three classes of operations 
which are easily identified, and assigns 
all other payroll under a miscellaneous 
heading. The work to be done under the 
two highest rated classifications, D and 
E, is of such a nature as to be readily 
distinguished. The employes engaged on 
work that falls under classifications A, 
B and C€ are all assigned to the mis 
cellaneous account with no identification 
as to their work except to designate them 
as mechanics, laborers, shovel operators, 
teamsters, etc. At the completion of the 
job the insurance company auditor finds 


the following premium chargeable to the 
North Construction Co.: 
Classi- 


fication Payroll Rate Premium 
$22,863 4.26 $973.95 

B 12,093 7.55 913.02 
15,732 8.02 1,261.71 

D 7,980 10.13 808.38 

E 11,349 12.48 1,416.36 


Total Payroll $70,017.‘ Total Premium $5,373.42 

The audit made of the South Con- 
struction Co. records would line up as 
follows: 


Classi- 
fication Payroll Rate Premium 
A Not separable, in- 
cluded with ClassC .... $= = csccce 
B Not separable, in- 
cluded with Class C ee 
C $48,952 8.02 $3,925.75 
D 7,350 10.13 744.56 
E 11,013 12.48 4 


Total Payroll $67,315 Total Premium $6,044.93 

The auditor, not being able to pick out 
the payroll that under proper conditions 
would have been allocated to the two low 
rated classifications, was obliged to in- 
clude such payroll under the highest rat- 
ed classification in that group. The pay- 
roll for classes D and E was properly 
recorded. The summary of this hypo- 
thetical case is that the South Construc- 
tion Co., which had a smaller total pay- 
roll, paid a premium of $671.51 more than 
the North Construction Co. Apply this 
same situation to a contract involving 
half a million dollars or more of payroll 
and the difference is astonishing. 

The proper allocation of payrolls is 
also important for the classification of 
losses, which, ultimately, determine the 
basic rate for any particular classifica- 
tion of work. Assume that the South 
Construction Co. had claims for injuries 
to employes doing work coming within 
the scope of classifications A or B; but 
as the payroll could not be separated and 
the classifications will not appear in the 
audit, the losses sustained are reported 
against class C. The continual misallo- 
cation of losses to improper classifica- 
tions eventually causes the basic rates 
for such classifications to rise out of pro- 
portion to the actual hazard. The ratio 
of payroll reported for each classification 
to the actual losses represents the sta- 
tistical measure of hazards inherent in 
a given classification. When these fig- 
ures are not reliable, a true measure of 
the hazard is not obtainable, and the re- 
sulting rate is out of all proportion to 
normal conditions. 

Harmful to Conceal True Payrolls 

In the construction industry, as in 
other industries, there exists the usual 
group that resorts to dishonest and un- 
fair methods in connection with payroll 
accounts. The contractor who delib- 
erately falsifies his records and conceals 
true payrolls is not only harming him- 
self but is doing an injustice to the in- 
dustry as a whole. Knowing that the 
full amount of his losses is bound to be 
reported, it would be expected that com- 
mon sense would warn him against pur- 
posely lowering payrolls, as it is bound 
to have a detrimental effect on his in- 
dividual experience rating. 

If the losses are properly reported and 
the payrolls purposely depressed, the re- 
sulting rate is bound to be greater than 
it would have been if correct payrolls 
had been made available to the insurance 
carrier and reported to the rate-making 
organization. Little bv little this practice 
distorts the classification experience, and 
the basic rates are increased out of pro- 
portion to the actual hazards encoun- 
tered in the performance of contemplat- 
ed operations. 

Eventually the rates for comparatively 
non-hazardous classifications are going 
to rise to a point where they cease to 
be indicative of the inherent hazards and 
will carry rates on a par with classifica- 
tions that contemplate more serious haz- 
ards. 

The contractor who makes it his busi- 
ness to understand every phase of com- 
pensation insurance will not only be able 
to cut his insurance costs to the mini- 
mum but will also be considered a better 
risk from the insurance company’s stand- 
point on account of the reliability of his 
records. Knowledge of insurance costs 
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BANKERS IND. APPOINTMENTS 


C. F. Cowley Made Metropolitan Claim 
Manager with W. I. Baxter and L. E. 
Vogel as Assistant Managers 
The Bankers Indemnity has appointed 
Charles F. Cowley as manager of its 
metropolitan claim department at 
John Street, New York, with William | 
3axter and Louis E. Vogel as assistant 

managers. 

Mr. Cowley began his career with the 
General Accident in 1923 and a year 
later he joined the Fidelity & Casualty, 
remaining until 1928. He then became 
assistant claim manager with the Amerj- 
can Automobile which post he resigned 
to join the Bankers. Mr. Baxter has 
been in claim work since 1920 and has 
served the Ocean Accident and the 
Union Indemnity. Until recently he has 
been supervisor of the claim unit in the 
New York Insurance Department's 
liquidation bureau. Mr. Vogel entered 
the casualty field in 1923 after war risk 
bureau and Metropolitan Life experience. 
He has served successively the N. Y. 
Indemnity, Union Indemnity, Employ- 
ers’ Liability and American Mutual Lia- 
bility. Since 1929 he has been secre- 
tary of the New York Claim Association, 


TALKS ON AUTO ACCIDENTS 


C. E. Crain, Travelers Safety Expert, 

Tells St. Louis Club of Huge Economic 

Waste Caused by Road Smashups 

C. E. Crain, safety expert for the 
Travelers, in a recent address before the 
Traffic Club of St. estimated the 
economic waste through automobile ac- 
cidents at from $2,000,000,000 to $3,000,- 
(00,000, or approximately four times the 
tax bill for operating all of the public 
intermediate and high schools in 
this country. He also stated that the list 
of persons killed by automobiles since 
1918 exceeds all of the dead among our 
soldiers in the many wars fought by the 
United States since the famous battle of 
Lexington. He said that despite the im- 
provement of automobiles there is no in- 
dication that people are driving more 
carefully than formerly. 


Louis, 


grade, 


GOLD WATCH FOR ERNEST WOOD 

Ernest Wood, who recently retired 
from the Ocean Accident & Guarantee 
Corp. after twenty-eight years of serv- 
ice, was recently given a luncheon in 
Toronto and presented with a_ gold 
watch. Among those present were Al- 
bert C. Hall, manager for Canada and 
Newfoundland, Charles WHagyard, as- 
sistant manager; and departmental man- 
agers: F. J. Baigent, C. S. Freeman, G. 
Fielding, A. E. Prestridge, W. Draper, B 
G. Walker, S. E. Staines, E. C. Anderson, 
S. D. Wilton, J. C. Britton and City 
Agent, Capt. J. C. Ramsden. 


FEATURES WHOLESALE A. & H. 


Wholesale disability insurance as an 
attractive accident and health line to sell 
these days is being featured by Lloyd M. 
Kuh, district branch manager, Conti- 
nental Casualty in New York. in the se- 
ries of lectures which he is conducting 
for the benefit of metropolitan agents 
and brokers. These sales meetings, held 
once a week at 75 Fulton Street, started 
on October 4. Leo J. Horster, agency 
organizer of the branch, is assisting Mr 
Kuh in conducting them. 


R. J. HILLAS 75 YEARS OLD 


Robert J. Hillas, former president of 
the Fidelity & Casualty who is still a 
director of the company, celebrated his 
seventy-fifth birthday quietly on Wed- 
nesday at his home in Morristown, N. J 





is just as essential to successful con- 
tracting as knowledge of the cost of any 
construction operation. The well-in- 
formed contractor can always keep one 
step ahead of an uninformed competi- 
tor. 
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p.M. Ferry, Jr. Comment 
On Loan from R. F. C. 


IMPROVES STANDARD ACCIDENT 


President of Company Says Action 
Places Organization in Strong 
Financial Position 
The loan of $3,375,000 to finance the 
—_ by the R. F. C. of preferred 

yk in the Standard Accident of De- 
tr ok agreed upon last week by the R. 
F.C. places the company in a strong 
position, according to D. M. 

president of the Standard, 
who points out that “this action was 
taken solely for the purpose of added 
security to every policyholder, claimant 
and agent.” 

In making the 
Ferry added: 

“Insurance companies, being financial 
institutions, have suffered shrinkage in 
security values due to general business 
conditions. This has been true even 
hough their investments are of a most 
conservative kind and regulated by law. 
In addition, insurance companies have 
been called upon to pay out to the public 
unusually large claims as a result of un- 
precedented conditions arising out of the 
lepression. 

With recovery of national business 
the claim and investment situation of in- 
surance companies is rapidly returning 

normal, but the unusual conditions 
have had an adverse effect on the surplus 

sition of the companies who have lived 
ugh the ordeal and it is important 
desirable to add financial strength 


financial 
Ferry, Jr., 


announcement Mr. 





and 
to the companies. 
“The Fede ral 


Government, realizing 
situation and appreciating that pri- 
capital in these times is not easily 
for the purpose, has “ee re- 
for a program which would 

Reconstruction Finance Cor- 
to furnish additional capital 
f to those companies which can 
qualify for such assistance.” 

Company Organized in 1884 
The Standard Accident is one of the 
dest and one of the largest of the cas- 
‘and surety companies, and was or- 
d in Detroit in 1884. It does a 
country-wide business and has an agency 

rganization of approximately 6,000 
throughout the United States, and has 
in its employ nearly 1,000 persons. Its 
fheers and directors are: 

President, D. M. Ferry, Jr., president 
i Ferry-Morse Seed Co.; vice-president 
and secretary, Charles C. Bowen; treas- 
urer, L. K. Kirk; vice-presidents, John 
H. Thom, J. S. Heaton, Kennedy R. 
Owen, Paul Bowen, F. S. Brown, R. 
H. Platts, A. J. Crockett and J. P. Hack- 
eT; assistant secretary, H. T. Winter. In 
ldition to these officers the following 
directors of the company: Dwight 
Leo M. Butzel, Edgar W. Bowen 
ies R. Lowe, of Grand Rapids. 
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British Railroads Inaugurate 
Livestock Insurance Plan 


The British railroads will introduce on 
N vember 1, for an experimental period 
of one vear, a scheme of insurance on 
favorable terms, by which senders of 
cattle, sheep, and pigs may be protected 
agains st risks incidental to the transit of 
animals by freight train. 

_ The insurance covers risk of death or 





njury (except for disease or destruction 
due to f and mouth disease, or under 
any ious diseases act, or death or 
Injury caused by persons participating in 


any 





ad strike) while the insured 
S are in transit and during loading 
loading. The scheme does not 
apply to imported livestock sent by rail 
Irom British ports. 





FOOTBALL GROUP POLICY 
The Union of German football players 
has arranged for a group policy cover- 
ing all its members against accidents. 
The Premium per policy is from RM 1.30 
to 1.50 per member. 


R. F. C. Loan to Maryland Casualty 
Helps Mortgage Bond Refunding 


The action of the Reconstruction 
Finance Corporation last week in agree- 
ing to provide the Maryland Casualty 
with $7,500,000 to finance the purchase 
of preferred stock of the company is the 
culmination of plans for strengthening 
the capital structure of the company in 
connection with its general business and 
for the purpose also of strengthening the 
company’s mortgage bond refunding 
plan, F. Highlands Burns, president of 
the Maryland Casualty, said late last 
week. 

This important stock subscription will 
be completed, according to Mr. Burns, 
upon formal authorization of the stock- 
holders, and upon the deposit of mort- 
gage bonds under the refunding plan in 
an amount sufficient to enable the vari- 
ous interested mortgage companies to 
put the plan into operation. More than 
60% of the bonds now available for de- 
posit under the refunding plan have al- 
ready been deposited and substantial ad- 
ditional deposits are being made each 
day. 

Reassuring Effect Upon Bondholders 

The $7,500,000 contribution is in addi- 
tion to the amount which the R. F. C. 
has already agreed to advance to the in- 
terested mortgage companies to enable 
them to make part payment in cash to 
depositing bondholders under the cash 
option of the refunding plan. 

“The Reconstruction Finance Corpo- 
ration’s action in arranging for this con- 
tribution to our capital assets is par- 
ticularly gratifying at this time, because 
of its reassuring effect upon the thou- 
sands of bondholders who a are vitally in- 
terested in the success and in the fun- 
damental soundness of the refunding 
plan,” said Mr. Burns. “The bondhold- 
ers, whose investments as at present con- 


stituted have been placed in serious jeop- 
ardy by the effect of the long-continued 
depression on real estate values must 
now realize that prompt deposit under 
the plan is in their best interests, since 
with its new capital the financial position 
of Maryland Casualty will be materially 
strengthened and the bondholders can 
have every assurance that when the re- 
funding plan is declared operative the 
company will be fully able to comply 
with its obligations under the plan.” 

The refunding plan, when in success- 
ful operation, according to Mr. Burns, 
will not only rehabilitate and stabilize 
the investment of the bondholders, but 
will provide relief to home owners, since 
it will enable the mortgage companies to 
co-operate with the home _ owners, 
through the Home Owners’ Loan Corpo- 
ration, in a direct and substantial way; 
and it will also be an important step in 
the adjustment of the country’s internal 
debt, which is so necessary to the gen- 
eral economic recovery. 





G. W. CARTER VISITOR HERE 

George W. Carter, president, Detroit 
Insurance Agency, who, as chairman of 
the casualty conference committee, rec- 
ommended a six-point program on work- 
men’s compensation to the recent Chi- 
cago convention of the National Asso- 
ciation of Insurance Agents, was a vis- 
itor in New York last week. 





SYMPATHY FOR BAPTISTE 

The keenest sympathy has been ex- 
pressed to John Baptiste, independent in- 
surance consultant, in the recent death 
of his mother, Mrs. Laura Baptiste. Sev- 
enty-nine years old, Mrs. Baptiste had 
not been in good health for several 
months. 





THIS MAN OFFERS HIS 


VALUABLE SERVICE 
AT SACRIFICE 








assure proper returns. 


inexpensively. 


cent. 





Thoroughly experienced in all ramifications of 
insurance advertising, publicity and sales promo- 
tion. Will work on part or full time basis. Can 
Does high quality work 
College education. Formerly asso- 
ciated with prominent newspaper, leading advertis- 
ing agency, well-known insurance companies and 
national insurance organization. 
problems and requirements. 


Excellent references. 
—ABC, Eastern Underwriter. 
94 Fulton St., N. Y. 


Knowledge field 
Cooperates 100 per 


Very modest salary. 








A. B. A. BANK ROBBERY REPORT 


$2,402,277 Lost as Result of 516 Holdups 
and 95 Burglaries During Fiscal 
Year, Says J. E. Baum 

3anks and trust companies throughout 
the country lost $2,402,277 as a result of 
516 holdups and ninety-five burglaries 
during the last fiscal year of the Amer- 
ican Bankers Association, James E. 
Baum, deputy manager of the organiza- 
tion in charge of its protective division, 
said this week. 

During the previous fiscal year there 
were 554 holdups and seventy-seven burg- 
laries with a total loot of $3,568,373 
“When one considers that numerous 
banks were closed this year, the reces- 
sion in turnover or volume of return for 
bank robbers was not great,” Mr. Baum 
pointed out. 

The deputy manager explained that the 
figures were based on an annual survey 
conducted by the protective division 
Criminals, bank employes and bystanders 
killed or wounded during bank robberies 
or attempted robberies during the fiscal 
year increased to 281, compared with 176 
for the previous year. 

Attempted burglaries totaled fifty-two 
and frustrated holdups sixty-three, as 
against fifty-four and fifty-five respec- 
tively, for the preceding period. Cali- 
fornia led the nation in the number of 
bank holdups, having sixty-three. Texas 
had the most bank burglaries—seventeen 

The slight reduction in bank robbery 
statistics during the last fiscal year, Mr. 
Baum said, was misleading unless con- 
sideration was taken of the fact that 
throughout the last six months “more 
than 16% of the banks remained closed 
and were unexposed to holdup attack.” 





N. Y. Political Burlesque 
Features A. & H. Club Party 


The Accident & Health Club of New 
York held one of the most successful 
meetings in its history last night at 
Childs Golden Hill restaurant on Wil- 
liam Street. Heralded in advance as a 
Hallowe’en party and smoker, the fea- 
ture of the gathering was a burlesque on 
the New York City mayoralty race which 
came at the close of the dinner itself 
The three candidates for ofice—O’ Brien, 
LaGuardia and McKee—were imperson- 
ated by club members much to the en- 
joyment of the crowd of close to 100 who 
attended the party. 

Hugo Henn, Indemnity Insurance Co 
of North America, impersonated La- 
Guardia and appeared on the scene in a 
major’s uniform bedecked with medals; 
Harry A. Usher, Aetna Life, acted the 
part of /_— and wore a tuxedo, and 
Andrew J. Mountrey, Standard Surety & 
Casualty, grew = the house down with 
his take-off of Mayor O’Brien. Orchestra 
music heralded the arrival of each can- 
didate. The toastmaster was Harold M 
George, United States F. & G., who was 
chairman of the entertainment commit- 
tee. Ray L. Hills, Great American In- 
demnity, who is club president this year, 
conducted the business session. 

In advance of the meeting a clever tel- 
egram went to each member of the club 
which read in part: “Last minute coup 
makes possible the appearance of 
LaGuardia, McKee and O’Brien with i 
side story. Our cousin from 
will also be on hand to cheer you.’ 





32% BEER NOT ALCOHOL 
In an opinion recently 
surance Commissioner Read of 
indicated that 3.2% beer is not intoxi- 
cating. The controversy arose over the 
robbery of a drug store, covered by 
glary policy whic.. provided that the 
surance company should r t 


reque 











eas 
10t De haDile for 


more than $30 in case of theft of cigars, 
cigarettes, uor or alcohol 
The rob be: r\ entailed loss f $120 


worth of beer for which loss the com- 


pany paid $50, claiming that it came un- 
der the head of alcohol or liquor. Com- 
missioner Read, however claimed that 


intoxicating and that the com- 
for the entire loss 


beer is not 
pany is liable 
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The Law Relating to Automobile Insurance a 


THE Law RELATING TO AUTOMOBILE INSURANCE is The new Second Edition cites and analyzes more than 1000 auto- P 
already well known as the first text book on a subject mobile insurance cases and contains more than three times the amount 
of constantly increasing importance. of text contained in the First Edition. All the English and Canadian Feat 
The First Edition, published in 1921, has been out cases are included. 
of print for several years. It received commenda- re 


tion from many high legal authorities. Many requests 


: non Every phase of automobile insurance law is covered. The state- 
have been received for a new edition. 


ment of the law necessarily includes many of the leading principles 
of insurance law generally. 


Where necessary, the essential facts of each case are stated in Th 
detail. yusin: 


The Second Edition is not a mere digest, but a treatise of 477 pages, => 
arranged in 21 chapters, containing 380 sections. ance’ 


A Table of Cases and a comprehensive analytical Index facilitate 
reference. dictio 


The book is the work of a legal author and editor of many years’ cradu 
experience, for several years contributing editor of the American = 
and English Encyclopedia of Law, Second Edition, and author, editor mium 















































and translator of several legal text books. _ 
lesset 
The following is one of many endorsements: Mr. | 
to he 
. rf 19, 
“You may be interested to know that our people who have poe 
studied the book are most enthusiastic in their commendation Pi, 
of it.” of a 
not 1 
good 
elimi 
tive j 
PART I PART II _ 
Automobile Insurance Generally Matters Pertaining to the Different ceive 
Chapter Kinds of Automobile Insurance 

I. Constitution of the Contract Chapter “T 
II. Construction of Policy XIII. Fire Insurance end 
III. Reformation of Policy oy pel — thou 
IV. Cancellation of Policy ¢ Ss See polic 
V. Notice and Proofs of Loss XVI. Confiscation Insurance = 
VI. Agents, Brokers and Adjusters ae a Insurance “y 
VII. Arbitration, Appraisal and - Liability Insurance alyz 
Award XIX. Insurance Policies and Bonds of si 
VIII. Extent of Loss and Amount of Covering Public Service sibly 

Recovery Vehicles and 
IX. Option to Repair XX. Compulsory Liability Insur- been 
’ . ance accic 
ae — and Warran- XXI. Mutual and Reciprocal Com- varie 
: anies and Associations basi 
XI. Subrogation Table of Cases caus 
XII. Actions and Defenses Index rom 
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On the Production “Firing Line” 








Return of A. & H. Volume to 1928 
Peak Foreseen By Harold R. Gordon 


Featuring Present Disability Trends H. & A. Conference Sec- 
retary Points to Advertising Given Accident Insurance by 
Newspaper Policies, Stresses Reimbursement Popu- 
larity and Speaks Frankly on Need for More 
Educated Agency Force 


The grasp of the accident and health 
business possessed by Harold R. Gordon, 
executive secretary, Health & Accident 
Underwriters Conference, was never bet- 
ter indicated than in his address on 
“Present day trends in Disability Insur- 
ance” before the recent annual conven- 
tion of the Industrial Insurers Confer- 
ence at French Lick Springs. Mr. Gor- 
don impressed his audience with the pre- 
diction that during the next ten years 
“we may again see a pe riod wherein the 

lotted line representing volume will 
nian but steadilv ascend to a point 
even higher than that reached in 1928” 
when personal accident and health pre- 
mium income of all companies reached 
$233,000,000. It was further pointed out 
that “our will be reduced by a 
lessening of unemployment” although 
Mr. Gordon was not optimistic enough 
to hope that the 50% average loss ratio 

f 1928 would ever again be reached. He 
continued : 

“Savings to be accomplished in reduc- 
tion of overhead expense, in reduction 
f acquisition costs—and by this I do 
not ps the reduction of income to 
good producing agents but rather the 
cimination of the waste in non-produc- 
tive agency forces—will mean a profit in 
our business and at the same time larger 
return to selieviablers than they re- 
ceived ten years ago. 

New Policy Forms 

“The old adage that ‘there is nothing 
new under the sun’ holds true to a large 
extent in disability insurance even 
though from time to time a new form of 
policy or a different type of coverage 
suddenly appears in the sales kit of an 
energetic company. 

“When most of those policies are an- 
alyzed they are found to be a variation 
of some other existent policy, with pos- 
sibly a new provision added, but revived 
and dressed up in new clothes. It has 
been commented on many times that the 
accident and health business has a large 
variety of policy forms. This is true but 
basically these Policies are the same. Be- 
cause of varying conditions, both eco- 
nomic and physical, insurance covering 
the lives and disabilities of people must 
assume varying forms. 

“We have no standard policy form in 
the accident and health business al- 
though a great deal of our phraseology 
is now quite uniform and we have had 
tor a number of years certain standard 
Provisions. The closest approach to a 
standard policy form are the advisory 
Policy forms recommended for use bv 
the Bureau of Personal Accident & 
Health Underwriters. These forms are 
uniform in the phraseology of most of 
their Er ape but are adaptable to the 
various kinds of coverage desired by the 
commercial risk, containing indemnity 
for loss of time only or in combination 
with dismemberment and accidental loss 
ot life coverage as well as additional re- 


imburse ment for medical and hospital 
exnense 


losses 


“Another step toward uniformity was 
made by a group of companies writing a 
duarterly premium tyne of business in 
the Health & Accident Underwriters 
Conference when they formulated uni- 


form phi aseology for certain policy pro- 





HAROLD R. 


GORDON 


visions and recommended a limited num- 
ber of underwriting rules. 

“Some of the underwriting practices 
have not been adopted in their entirety 
but all of these companies for the most 
part are using the advised phraseology. 
I cite these two illustrations of accident 
and health companies getting together 
and by voluntary agreement adopting 
uniform phraseology applicable to their 
particular class of business to show that 
gradually there is entering into the en- 
tire field of disability insurance a closer 
unity of effort in the construction of 
new policy forms.” 

Future of Newspaper Policies 

Mr. Gordon had considerable to say 
on newspaper accident insurance, point- 
ing out that “whether or not you believe 
that newspaper accident insurance is the 
type of insurance you would care to is- 
sue, you must agree that it has adver- 
tised the business of accident insurance 
as no other medium could possibly have 
done.” Even agents, he added, have 
softened in their attitude toward this 
type of insurance, realizing that the ad- 
vertising of the inexpensive newspaper 
policy oftentimes makes it easier to ap- 
proach a prospect to sell a full coverage 
accident policy. 

As to whether or not the newspaper 
policy is here to stay, Mr. Gordon said: 
“Frankly, I do not know but certainly it 
shows no signs of diminishing in volume 
and a conservative estimate at the pres- 
ent time based on accurate estimates re- 
veals that approximately 2,600,000 people 
are insured, representing a total volume 
of newspaper accident insurance of more 
than $3,400,000 

“There seems to be a place for the 
newspaper accident policy because it is 
sold largely to persons seemingly unable 
to afford other insurance. An examina- 
tion of the claims paid under these poli- 
cies shows a saddening lack of other life 
or accident insurance. One of the com- 
panies writing newspaper policies ex- 
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order 400 death 
claims due to automobile accidents. Of 


amined in consecutive 
fourteen or less 
accident insur- 
of the total car- 
and each life policy 
Two hun- 


these 400 risks, only 
than 4% carried other 
ance; only 102, or 25% 
ried life insurance, 
was an average of only $1,000. 
dred ninety-seven of these risks left 
practically no other estate except this 
newspaper accident insurance, thus prov- 
ing that even though the insurance is 
limited, it reaches a mass of people not 
otherwise touched by the regular forms 
of disability coverage.” 

Popularity of Reimbursement Policies 

The speaker then turned to reimburse- 
ment policies, saying that within the past 
three or four years commercial compa- 
nies have brought forth and vigorously 
pushed the sale of contracts containing 
this clause which in addition to paying 
for loss of time from accidental injury, 
reimburses the policyholder for expense 
incurred by reason of being in a hos- 


pital, his medical care, nursing service, 
X-rays, surgical fees, etc. 
“The new reimbursement policy has 


been taken to heart by the accident 
salesman and featured as a new benefit 
with exceedingly good results,” the 
speaker said. “It has opened up new 
avenues of accident and health sales and 
afforded new contacts particularly with 
life policyholders. This reimbursement 
form of accident insurance has not been 
in force a sufficient length of time to 
determine accurately whether the pre- 
miums charged for it are adequate or 
not, although most of the companies is- 
suing this form of coverage have made 
an increase in the rates charged for the 
accident form containing this reimburse- 
ment clause. 

“With the featuring of this new pro- 
vision by the aggressive accident sales- 
man as an opportunity to the policy- 
holder to obtain the best and highest 
priced hospital and medical service, the 
selection is probably against the com- 
pany. Advertising literature of some 
companies issuing this policy form dis- 
plays quite prominently maximum doctor 
and hospital bills for a comparatively 
moderate injury and, it is natural that 
the policyholder when becoming a claim- 
ant will demand the ‘de luxe’ hospital 
room and most expensive surgeon when 
the policy permits this expense. Over- 
insurance of the reimbursement feature 
of the policy is quite apt to take place, 
resulting in a moral hazard when such 
an overinsured risk becomes disabled 
Standard Provision No. 17 is generally 
left out of these policies.” 

After discussing the modified forms of 
the reimbursement coverage which have 
appeared within the past vear and which 
are being issued by several companies at 
the present time. Mr. Gordon said 
“With the appeal that the reimbursement 
provision has to the professional busi- 
ness man and to emploved women, it is 
a type of coverage that undoubtedly will 
become a part of all commercial con- 
tracts in the near future. Modifications 
may have to be imposed and rates ad- 








justed but the need of such protection 
and its attractiveness seemingly insures 
its continuance.” 

Hospital Insurance was then discussed 
from the angle that it is more a contract 
of service than a contract of insurance 
and as a general rule does not contain 
a provision for the payment of cash 
benefits; nor has it been written to any 
extent by insurance companies. 

Special types of policy forms such as 
personal automobile accident insurance, 
aviation trip policies and deferred pay- 
ment insurance were also reviewed as to 
future possibilities for production. Mr 
Gordon said: 


“Deferred payment insurance which 
covered inability to make installment 
payments on many commodities when 


disabled and including installment pay- 
ments on real estate has decreased con- 
siderably. When first written, this cov- 
erage was offered at too low a rate with 
the result that several companies suf- 
fered a bad loss experience. One or two 
companies writing this coverage through 
specially trained agents have successfull 
underwritten it at adequate premiums 
but the depression bringing with it lack 
of buying power has nearly eliminated 
the field for this special coverage. Rail- 
road accident insurance, a highly spe- 
cialized form of disability coverage, has 
suffered tremendous lapses due to un- 
employment. Limited travel policies are 
not being sold to any great extent except 
through newspapers and periodicals.” 
Rate Differentials by States 
Probably one of the most important 
pis cts before accident and health ex- 
cutives at this time, Mr. Gordon said, 
is the matter of increasing loss ratios 
which have gone from approximately 
50% in 1928 to an average ratio of 66% 
Not only has claim frequency increased 
during this period but claim severity has 
also jumped up. The average commer- 
cial or monthly industrial claim which a 
few vears ago averaged approximately 
$50 has now increased to $65 or $70 and 
even higher. On this problem Mr. Gor- 
don said in part: 
“Several reasons have 
our increased losses, the chief of which 
of course has been the unempto vment 
condition which resulted in not only ad- 
ditional claims being presented oy per 
sons who ordinarily would not turn in 
claims but the tendency of so many peo- 
ple out of work to continue legitimate 
claims beyond their normal length. There 
is one possible remedy which TIT believe 
accident and health executives will have 
to give serious consideration to during 
the next few years and that is the ne- 
cessitv for the establishment of rate dif 
ferentials according to states or certain 


ternmtories 


been given for 


“It would be obviously unfair for a 
companv doing business in two states ne 
to differentiate between the rates 
charg red in these two states provi ided one 
state maintained a reasonably low loss 
experience and the other showed an ab 
normally hich claim record. Certainly 
it is an unfair penalty to charge a rate 
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in excess of what the loss experience of 
an individual state would require simply 
to compensate or offset a very bad ex- 
perience in some other state. If physical 
hazards, moral hazards, and the laws or 
court decisions in any state are respon- 
sible for abnormally high losses, it is 
only fair to the policyholders in other 
states that the high ratio states 
should pay a higher price for their dis- 
ability insurance. 

“T believe the statistics of each of your 
companies should be carefully examined 
as to your experience in the individual 
sections of the country in which you op- 
erate and serious consideration be given 
to the adjustment of rates by states or 
locality in order that you may provide 
insurance to your policyholders in each 
state at the lowest possible cost and 
without penalty to your policyholders in 
some locality where the experience is 
very satisfactory.” 


loss 


Education 


In conclusion the speaker said that one 
of the most important trends in the dis- 
ability business is the increased attention 
being given by most companies toward 
the building up of a more educated and 
trained agency force. The golden era of 
easy selling is gone and in its place is a 
period demanding courage, perseverance, 
and a high degree of intelligent sales 
presentation on the part of the accident 
and health agent. 

“Competition not only in our own busi- 
ness but trom salesmen in other lines of 
business at the present time is so se- 
vere,” he stressed, “that only the well in- 
formed and trained agent or salesman 
can produce a reasonably good volume 
of business. Education is even more 
vital to the salesman of accident and 
health insurance than it is to any other 
profession or business. The key that 
will unlock the door to the development 
of business for our salesmen is one of 
education and I believe it is an absolute 
necessity to have our agents thoroughly 
schooled in the fundamentals of accident 
and health insurance so that under these 
intensive and competitive selling condi- 
tions of the present day they may suc- 
cessfully compete with other forms of 
merchandising.” 





E. E. ANDERSON NEW PRESIDENT 


Heads Chicago Surety Ass’n For New 
Term; Retiring Pres. Schilling Elected 
Executive Committee Chairman 

Elmer E. Anderson, surety manager in 
Chicago of the Employers’ Liability 
Group, is the new president of the Sure- 
ty Underwriters’ Association of Chicago. 
He was elected at the annual meeting 
recently. Other officers include W. W. 
Steiner, resident vice-president, United 
States Casualtv. vice-president; T. P. 
Cunningham, Globe Indemnity, secre- 
tary, and R. E. Hall, Ocean Accident, 
treasurer. 

W. O. Schilling, United States F. & G., 
retiring president, heads the new execu- 
tive committee. which includes R. E. 
Cline, Aetna: W. H. Hansmann, Fidelitv 
& Deposit; L. C. Knapp. Great Ameri- 

Frank C. McVicar. Hartford Acci- 
dent: P. O. Olstad, Continental Casualty, 
and E. J. O’Donnell, Indemnity Insur- 
ance Co. of North America. 


Surety Companies Must 
Pay $662,110 in Judgments 


Last hope of a group of surety com- 
panies to avoid payment of judgments 
based on depository bonds covering state 
funds in a defunct Detroit bank has 
been dissipated with the refusal of the 
Michigan Supreme Court to grant a re- 
hearing. Petitioners for the rehearing 
were the Massachusetts Bonding. Indem- 
nitv Insurance Co. of North America, 
and the Detroit Fidelity & Surety. These 
three and five other comnanies were held 
liable for a total of $662.110 in state de- 
posits in the Fidelity Bank & Trust Co 
which closed its doors in 1931 

The court, in discussing the petition 
of the Massachusetts Bonding, finds that 
the “defendant’s position appeals to a 





Safety Work’s Effect on 
Industrial Accidents 


AS VIEWED BY G. V. FULLER 
National Council Expert Describes Fea- 
tures of Experience Rating Plan 
Before Big Safety Congress 
between the 


The direct connection 


prevention of industrial accidents as 


brought about by safety activities and 
compensation insurance premiums paid 
by the assured as determined by the 


experience rating plan was treated in an 
fashion by G. V. Fuller, 
National Council on 
speaking be- 


understandable 
assistant secretary, 
Compensation Insurance, 
fore the recent National Safety Congress 
Fuller explained the 
theory of experience rating, showed what 
the introduction of safety equipment 
may do and has done in actual practice, 
and in closing stressed particularly the 
fact that the individual risk’s rate to a 
major degree is dependent upon accident 
costs which have been sustained by the 


in Chicago. Mr. 


carriers in the past coverage of the risk 
itself. 
“Weighting” the Experience 
One feature of experience rating, con- 


sidered by Mr. Fuller as being of decided 
importance, is the application of the 
principle of “weighting” the experience 
of the risk in determining its future pre- 
mium rate. He said: 

“The principle of the ‘weighted experi- 
ence’ provides that the same degree of 
importance shall not be attached uniform- 
ly to the experience developed in all 
years of the risk’s operations but that 
each year shall be arbitrarily graded so 
as to give the most weight or credence 
to the latest experience. As a matter 
of fact, the weights assigned the five 
separate years of experience are repre- 
sented by the factors .40, .60, .80, 1.00 and 
1.00, beginning with the earliest years 
experience respectively. In other words, 
the experience of the two latest years is 
accepted at its face value, while but 80%, 
60% and 40% of the experience of the 
third latest year, fourth latest year and 
earliest year respectively are retained for 
rating purposes. 

“The reason for this feature of experi- 
ence rating is again to restrict the in- 
fluence of conditions which are not con- 
sidered reflective of the risk’s loss cost 
prospects for the immediate future. Sup- 
pose we have a risk where five vears ago 
it was under the management of persons 
not interested in any wav in accident 
prevention or in the use of safety eauip- 
ment. During that year probably there 
would have occurred numerous accidents 
as a result of such attitude on the part 
of the assured. Suppose during the last 


sense of equity” in that it relied on a 
letter from the state treasurer to the ef- 
fect that the funds covered by its bond 
had been withdrawn bv the state, thus 
presumably releasing the bonding com- 
pany. 

Cancelation was not effected, however, 
the court rules. because the state treas- 
urer alone had no authoritv to cancel, 
the statute requiring annroval of the sec- 
retarv of state and auditor general also 
Despite the company’s apnarent right to 
relief in equitv. however. the conrt finds 
that granting anv such relief would mean 
nullification of the protective statute and 
setting up of a rule at such a cost would 
not be justifiable. 

The company asked 
ly on the ground that the nrior oninian 
had overlooked the fact that one hond 
sunplied by the comnanyv hed not heen 
delivered when the treasurer’s letter was 
received notifyin’ of the rednuetion in the 
state’s deposit. Since the letter « 
anthoritative, the held, it had no 
effect on the status of the bond. 


a rehearing main- 


as not 


comrt 


Nothine new was set forth in the mo- 
tions of the other companies for re- 
hearing, it was held. 


two years, however, new blood had been 
brought into the firm which had been 
thoroughly sold on accident prevention 
and extensive safety programs had been 
inaugurated and all evidence indicated a 
continuation of this practice. It does not 
seem logical that the shortcoming of the 
risk in the earlier years of the risk’s his- 
tory should unduly influence the future 
rate for the risk. 

“While unquestionably the risk’s ear- 
lier experience should be reflected in the 


rating its effect on the future rate for 
the risk should be modified in the light 
of the more modern conditions. The 


weighted experience principle which we 
follow does just exactly this. In other 
words, it makes the assured pay in full 
for the most recent conditions in his 
plant and it does not drag out unduly 
the penalty for some particular condi- 
tion which may or may not be reflected 
in the present conditions of the risk.” 


Accident Prevention Felt All Along 
the Line 


In closing Mr. Fuller said in part: “A 
risk may not only receive individual rec- 
ognition of its efforts by a modification 
of its own individual rate but the effect 
of its activities toward accident preven- 
tion are felt all along the line and have 
a tendency to modify to a certain degree 
the rates for all other risks in the in- 


dustry through a modification of the 
Manual rate. It seems obvious, there- 
fore. that there is sufficient incentive for 


the individual risk to do all possible to 
reduce accident costs and to keep this 
cost to a minimum if it desires lower 
compensation insurance rates. 

“The application of safety equipment 
in the plant is only one of the ways by 
which accident cost can be lowered but 
it is well recognized that it is an impor- 
tant one. 


W. A. WALKER PROMOTED 

W. A. Walker is the new claim depart- 
ment manager in the Eastern department 
of the Fireman’s Fund Indemnity. suc- 
ceeding H. W. J. Hargrave, resigned. 
Mr. Walker has had 22 vears’ experience 
mostly in casualty claim work. 

Mr. Walker’s career started in the 
claim denartment of the Royal Indem- 
nity in 1911 following which for several 
vears he was in the claim department 
of the United States Casualty. He had 
same local agency experience on Long 
Island before joining the Fireman’s 
Fund Indemnity. 
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Agents of North American Acciden 
from 23 States Recently Met jn 
Chicago; Naaic Day Big Event 

The national convention of North 
American Accident agents, who had qual. 
ified for attendance by their production 
records, brought to Chicago recent) 
some sixty visitors from twenty-three 
states. The program was delightfully jp. 
formal with World’s Fair sightseeing qs 
the center of interest. 

The big event was Naaic Day on which 
“open house” was held at the home office 
After a luncheon and business meeting 
that day the agents held a round table 
conference with the company men, dis. 
cussing production problems frankly, In 
the evening a dinner dance was held a 
the Knickerbocker Hotel attended by all 
the agent visitors and home office peo- 
ple, including Vice-Presidents St. Clair 
and Manzelmann. 

The convention was regarded as one 
of the most successful held by the North 
American Accident. 


TRAFFIC DEATHS DROP 

decline in traffic deaths was regis. 
tered in 1932, but chiefly due to the 
drop in the number of cars on the road, 
according to the annual report of United 
States Secretary of Commerce Roy D 
Chapin. These figures were based on 
reports up to June 30 only, but it was 
said to be the first time that there has 
ever been a drop in traffic deaths nation- 
wide. “The present multiplicity of con- 
flicting traffic laws and regulations, cre- 
ating confusion and hazard, is seen as 
one of the largest contributing factors 
in the present enormous annual toll,” 
he commented. 





BRITISH ROAD ACCIDENTS 

The undiminished rate of road acci- 
dents in Great Britain has led to the 
formation of a committee of lords and 
members of the house of commons to 
consider the problem and take it before 
Parliament as occasion requires. The 
committee will represent the general 
public. 


Insurance Engineers Prominent At 
Conference of Boiler Inspectors 


engineers played a promi- 
nent part in the program of the ninth 
annual meeting of the National Board 
of Boiler & Pressure Vessel Inspectors 
last week. Members of the board, who 
are the chief boiler inspectors of states 
and large cities of the country, had been 
called together for the first time since 
1931 because the revival of business has 
brought their problems to the fore. In 
addition to these officials, others in at- 
tendance at the meeting were represen- 
tatives of insurance companies dealing 
in boiler and pressure vessel coverages, 
representatives of boiler manufacturers 
and research laboratories. 

The papers and discussions of the 
three-day session were almost entirely 
technical except for a welcoming address 
by James A. Beha. general manager and 
counsel, National Bureau of Casualty & 
Surety Underwriters, Tuesday morning, 
Dr. D. S. Tacobus. vice-chairman of the 
\.S.M.E. Boiler Code Committee, and 
Lowell Thomas. news broadcaster. who 
is a nephew of C. D. Thomas. chief boiler 
inspector of Salem, Ore., retiring chair- 
man of the board. 

Among the insurance men, who either 
read papers or commented on them. were 
V. W. Knapp, London Guarantee & Ac- 


Insurance 


cident Co.: W. 
demnitv; D. L. 


Ferguson, Travelers In- 

Royer, chief engineer, 
Ocean Accident; J. P. Morrison, Hart: 
ford Steam Boiler; J. D. Noonan, Em- 
plovers’ Liability; W. Brennan, Fidelity 
& Casualty; G. D. Bragdon, General Ac- 
cident; R. Milligan, Ocean Accident; R 
C. Stratton, Travelers Indemnity; W. D 
Halsey, Hartford Steam Boiler; J. G 
Wheatley, Royal Indemnity; E. R. Fish, 
Hartford Steam Boiler; and A. L. Lop- 
pin, Fidelity & Casualty. The dinner on 
Tuesday evening had as its chief speaker 
Industrial Commissioner Elmer F. At 
drews of New York. 

At the election of officers W. H. Fur- 
man, chief boiler inspector of the depart- 
ment of labor, New York, was electe' 
chairman; F. A. Page, supervising engr 
neer of California, was made vice-chait- 
man; C. O. Myers, chief of Ohio Boiler 
Inspection, secretary-treasurer; an 
C. Peal was named statistician. The elec- 
tion for members of the Executive Com- 
mittee resulted in the choice of all the 
officers named, Mr. Thomas, the retiring 
president; J. P. H. deWindt of the Na 
tional Bureau of Casualty & Surety Ur- 
derwriters; G. W. Bach, American Boiler 
Minatniiarete Association : and W 
Obert, American Welding Society. 
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